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OULD you like to make more 
money on your small tool busi- 
ness? 
Would you like to save two-thirds of 
the time you now spend talking to 
salesmen? 
Would you prefer one shipment, 
freight prepaid, to five parcel post 
shipments, with postage added to your 
invoice? 
Would it save money for you if you 
could consolidate five accounts on your 
books into one? 


Would your receiving department han- 





GREENFIELD 7 TAP AND DIE | 
CORPO! 























dle one shipment more rapidly than 
five separate ones? 

Would your bank rather see you put 
through one check or five separate 
ones? , : 

Would you rather be a little customer 
of five different manufacturers or a big 
customer of one? 

Who gets the best service from you— 
and the best propositions—the little 
buyer or the big buyer? 

Perhaps it would pay you to concen- 
trate your small tool purchases—any- 
way, it is worth checking up. 
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Are Builders of 
Good Will 


There’s a friendly touch in the sale of 
a Greenlee Tool. You can feel sure that 
after your customer has given the bit, 
chisel, gouge or draw knife a trial, he is 
going to be pleased with his purchase. 


Then when he comes into your store 
again—and he will—you can approach 
him confident that he will feel friendly 
toward the goods you have to offer. 


So it is good business to stock 
dependable tools and thus be 
assured of that invaluable ingre- 
dient, Good Will. 


Write for Catalog No. 27 


GREENLEE TOOL CO. 
Rockford, Iil. 


Sales Offices and Warehouses 
New York: 126 Chambers St. 
Boston: 63 Commercial Wharf 
Philadelphia: 403 Commerce St. 
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Coldwell 
Dependable 
Hand Mowers 


At left: Imperial Roller 
Bearing. A famous Cold- 
well model—greatly im- 
i proved. Embodies brand 
, ‘ a . new features that make it 

Bae i nue tee the most up-to-date hand 
; mower on the_ market. 
Timken Roller Bearings. 
Adjustable to take up 
wear. Cutter blades tem- 


, pered in oil. Built to 
¥ é ; last! Play up these fea- 
tures and you'll sell lots 


HAT 















of them. 


LAWN MOWER TIME! 


It's significant that mer-~ 


chants who handle Coldwell 
Dependable Lawn Mowers 


invariably enjoy the reputa- 
tion of carrying quality mer- 
chandise. 














By displaying Coldwell Lawn Mowers in your 


store and in your window, you'll not only 






identify your store as Coldwell headquarters, 






but you'll also tie-up with our advertising 






now appearing in National Magazines. 













Dealers who are not handling the Coldwell ling are invited 
t0 write for our special dealer proposition, also new window 
display and advertising materal. Coldwell Electric 


Lawn Mower 
A big reduction in price makes the 
Coldwell Electric a _ sensational 
value. You’ll sell scores of these 


machines at the new low price. 

HAnpD GASOLINE Women as well as men Can run 
a them. Plugs in on any electric 
ae: outlet. Furnished in either 18 or 


Horse DEPENDABLE LAWN MOWERS _ ELEctric 21 inch size. One-quarter acre per 


(fe 
< 


















COLDWELL LAWN MOWER COMPANY, NEWBURGH, N. Y.,U. S.A 
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KELLY HAICHETS MADE TO SPECIFICATIONS 
“Perfect” “Flint Edge” “Vulcan” “Standard Brands 














«Hardened head, 
does not break 
nor’mushroom' 
from driving 






Wide box-eye 


Binds the 
handle pm 
: a ; The best wedging 


‘oe | device 


Extra-thin blade 
Y More weight in head 









Beveled 







Wil ge under gives peo 
the nail head nce 



















Blade thicker at ‘center, bursts the chip, 
prevents the thin blade from binding 


Special analysis Chrome steel, 
extra strength, takes TOUGH TEMPER. 
holds keen edge, does not require 
frequent sharpening 


Second growth clear white hickory handle ie 
full oval grip, fits the hand comfortably.” 


KELLY AXE & TOOL CO., Inc. 


CHARLESTON, W.VA. U.S.A. 
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About the New 
No. 811 Automatic Screw Driver 


Points on which you can sell your customers. 


There are two features which, alone, make 
this an outstanding tool of unequalled per- 
formance-- 


1. The drive spiral is cut considerably 
deeper than the draw spiral. 


The drive spiral nut has been greatly 
lengthened, almost doubling the 
life of the tool. 


Other operating mechanism is identical with 
that of our No. 111 Automatic Screw Driver, 
as listed in your copy of our Catalogue No. 16. 
As you well know, at least ten times as much 
driving is done with an automatic screw 
driver as drawing. The’ increase in the 
bearing surfaces of the parts that do the most 
work will, therefore, enable you to sell the 
No. 811---or the No. 911, with quick return 
---with the Goodell-Pratt guarantee that it’s a 


A ay 
_ “G “4, QD \C GY be 
% \ aX tool of unequalled performance. Write us for 


more detailed description. 


LIST PRICES 
No 811, . each, $3.10 
No. 911 with quick return each, 3.50 








GOODELL-PRATT COMPANY -A’xhnnithc, GREENFIELD, MASS.U.S.A. 


GOODELL~PRATT 
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Its buyin time i in tral 


meee ollar 


ODAY---in your trade territory---scores of Now is the time to go after this profitable U. S. 
potential purchasers of U.S. Poultry Fence Poultry Fence trade. 


are figuring their needs. Timely advertising, attractive window displays 
They know what they want, these poul- and aggressive merchandising will 
try raisers. They recognize in U. S. bring new customers to your store, 
Poultry Fence the only netting which open new accounts and build up the 
fulfills every requirement of modern profit side of the ledger. 
poultry husbandry. They know it If you are one of the remaining few 
stretches straight and true from post thea her 
to post under even, uniform tension oe alrea dy “cashing in” on the con- 
P : € stantly increasing demand for U. S. 
They know it requires neither top rail Poultry Fence, start now! Be sure 
nor baseboard and, stretches as readily to specify U. S. Poultry Fence--not just 
to steel posts as it does to wood. They “poultry netting.” It costs no more. 
appreciate its greater economy. They 
demand it---nothing else will do. 


And, while it is buying time for the 
poultry-man, it also is selling time for 
the dealer. 








U.S. SAMPLE ROLL FREE. The surest way 
Poultry to convince yourself of the superiority of 
U. S. Poultry Fence is by actual compari- 
son. Send today for miniature sample roll 
(PATENTED) gyd descriptive catalog. 


Indiana ‘Steel & Wire Company 


Dept. i. A. aise : Indiana 


Fence 
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No.30 







Pipe 
Wrench 


Pliers 





Angle 
Wrench 


















Sli 
Joint Pliers 


Hunter's 
Hatchet 











No.3 


Screw 
Driver 





You can assure your customers that if “‘it's a 
Pexto’’ you have sold them a tool that is of highest 
quality, fully guaranteed as to workmanship and 
material and a tool that is designed to do properly 
the work for which it is intended. 


Take advantage of concentrating your purchases 
on this line. It will pay in the long run—as there 
are many little savings here and there such as freight 
allowance, bookkeeping, stock taking, ordering, pric- 
ing, etc.—all these little savings added together will 
give you extra profits. Multiply your purchasing 
power by concentration with safety—an ideal com- 
bination. , 


The Pexto line covers a great variety of mechanic's 
hand tools, and if you do not have our No. 26T 
Catalog on your desk or in your file we would be 
glad to furnish you with one. 


Let's get better acquainted. 


The Peck, Stow & Wilcox Company 
SOUTHINGTON, CONN., U. S. A. 


Worth While Cools 
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It Sells Itself 


From coast to coast . . . for generations 


Allen’s Sole Strips 


have been the biggest sellers. These 
strips are cut from the best part of the 
best hides available . .. tanned espe- 
cially for shoe repairing . . . always the 
same... quality never varies. 


Your customers know these facts. 
They ask for Allen’s Strips by name. 
Stock this leather that sells itself’ There 
is always a ready market for it. 


THE UNITED STATES LEATHER COMPANY 
New York Boston Chicago _—- Cincinnati _— St. Louis —_ Richmond 


Selling Agents: 
McADOO & ALLEN L. H. NELSON & CO. 
Philadelphia San Francisco 





NOTHING TAKES THE PLACE OF LEATHER 
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AN INVENTOR’S IDEA 
"Round the 


And Bringing Dealers Twice the Volume 


Advertising Starts Soon 


. - . in the Saturday Evening Post, Better 
Homes & Gardens and Local Newspapers. 


Will Show the Public How the Rain King 
gives complete Control of Distance, Direc- 
tion and Volume—Any Kind of Spray from 
Cloud Mist to Solid Jets—Whirling or 
Stationary. 


Every One Sold In a Neighborhood 
» Sprouts More Sales All Around It 


Not only more sales—but two and three 
times the profit on every sale—that is what 
thousands of dealers have found the Rain 
King Sprinkler Line is producing for them. 
Read what these dealers have to say about 
their Rain King business: 








Standard Rain King $3.50 
Denver and West $3.75 





“We find it easier to sell the Rain King than any 
other sprinkler and there is more profit on one Rain 
King sale than on three or four ordinary sprinklers.” 


Koubek’s Hardware Store, Berwyn, Illinois 


“Our sales of your sprinklers during the past sea- 
son were very satisfactory, from the standpoint 
that they gave proof that your sprinklers are un- 
doubtedly the best sellers on the market, especially 


The most popular, fastest selling sprinkler 
made. Combines all the advantages of both 


the Standard Rain King.” revolving and stationary = age with 
many improvements and exclusive features 
Mayo Belden Co., Inc., Rochester, New York of its own. Throws every known kind of 


stream—solid jets, gentle spray, drenching 
downpour or rainbow mist, in circles or nar- 
row strips. 


“Your new type of sprinkler is selling fast and 
giving very good satisfaction.” 
Fish & Kronenberg, Inc., Hamburg, New York 











Rain King—The ONLY Spuiadiens hesGn can do all these things 


1 Revolving Spray for 2 Coarse Jet (left) for trees— 3 Coarse spray (stationary 4 Coarse spray from both noz- 
Lawn or Garden. Fine Mist (right) on Seeded position) nozzles adjusted zles on trees and_ shrubs. 
Beds—Stationary Position. to sprinkle long strip. Stationary position. 


Rain King Hose Coupler 


Instantly connects hose to faucet— 
hose to sprinkler—hose to nozzle or 
hose to hose. Don't bother screwing 
hose connections together—just snap 
them on instantly with this new inven- 
tion. Saves time. Saves twisting and 
wear of hose. 


Dealers sell Rain King Hose Cou- 
eC ] plers in large quantities along with 
sprinklers and hose goods. It’s a profit- 


able item. Nationally advertised. 





ain 


Pagers otioe inte 
ett tam the other % inch size, complete, $ .60 


Beenie a 1 inch size, complete, $ .80 The BEST I AWN 


Manufactured and Guaranteed By 


CHICAGO FLEXIBLE SHAFT COMPANY, Dept. 3, 5600 W. Roosevelt Road, Chicago, Iil. 
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that is Selling these Sprinklers 
World 


and so Twice the Profit They Made Before 











Advertising for Dealers 


_ To help you connect your store with Rain King National Advertis- 
ing, we will furnish you with window and counter display cards, cuts 
for newspaper ads, folders for package and mail distribution and 
other valuable dealer helps. 


Write us at once. 








Majestic Rain King 
Majestic Rain King’s height and 
length of arms are exactly right for 
greater power—throws more water 
and throws it farther on the same 
pressure than any other sprinkler. 


Because of this extra height it 
can be placed in flower and veg- 
etable beds, throwing a spray well 
out over the tops of the plants. 


Like the famous Standard Rain 
King, this brand new Majestic 
throws any stream, whirling or 
stationary, with nozzles instantly 
adjustable for distance, direction 
and kind of spray. Runs fast or 
slow— waters small, medium or 
large circles and operates on low 
pressure. . 


Retail Prices—Height, 15 in., $5.00; 
Height, 24 in., $6.00. 
Denver and West, $5.50 and $6.50 


é 














Giant Rain King 


Large gardens, flower beds 
and vegetable gardens thrive 
under the perfect distribution 
of water obtained with the Giant 
Sprinkler. Every conceivable 
adjustment can be made on this 
one sprinkler. Set it to sprinkle 
stationary or whirling. Point 
each nozzle in different direc- 
tion. Can be regulated for any 
spray from a gentle mist to a 
heavy saturating shower. 


For big jobs, Parks, Golf 
Courses, Cemeteries, Play- 
grounds, Estates, etc., the Giant 
is the most economical and ef- 
ficient sprinkler. Quality ma- 
terials. Sturdy construction. 

Height, 4 feet 


Retail price, $12.50 
Denver and West, $14.50 
















+t 
Full Stream—to Spray—to Shut-Off 
By a Quarter Turn 


Only Hose Nozzle of Its Kind on Earth 


Wherever a hose nozzle can be used, the 
Rain King will do the job better and fast- 
er. Has no equal for watering lawns, gar- 
dens and trees, and for washing automo- 
biles, porches, walks and walls. 

The only hose nozzle nationally adver- 


tised. Dealers say 75% of their customers 
will buy it—and it yields a bigger profit. 


Rain King Hose Nozzle 





Made of solid brass. Leak-proof, wear-proof 
and fully guaranteed. No packing or adjust- 
ments to get out of order. Retail price $1.50. 





fo | off 


_ 






SPRINKLERS MADE 
349 Carlaw Avenue, Toronto, Canada 
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Every Bolt tn the 
box 15 EXACTLY 
like its mate 





MPIRE New Process Bolts are made by a process of our 
E own which gives their threads the uniform accuracy of 
hardened and ground gauges. You are certain that every 
bolt in an Empire box is a duplicate of every other bolt in 
the box. Besides this Empire bolt threads are tougher and 
will not strip. 











= \ The cost is the same as for other good bolts—so when 
; you sell Empire New Process Bolts, you are giving 
your customers a bigger value for their money. It’s 
good business for you to tell them about it. 


Most jobbers stock Empire New Process 
Bolts. 


RUSSELL, BURDSALL & WARD 
BOLT & NUT COMPANY 


Factories at 


PORT CHESTER, N. Y. ROCK FALLS, ILL. CORAOPOLIS, PA. 
Sales Offices at 
Philadelphia Chtwago Detroit San Francisco Los Angeles Seattle _ Portland 





EMPIRER= BOLTS 
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THE ORIGINAL PATTERN 


STILLSON Wikés 
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IT PAYS DEALERS TO CARRY MORCO PIPE WRENCHES 
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Our Galvanized Hardware Cloth Is Durable 


When you sell a roll or a piece of Wickwire 
Brothers Galvanized Hardware Cloth you are rea- 
sonably sure to see the customer back for more of 
the same brand. Durability is the reason. 


One reason for this durability is because the 
wire is 


Made from Open Hearth Steel 


produced in our plant where every operation is 
under our personal supervision. 


We use only Full Gauge Wire and this wire is 
thoroughly galvanized after it is woven. 


Made in 2, 2%, 3, 4, 5, 6 and 8 mesh. Standard 
widths, six inch steps 12 to 48 in. Special widths 
made to order. Put up in 50 and 100 lineal foot 
rolls. 


Miscellaneous 


Wire Nails and Brads 


Don’t overlook the fact that we manufacture a 
very high grade line of Miscellaneous Wire Nails 
and Brads. 


Made in all sizes from 3/16 inch. No. 24 gauge to 
a 12 inch spike, with special heads or points, 
barbed or smooth. Put up in handy packages of 
%, Y% and | pound quantities. These packages 
are shipped in cartons. 


Also obtainable in 5, 10, 25 and 50 pound boxes 
and in kegs. 


Our Other Products Include 


Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 

Wickwire Bronze 
Screen Cloth 

Poultry Netting and Staples 


Write your Jobber for full information 
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DOOR HANGERS 


Jor Sliding Doors on Barns, 
Garages,and other Buildings 


In a highly competitive field thousands of sets of Myers 
Stayon and Tubular Door Hangers and mile after mile of 
Myers Door Hanger Track continue to be sold for sliding doors 
on all kinds of buildings. 












This is the most tangible proof we can offer of the continued 
popularity of Myers Door Hangers and Track and the satisfac- 
tory service they afford through a complete line of tubular and 
stayon styles for sliding doors on barns, garages, sheds, stor- 
ages and similar structures. ST PYERS & 


For a dealer in hardware and general building supplies, the 
Myers Line is ideal. Stayon, adjustable and flexible features, 

steel roller bearings, steel axles, heavy malleable iron or 
steel frames, other improvements in design and finish, 
provide easy operating, weather resisting, long lasting 

sliding doors that harmonize with other equipment 
——— and foster good will among users. All of which is 


oh UMPs ARE conducive of good business for Myers dealers. 
Write or Wire. } 














Are you selling Myers Door Hangers? 








Dunes 


v2 THEPE, MYERS, & BRO.&e: 


ASHLAND, QHIO. 


Manufacturers for over Fifty Years of MYERS HONOR-BILT PUM very Purpose. 
WATER SYSTEMS-HAY and GRAIN UNLOADING TOOLS - pane pantOne and 
GARAGE DOOR HANGERS: STORE LADDERS. Etc. 
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KESTER ACID CORE SOLDER 








Kester is the one brand of Solder 
with a package for every need” 


That’s the beautyofthe Kester line. Youcan always 
satisfy every customer’s soldering requirements. 
For instance, there’s Kester Metal Mender for 
the housewife and the home tinkerer. Itsells easily 
to this group because it’s easy to use —and it’s the 
only kind of solder that gives them perfect results. 
Then for the mechanic, the farmer, and the handy 
man there’s the spool of Kester acid core Solder in 
one, five, ten and twenty pound sizes. The larger 
user, of course, buys the larger package because 
he gets more solder per dollar. 

And for the radio fan who builds his own there’s 
Kester Radio Solder with pure rosin flux, the only 
safe solder on the market. The larger packages 
of Kester rosin core are just the thing for delicate 
electrical work, and sell quickly to electricians 


_ and telephone companies. 


So remember, Bob, always feel conscious of the 
entire Kester line when a customer asks for solder. 
Hand ’em the package they need. That’s the way 
to do a clean profitable business that gains us 
good-will. 

CHICAGO SOLDER CO., 4205 Wrightwood Ave.,Chicago 











Self-Fluxing 
Solder 
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CMIRRO 


The Finest Aluminum 








View of the Mirro Test Kitchen, where Mirro utensils are Domestic-Science Tested 


“Domestic-Science Tested” Miurro 





“The BEST COOKS use 


Alumimum 


now marked to help you sell 


This is important news for all who sell, or want to 
sell, really high-grade aluminum. 


Back of the Mirro line, as you doubtless know, is 
the Mirro Test Kitchen, pictured above. In this model 
kitchen, Mirro home economists are constantly at work 
trying out new Mirro articles and improving, wher- 
ever possible, articles already in the line. 


And now the public is to know about this remark- 
able kitchen. The seal shown below—a striking de- 
sign in red and orange—is to be used as a tag 
on Mirro ware. Advertisements in full color 
in the Ladies’ Home Journal and Good House- 
keeping, and in black-and-white in Delineator, 
Woman's Home Companion, and other maga- 
zines, will introduce this seal as a guaranty 
to the woman who buys Mirro that she will 


“SELL BETTER 








get, not only exceptional quality and value, but also the 
right design and right weight for best cooking results. 


This advertising will also feature the splendid new 
massively heavy Mirro articles in the VapoSeal type, 
with fitted covers, for healthful cooking—de luxe Dutch 
Ovens, cookers, sauce pans, skillets—the finest-looking 
and the finest-cooking utensils on the market. 


These new Mirro articles, backed by national ad- 
vertising and the ‘“‘Domestic-Science Tested’ endorse- 
ment, are certain to be immensely popular. 
They will make the whole Mirro line sell 
better than ever. Let Mirro lift your alumi- 
num business onto a level of higher quality 
and more satisfactory profit. 


AtuminuM Goops MANUPACTURING CoMPANY 
Manitowoc, Wisconsin 


ALUMINUM” 


ie 














HARDWARE AGE for MARCH 20, 1928 








—MANILA ROPE— 


With Strength to Spare 
Unusually Flexible--Of Excellent Appearance 


The term “pure Manila” as applied to Rope does not always insure its being a good piece 
of goods. Neither can you tell “goodness” in a piece of rope from appearance any more 
than you can tell it in a man. ; 

Rope isn’t any better than the fiber that it is made of. There are a good many grades of 
Manila fiber. The prices on these different grades may vary as much as 100% and the 
strength of Rope made from it may vary even more than that, and be “pure Manila,” too! 
That’s one reason why some Rope is worth more than other rope. 

Another reason is in the way it is made up. In good rope every thread and strand carries 
its share of the load. That, too, adds greatly to its wearing quality. 

BLUE HEART ROPE—+so called because of the little blue marker thread between the 


strands—is made of good fiber, it has an excess of strength, it is very pliant and flexible, 
even under extreme conditions, and it is of fine appearance—your customers will like the 


feel of it as well as the looks of it. 

BLUE HEART ROPE is something more than just “pure Manila.” It is a Rope that has 
been proved. Rope users everywhere now know the little blue thread and accept it as a 
guarantee of character in Rope. BLUE HEART is the easiest Rope to sell at retail. 
OTHER CORDAGE—Yezs, we carry a full line, not only of cheaper “Manila” rope, but of Sisal 
Rope, Binder Twine, Wrapping Twines in flax and jute, Sash Cord, etc. There’s no other 
house in America in better position to serve you than we are! 


The Geo. Worthington Co., Cleveland 


Established 1829 
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d. p.m. — Dirt per 
minute—the accurate 
measure of electric 


cleaner efficiency. 





O 


HOOVER 


LEADERSHIP 


has its basis in the inherent superiorities of The Hoover 









itself . . . for example . . . in over one hundred d. p. m. 
(dirt per minute) tests The Hoover ranked first, removing 
an average of from 60% to 80% more dirt, in ordinary 


cleaning time, than competing machines. 


THE HOOVER COMPANY, NORTH CANTON, OHIO 
The oldest and largest maker of electric cleaners + The Hoover is also made in Canada, at Hamilton, Ontario 
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CLYDE JENNINGS, Editor 


MARCH 29, 1928 





Are You Selling Quality? 


UALITY merchandise brings repeat sales, les- 
sens service costs and makes friends for the 
store. Also, your customers will be proud of 

their purchases and will tell their friends, in pride- 
ful terms and voices, where they bought it. 

There are few lines of merchandise where quality 
is as essential as in elec- 
trical goods. Electricity, 
when improperly used, has 
a way of annoying and 
even injuring people. And 
people who are annoyed or 
injured are not among 
those who make steady 
customers. Neither are 
those whose table cloths 
are burned by appliances 
made so cheaply that the 
proper insulating is neg- 
lected. Using electricity 
in poorly made appliances 
is certainly using it im- 





HEF SAMI 


Sia wast ity 
‘el tale 


have irons, toasters, percolators, cleaners and wash- 
ing machines that work perfectly; so when she buys 
one that works poorly, or that gives her trouble, she 
wonders why. For several years she has been read- 
ing that electrical appliances are now foolproof, or 
words to that effect and she wonders why this one 
was sold to her. These 
doubts instantly reflect 
back to the dealer. 

Take so simple an appli- 
ance as a toaster. Did 
you ever compare a good 
one with a cheap one? 
Even’ to inexperienced 
eyes there is a vast differ- 
ence. If you put them on 
the table side by side and 
watch results, there is a 
bigger difference. The 
dealer who will conduct 
this simple experiment 
will never again sell a 











properly. 
Electrical housekeeping 
is a wonderful adventure when undertaken with the 
proper equipment. Those women who enlisted elec- 
trical servants in their work during the pioneering 
electrical days, had some interesting experiences, ex- 
cusable in those days. A slipup of an appliance— 
an iron or a cleaner—was not so unexpected then. 
Today every woman knows that some of her friends 
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cheap toaster with the 
same honeyed words that 
The difference between $1.98 


he does the good one. 
or less and $4 or more is apparent not only in the ap- 
pearance, performance, but in the flavor and texture 
of the toast. 
Then the percolator. 
percolators appears to be a bit of an outrage when 
(Continued on page 37) 


The price asked for quality 
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EN times the old sales volume 

is the answer Guthrie, Bradley 

& Jones received when they 

took electrical appliances out of the 

show cases and placed them on tables 

where the women might handle them. 

T. B. Guthrie, senior member of 

the firm, made this estimate. The 

store is in Sweetwater, Tenn., a city 
of about 2000 people. 

When lamp cord was taken from 
the shelf and placed on a table with 
an incandescent lamp merchandiser, 
the former annual purchase was re- 
quired monthly. 

“I did not know you sold appli- 
ances,” women remarked as they 
stopped at the table to examine the 
openly displayed merchandise. Many 
of these women are regular customers 
of the housefurnishings department. 
They had passed the show case 
dozens and some of them hundreds 
of times. 

The changed display method was 
given entire credit for the jump in 
sales, for no other detail of merchan- 
dising was changed, other than that 
the price tag on each item was made 
more conspicuous than when the ar- 
ticle was shown under glass. 





The first day the appliances were 
on the table they attracted the atten- 
tion of more women than had ever 


noticed them before. One woman 
after another, who had come into 
the store to buy something else, 
stopped before the display to examine 
the electrical servants. Those who 
bought, in most cases, made selec- 
tion without the aid of the salesman, 
who had only to wrap ‘up the pur- 
chase and take the money. It was 
found that few women knew the store 
sold these goods, although they had 
been shown in practically the same 
position for years. 

The appliance table is near the 
front door and everyone going to the 
housefurnishings department must 
pass it. Most purchases are made 
after the customer has completed the 
specific errand that brought her to 
the store. Her mind freed of the 
duty, she is open to interest in other 
things. 

The only reason for keeping elec- 
trical appliances under glass, said 
Mr. Guthrie, is the protection that is 
afforded. When shown on a table 
where they are constantly handled, 
they will soon be covered with finger- 


prints. Keeping them clean calls for 
constant use of a polishing cloth. 
But the time saved to the salesmen 
by the open display is a great deal 
more than the time required for 
polishing. Considering the greater 
sales, the additional polishing may 
be regarded as negligible. 

Over on the hardware side of the 


tively as it is selling appliances in 
the housefurnishings department. 


A lamp display device provided by 
the manufacturers at the cost of a 
few dollars brought a rapid increase 
in lamp sales. 

On the table with the lamps was 
placed a roll of silk insulated wire, 
such as.is used for lamp and appli- 
ance cords. “It used to be that a 
250-yard coil of this wire would last 
us for a year,” said Mr. Guthrie. 
“We kept it on a shelf and assumed 
that everybody knew we sold it. But 
since we put it on a table with the 
lamps, the coil lasts us scarcely a 
month. 

“A surprisingly large number of 
people who come for lamps buy a few 
yards of lamp cord. It reminds them 
of the worn or unsightly cord on a 
table or floor lamp at home and how 
much more attractive it would be 
with a new silk cord. And another 
sale is made.” 





ABLES 


store, open display is selling other 
goods of the electrical line as effec- 











GEL aS 


= 
ce 
1S 

4 

















permease x , 
Rk: cg SR 





4 


at 


BORIS A i BIS 


% 
FS 


et RRS Thee Bee ete " SS, . bie F 





HARDWARE AGE for MARCH 290, 1928 





Sockets, rosettes, cleets, porcelain 
tubes and the other things used in 
wiring a home or which must occa- 
sionally be replaced are kept in 
original packages and sampled on 
panels. This makes the selection of 
the item wanted as easy as it can 
be made, and the salesman finds the 
package containing the article in a 
package back of a sample panel. The 
package is not kept behind the panel 
on which the sample is shown, but 
behind the next one so the customer 





ABLE dis- 

play of ap- 
pliances is at 
right; sample 
panels of wiring 
devices above and 
lighting fiz- 
ture and radio 

display at left 


Electrical Goods Section 
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Some women, regular 

customers, had never even 

seen appliances in the 

show cases and were sur- 

prised that the store sold 
them. 


© 


can keep his eye on the sample 
selected while article is being taken 
from stock and he can then compare 
the sample and the purchase without 
having to find it on the panel again. 

Bringing these scores of items to- 
gether and placing them where all 
may be seen at a glance has made 
buying easier for the customer and 
selling easier for the salesman, and 
the sale of electrical equipment has 
received a substantial boost 

Flashlights and _ batteries are 
among the items carried on the 
sample panels, where they may be 
selected by the customer and sup- 
plied by the salesman in a few 
seconds’ time. 

This store has practically monopo- 
lized the flashlight battery business 
of the town by selling batteries at 
ten cents each. They are bought in 
thousand lots and, while there is 


MULTIPLY SALES ty TEN 


little profit even when bought in 
such quantities, they bring to the 
store many who would otherwise go 
to the drug stores or send to mail 
order houses for flashlight batteries 
and other merchandise. The bat- 
teries are regarded as a “special” 
to create store traffic. 

Lighting fixtures and radio re- 
ceivers are displayed on the mez- 
zanine floor. It was reasoned that 
while some advantages would be 
gained in displaying them on the 
main floor along with other electrical 
goods, it is better to have them in a 
quiet place where the attention of the 
customer can be concentrated on the 
display without interruption. 

Appliances, lamps and some other 
items will sell themselves when prop- 
erly displayed, the experience of the 
store has proved, but lighting fix- 
tures and radio receivers must be 
sold by salesmen who are able to 
give the customer expert advice. 
Radio is displayed downstairs during 
the fall and winter months but sales 
are closed in the special display 
room. 

Electric refrigerators are shown 
on the. first floor, for it is a simple 
matter to demonstrate them to any 
who might be interested and it is 
important that they should be seen by 
all of the store’s customers. 
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Clerk—How do you do, Mr. and 
Mrs. Williams! (elderly couple en- 
tering hardware store). 

Mr. and Mrs.—How do you do! 

Mrs. W.—We really do not want 
anything but just came in to ask 
about that coffee set in the window. 
It is electric, is it not? and is it 
china? 

Clerk—Yes, it is electric and heat 
proof china. May I get it from the 
window so that you may see it bet- 
ter? ° 

Mrs. W.—Oh, no, we really just 
wanted to ask about it. Do you 
have others? 

Clerk—Yes, here is an urn set 
made by the same company very 
similar to that except this one is 
in the nickel finish. 

Mrs. W.—This one over here? I 
really like it better than the one in 
the window. 

Clerk—This is a beautiful set, 
too, in the new Louis XIV pattern 
—and probably would suit you bet- 
ter. Have you used an electric per- 
colator? 

Mr. W.—yYes, our daughter who 
lives in Chicago has all the elec- 
trical appliances and we liked her 
percolator so much. The coffee is 
surely good when made in an elec- 
tric. We found that out when visit- 
ing her. 

Clerk—Aside from that the coffee 
is so easily made. What about an 





ISS Helen D. Crawford, who 

tells of this detailed experi- 
ence in the store, conducts an ap- 
pliance department in a hardware 
store in a city of 10,000 population, 
submits the incident for your anal- 
ysis. 

She really wants to know what 
other salespeople think about it. 
Was she right in her course or 
wherein was she wrong? 

What is your opinion? The ed- 
itor will pay $10 for each opinion 
of 600 words or more selected to 
be printed in the ELECTRICAL 
GOODS Section. 


<7 


urn set for Christmas—it would be 
nice for both of you, something use- 
ful and beautiful for every day. 

Mrs. W.—-We are not ready to 
buy a percolator yet—but we like 
them and will buy some day, but we 
just came in to ask about that beau- 
tiful set in the window. 

Mr. W.—We are planning to re- 
model our old house or else build 
a new one—some of these days, and 
then we will provide for all these 
things. We need some wall plugs 
to use electric appliances. 

Clerk—I am surely glad to show 
you these new things as people are 
always pleased with our electric ap- 
pliances and you may absolutely 
depend on them. 


Be sure to have plenty of wall 
plugs in the new house or they can 
be installed in an old house without 
much trouble. 

Mr. and Mrs.—Thank you for 
showing us and when we are ready 
to buy we wiil come back. 

Clerk—Are there any other ap- 
pliances in which you might be in- 
terested—a toaster or something. 
(Knowing they have an iron and 
sweeper.) 

Mr. and Mrs.—No, and thank you 
again. 

Clerk—Good-bye and come back 
again. ~ 





I am using this particular con- 
versation because we have many 
such. It doesn’t seem to me the 
clerk should be criticized for not 
making the sale. The couple really 
did not intend to buy just then. 
The window display was attractive 
and the time evening—when there 
was no particular rush of trade. 
The clerk did not keep another cus- 
tomer waiting—and had an oppor- 
tunity of showing new goods to 
people who do not spend money 
freely but enjoy some luxuries. 

They will probably buy an elec- 
tric percolator before the new house 
is built, but will probably not buy 
a $50 urn set. This couple are 
regular customers and we want 
them to come in often. 
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Seize this opportunity 
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The small, highly- 
efficient Allison oper- 
ating unit is a marvel 
of trouble-proof 
simplicity. 














NOW] 


B EGINNING with April, << goes into large 





space national advertising. An entirely new 
appeal, more powerful and convincing than 
that of anyother electric refrigerator,is going tocreate 
instant recognition and demand for the new Allison. 


Marketing will be the result of a thorough, detail- 
ed study of the industry and will be conducted on 
a sound business basis. 

Backed by a vigorous, extremely able, soundly 
financed Company with a complete campaign of 
local newspaper advertising, dealer helps and dealer 
tie-ups, the Allison offers a highly profitable return 
to progressive distributors and retailers. 

There are still a few rich territories open. Write or 
wire immediately. 


DOMESTIC ELECTRIC REFRIGERATOR CORP. 
Two West 46th St., New York City 


THE REMARKABLE NEW 


ALLISON 
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The 
PORCELAIN 
WASHER 
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N OVER 19 YEARS no ABC dealer has ever 
been forced to change his line of washing 

machines because ABC did not have the 
type of washer most popular at the time. Now, 
more than ever, the ABC line meets every city 
and rural requirement—and—the range of prices 
fits every class of buyer. What other line is as 
complete as the A B C? What other line offers 
dealers the possibilities of an ever increasing 
sales volume and constantly mounting profits 
that characterize the A B C franchise? 





During each cycle in the history of the washing 
machine business A BC has furnished its dealers 
an outstanding model of the type then popular— 
—Dolly, Cylinder, Oscillator, Vacuum, Copper 
Tub Agitator, and culminating in the greatest 
achievement of all—the SPINNER. 


What dealer can’t make a bigger success of the 
washing machine business with such a progressive 
institution behind him—with a line so complete 
‘so practical and sosdesirable. 


ABC SPINNER 


The SPINNER is today’s most talked-of 
electric washer. It tells its own story at a 
glance. SPINNER drying awakens interest. 
The easily cleaned and sanitary PORCELAIN 


creates desire. Self-selling demonstrations re-° 


duce your sales cost—multiply your 
profits. And another cardinal factor is 
the SPINNER’S reconditioning cost, 








which is the lowest the industry has ever 
known. 

The SPINNER is the washer that has at- 
tracted to ABC the cream of the country’s 
largest and most successful distributors and 
dealers. They were quick to realize that 
here is a washing machine that not only is 
easily sold but stays sold. 
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There’s a Type ABC 
Washer to Meet 
Every Demand 


The ABC COMPANION—built to meet 
the demands of those folks who want all 
the ABC SPINNER offers in fast agitator 
washing, plus the many advantages of the 
PORCELAIN tub, but prefer wringer dry- 
ing in place of “spinning” drying. 


ABC DOUBLE A is a full size agitator-type 
washer with nickel plated 24” copper tub at 
a popular price. Until the advent of the 
SPINNER, the DOUBLE A was the leader 
in the ABC line. A time-tried, high qual- 
ity washer that cannot in any way be com- 
pared with the many washers now being 
offered, that have been built to fit a price. 


MODEL 58—The ABC COMPANION 
equipped with 4-cycle Briggs & Stratton 


ALTORFER BROS. COMPANY 


Electrical Goods Section 


(EST. 










Gasoline Engine in 
place of electric motor. 
Built for you to sell 
at a handsome profit 
to the hundreds of 
homes in your territory 
not having electricity. 


With the complete 1928 
line, ABC dealers have 
an opportunity that 
has never been dupli- 
cated in the washing 
machine industry. 
Think of it! ‘The 
SPINNER, the one outstanding and distinc- 
tive washer on the market. The COM- 
PANION, the finest and most beautiful 
wringer-equipped washer ever produced. The 
DOUBLE A, the greatest value the consumer 
has ever been offered at a price less than $150. 
What dealer can afford to pass up a proposi- 
tion like this? Now is the time to get the 
complete facts regarding the A B C franchise 
—don’t overlook it. Write or wire. 


1909) PEORIA, ILL 
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1—Contest closes May 10. 

2—Contestants must be connected with retail sales of 
appliances or radio. 

3—Print your name plainly, address, store you are con- 
nected with and position occupied. 

4—In case of tie each contestant will receive $15. 


$15 for the Best Title for this Picture $15 


N. Lazarnick Photo 
5—The winner will be announced in the second issue of 
the ELECTRICAL Goons following this issue. 
6—The staff of ELECTRICAL GOODS SECTION will be 
judges. 
SPECIAL—Please do not tear the page from this 
magazine. 


Address—Title Contest, ELECTRICAL Goops SECTION, 239 West Thirty-ninth Street, New York City 
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Utah Unit 
Price $5.00 - Utah 
Utah De- = 
Luxe Unit 
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This new, complete line of improved 
Utah units fulfills requirements of 


preme in tone value and volume. 
style and size for every need. 


UTAH RADIO PRODUCTS CO. 
1615 S. Michigan Ave., Chicago 


manufacturers who want the su- | 
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Type XU 
Price 
$22.00 


OL Law 


UTAH diaphragm 
showing Patented 
Tripod Construction 
Willett — Patent No. 
1,388,626. 
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EDITORIAL PAGE 


Fans! Fans!! Fans!!! 
IRST hot day of the season may not be nearly as 
| ee as many of the days that come later, but it 
will sell more fans if you give it a chance. Have 
your fan display ready and on the first day that 
people show a sign of complaining about the heat get 
it into sight and where the cooling breezes will reach 
the complainers. A large proportion of the sales you 
miss on this first hot day are never regained. On the 
first hot day, there is a long, hot summer in prospect. 
After the first hot spell, fall is in prospect. 





Sixty-three per cent of the homes of this country 
are prospects for the sale of incandescent lamps and 
other electrical supplies. 


National Electrical Code 


OES your city operate under the National Elec- 
D trical Code or a local code? If the latter, your 

business in electrical supplies is probably 
hampered because you cannot offer for sale the latest 
and improved materials. Also the electrical develop- 
ment of your community must be retarded. The Na- 
tional Electrical Code should be adopted as the building 
guide of all communities to make for progress and for 
better merchandising. The National Electric Manu- 
facturers Association has recently published a booklet 
explaining the advantages of this code and how it 
came into being and is kept up-to-date. You should 
have a copy of this booklet. 





The confusion regarding voltage in appliances 
will be eliminated when all companies distribute 
115 voltage service. Great gains were made in this 
standardization from 1923 to 1928. 


Electric Cookers 


ONESTLY, now, how many merchants and sales- 
H people have tried electric cookers—we mean the 

kind that operates on the fireless cooker prin- 
ciple—in their own homes? Not many, we believe. If 
the salespeople would really try these interesting 
cookers and learn at first hand their advantages, we 
believe they would sell many more of them. 





Summer is coming—are your fans and ice cream 
freezers ready? 


Poor Salesmanship 


ECENTLY we saw and heard a young merchant 
R sell an electric table stove. He waited for the 

customer’s request before he attached it. It 
was a new stove, just taken from wrappings, and of 
course there was a puff of smoke as the dust and pro- 
tective coating burned off. “Does it always smoke like 
that?” asked the lady. “No, ma’am,” was the reply. 
“It gets hot enough to make coffee, does it not?” she 





inquired. “Yes, ma’am,” replied the merchant. For- 
tunately for the merchant, she bought, and in so doing 
displayed a purse well filled. with bills. We have been 
wondering since how many of those bills this young 
merchant could have taken had he shown a single sign 
of salesmanship. “People who by those things are 
just roomers,” he said, in explaining. If “just roomers” 
want to live modernly and pay their way, why should 
they not be helped by the merchant? 





In hot weather the arguments that sell washing 
machines change. If you have not tried the hot 
weather approach, think it over. 


Burning Table Cloths 


ERCHANTS who sold the cheap toasters that 
M burned table cloths for their customers had no 

one to blame but themselves. An electric test- 
ing laboratory was not required to test that cheap 
appliance. First of all, the price should have aroused 
suspicion in the minds of the merchant. Then he should 
have tried one out. We have little sympathy with a 
merchant who is not interested enough in his merchan- 
dise to see if it actually works. 





The electric cooker—of the fireless type—should 
be a great hot weather merchandise. It means a 
hot meal after a day in the open. 


The Gift Shop 


UNE, the second best gift season in the year, is 
J approaching. It will be a good time to try out the 

gift shop idea, if you have not done so. A gift 
shop is easily started. A corner in the salesroom, or a 
table slightly apart from the others and a few spe- 
cial decorations are required. Or perhaps just a row 
of shélves will do. Ther look through the store and 
pick out suitable merchandise. You will be surprised 
at the showing your stock will make. It matters noth- 
ing that gift shop merchandise is duplicated in other 
parts of the store. Try out the idea and advertise it. 





Certainly irons and ironers are hot weather mer- 
chandise. 


Something to Watch 


UCH interest is being shown in the develop- 
M ments to change the merchandising set-up in 

the electrical industry. This industry is unique 
in some particulars. The power company is a factor 
not duplicated in other industries. The long period of 
steady development of the electrical business is another 
unusual feature. Now the rate of development has 
lessened and the industry is restless. It must go on a 
selling basis instead of merely taking the trade that 
develops naturally. It will be interesting for those in- 
dustries that have long been on a merchandising basis 
to watch these developments and to note the changes. 
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LAMP MERCHANDISER 
—greatest value ever offered 


Attracts the attention of everyone. 
Reminds customers to purchase lamps. 
Displays a full line of lamps. 

Shows price and wattage at a glance. 
Invites handling of lamps. 

Easily illuminated. 

Holds an ample supply of lamps. 
Costs you only $1.50—delivered. 


ORDER AT ONCE 





Westinghouse Lamp Company 


150 Broadway, New York 


DIVISION OFFICES LOCATED AT— ATLANTA, GA., 426 Marietta St.; BOSTON, MASS., 
10 High St. ; CHICAGO, ILL., 111 West Washington St.; NEW YORK, 133 West 41st St.; PITTSBURGH, 
PA., Chamber of Commerce Bldg.; ST. LOUIS, MO., 411 North Seventh St.; SAN FRANCISCO, 
CALIF., 1414 Hunter-Dulin Bldg. 


Electrical Goods Section 
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You Must Find You Must Bring Them In - by T. F. Chantler 


Customers if 


You Get Sales 


HE first step toward making 

a sales record is to find the 

customers. Some stores find 
these customers within the store— 
that is the store is sufficiently in- 
teresting to keep people coming into 
it day after day and among these 
people are found the prospects for 
the sale of new merchandise. 

There are two reasons why peo- 
ple go into stores: 

First—because they want to buy 
something that they think is for 
sale in that store; 

Second—because the store is so 
interesting that they go there not 
only to buy things but also to see 
“what Blanks are doing now.” 

If we are to add a third reason, 
we will say that it is because they 
have been invited pleasantly to 
come to the store. This means in- 
vitation by mail, through regular 
advertising in newspapers and the 
like or through window displays. 

In his cartoon Mr. Chantler 
touches upon this problem. Evi- 
dently the store he had in mind— 
for Mr. Chantler gets his ideas 
from actual merchandising setups 
—this store was not doing so well 
with ironers. 

A demonstration is arranged. 
An expert engaged to show women 
about ironing. The women of the 
community are asked to come and 
see and hear. Much depends upon 
the form and character of the in- 
vitation. Also on the past reputa- 
tion of the store. If you have, in 
the past, made visitors welcome 
they are likely to come. 

If you can get enough people in 
your store and your salespeople 
know how to sell, you need not 
worry much about sales. All you 
need worry about is picking sal- 
able merchandise. But you need peo- 
ple to make sales. 






































G'MORNIN—NOT | [MEN COME TO 
SELLING MANY | |BUY HARDWARE _ 
IRONS 'N' IRONERS.| | NOT INTERESTED 
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WEVE GOT TO 
ATTRACT THE 
HOUSEWIVES — 
ADVERTISE. DIRECT 
TO THEM—THEY RE 
THE. BUYERS OF IRONS 
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IRONING SECRETS DISCLOSED 
LEARN TO IRON THE EXPERT 
WAY—THE QUICK , SURE, 
EASY WAY“ I'M GOING! 
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Submerged agitator type, copper tub 
washers. Semi-soft wringer rolls. 
Driven by electricity, gasoline motor 
or power pulley. Remarkably quiet in 
operation. Practically service proof. 


HORTON 








HORTON No. 34 


SERIES 


Facts. f 


E believe absolutely that agood product,moderate- 
ly priced,will sell on its merits. It does not need the 
extravagant aid of “circussy” merchandising. Continued 
red fireand ballyhooare dangerous tothe futureofanystore. 


You can't get around the fact that it takes more than a 
single sale to bring success. And “circus stuff” doesn’t 
make manysteady customers. It's a one-time proposition. 


Your jobber has learned that. He is interested in a year- 
in, year-out relationship with you. So, he discourages 
“once-over campaigns” which endeavor to high pressure 
a lot of sales for one product, at an increased selling cost, 
and to the neglect of all others. He prefers balanced mer- 
chandising — because he knows that balanced merchan- 
dising is inevitably more profitable to all concerned. 


Horton Washers and Ironers can be sold by you from 
your store, profitably. You need no “circus stuff” to sell 
them because they are loaded with quality and sold at 
moderate prices. 


By distributing Horton Washers and Ironers econom- 
ically through leading jobbers,we have made them more 
salable to your customers. We have added quality, and, 
at the same time, retained moderate prices. Thus, greater 
values have been created. We try to eliminate the super- 
fluous from every phase of the Horton story.We build 
our sales activities around fundamental truths. 


And,when you write us for facts you'll get personal 
advice — not a “canned” reply. 


May we not give you some pertinent and convincing 
Horton facts? Write us— now. 


HORTON MANUFACTURING COMPANY 
1107 Fry Street Fort Wayne, Indiana 





Companions to 
the Famous 34 
HORTON No. 40— HORTON No 23— 








Copper tub, electric washer. 
3-cup suction type. 
HORTON No. 33— 
Wood tub, electric washer. 
Agitator type. 

HORTON No. 30 PEER- 
LESS — Wood tub, water 


motor washer 








Motor high speed, wood tub, 


hand power washer. 


THE HORTON AUTO- 
MATIC IRONER — 30- 
inch complete open-end roll. 
Electric or gas heat. Electric- 
ally driven. 








lroners 





GOOD PRODUCTS ~— Yes! and above all else GOOD FRIENDS 





Electrical Goods Section 


Washers 


























oA CHALLENGE 








The retailer who goes about selling with determin- 
ation and intelligence can practically drive the house- 
to-house canvasser of most types of articles out of 
his community. And after the salesman actually has 
the trade, when he has educated the customers to the 
use of his product, he has no assurance that they will 
not begin buying their supplies at the stores. 

A.C. Fuller, President Fuller Brush Co., in“ The Magazine of Business” 


an example of successful house-to-house selling. 

The position of this company in this field is re- 
garded as entirely secure, and when President Fuller 
turns author we learn one very good reason why the 
company is so successful—because Mr. Fuller realizes 
the insecurity of his position. 

There is no merchant in so much danger as that one 
who regards himself and his store as fully intrenched— 
as secure in the community. Overconfidence is a dan- 
gerously weak point in any armor. There is no telling 
when some sharp-eyed competitor will shoot the con- 
fident merchant in the heel. 

The article by Mr, Fuller from which the above is 
quoted is remarkable in many ways. It is a frank dis- 
cussion of what he says, in effect, is a precarious busi- 
ness and in which there is a very high percentage of 
failures. These failures, he says, are due to manufac- 
turers rushing into a business they do not understand, 
believing that they can win because some other manu- 
facturer has made good. 

No house-to-house plan can succeed, according to Mr. 
Fuller, unless there are repeat sales. Acquaintance, he 
says, is one of the chief factors in success. That is the 
reason Fuller Brush salesmen send a postal card ahead 
warning the housewife of his call. That post card in a 
Way serves as an introduction. 

The salesman is not especially concerned about the 
first order. He knows he is to remain in that section 
for some time. He appreciates interest and a favorable 
reception almost as much as a first order. He wants 
most of all to leave the door open for his return. 

The Fuller brushes are sold house-to-house, 


T= Fuller Brush Co. is frequently referred to as 


Mr. 


Fuller says, because he early learned that very few 
merchants thought they could give the time to one line 
long enough to learn about the kind of brushes he 
made. 


His brushes, he says, constitute a specialty. A 


salesman trained to know about brushes and to tell to 
other persons what he knows about them is able to sell 
many more brushes than a store salesperson who must 
know and talk about many lines and who cannot know 
or talk about one line as well as the specialist. Brushes 
wear out and are lost; so there are repeat sales. 

It is not often that any business man is as willing 
as Mr. Fuller to point out the weaknesses in his armor. 
He says in effect: 

A salesman who knows his goods, who makes friends 
with his customers; who is selling something worth- 
while; who makes enough calls, and who sells mer- 
chandise that calls for repeat sales, can make himself 
successful. 

So we believe Mr. Fuller when he says to the mer- 
chants of this country: 

If you will employ dutside salesmen who will make 
calls under the name of your store; who will sell 
goods of quality that are of service to the people who 
buy them; who will establish himself as dependable 
and will discuss local problems with the customer, 
you can drive the house-to-house man from the com- 
munity. 

The hardware store is much interested in this com- 
petition. Many hardware store items are sold by 
direct-from-factory salespeople: electric cleaners, wash- 
ing machines, radio, stoves, paint, fencing, and so on 
through a long list. 

Most hardware merchants do not sell over a wide 
enough territory to employ a salesman on each of these 
lines. 

But is there any reason that a hardware merchant 
cannot employ an intelligent chap and let him sell the 
various lines in his community? The program can be 
radio and stoves in the fall, cleaners and washing ma- 
chines in winter, paint, lawn mowers and fans in the 
spring, gas, oil and electric cookers in the summer. 
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No Increase of Prices On 


TheNEW BRIGHT STAR Flashlights 


< suprome om Svery Jest > 
— 


Consistent Sales Policy Helps You 
MAKE More Money! = —_ 


EMEMBER—Bright Star has not increased prices! 
Dealers are being consistently protected by the 


























Bright Star sales policy. BS 
The handsomely colored display cartons draw atten- /RIGH r fe 
° . ° ° AN . 
tion to the attractively low retail prices. Your cus- General pel 
a 


tomers get more value for less money. Bright Star 
Flashlights lead in new and distinctive features. Con- 
vince yourself by comparison! 

Bright Star lowers sales resistance and gives you sus- 
tained, fair profit! 

Dealer’s cost $6.75 per complete unit—consisting of 
6 lights (300 ft. Focusing Spotlight or General Utility 
Flashlight) and 24 Bright Star No. 10 Single Cells:— 


6 lights complete, retail at $1.45...... $ 8.70 

12 Extra Cells for replacement sales 
Ree Mea Waele sing + Ke « bdGw.0 0 a 1.80 

RP I iio kwida sss cwheeavedas $10.50 





—and Now Another Profit-Maker! 
JUNIOR O8° P specs 
omplete 


























oye 
wich the [xe BRIGHT STAR With Battery 
ZUNIOR oe lit —in a new display containing 8-of these compact, 
BE: 2 eR efficient lights; with 16 extra No. 11 cells for replace- 
: ment sales. The complete unit costs you $6.75—sells 
Es = = = 4 for $10.24—pays you a liberal profit! 
: ee | Now is the time to stock these quick-moving, prof- 
= = = f itable Bright Star Flashlights. Get in touch with your 
| jobber, or write direct to us. The new illustrated 
Bright Star Flashlight catalog mailed on request. 
eB he NEW BRI bt BRIGHT STAR BATTERY CO. 
SO so GHin . a Makers of the famous Bright Star Flashlight Products 
ay, acca es efe ey sa lio Meneckes de Dry Cells e 
Lr Home ang y, a. Hoboken, N. J. 
Branch: Chicago, III. 
BE sess ESS SSS Sat ni esenssnsnsesonsnssnsenrassnssaseensessiseenssaneeneemenieaiesaimiadiaiall a n° + 





EIGHTEEN YEARS BUILDING THE QUALITY LINE 
Ee 


Electrical Goods Section 








HARDWARE AGE for MARCH 29, 1928 _ 








They all stopped to look, some bought 


HIS display serves several purposes and, first of all, we suggest that you keep it 

in your files as a reminder. It was designed as a June Bride display, but it will 
serve for other months. There are‘a good many September weddings, probably as 
many as in June, and in the place of the college graduations, there are scores of 
young people leaving home for college.and beginning careers in the business world, 
all of which call for gifts. 


Then we would call your attention to the fact that Mrs. Jennie Carter, an ap- 
pliance demonstrator in The Elder & Johnston Co. store at Dayton, Ohio, does much 
of this decorative work herself. She is not one of those people who gives up a 
plan for decoration because it will “be too much trouble.” Mrs. Carter knows this 
display made sales, for she was there and sold the appliances. 


The photograph originally showed adjoining merchandise counters aid displays, 
but these were painted out in order to set forth the detail of this display. This is 
mentioned merely to indicate that the picture was taken in a closely stocked house- 
wares department. 
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The Title Is 


“Three Little Maidens, as You See, 
Enjoying the Benefits of Electricity” 


The $15 Prize 
For the best title for picture in Sepia Section of next to 
last issue was won by 
Hugh C. Wilson, Mgr., 
The Wilson Hardware Store, 
Peekskill, N. Y. 





Are You Selling Quality? 


(Continued from page 20) 

the former price of coffee pots is considered—but 
what about the test. Today a hot water percolator is 
being sold in bargain stores at prices ranging from 
$1.89 up. It is a coffee pot heated by electricity and 
makes coffee with boiling water. The equipment is 
worth the price—as equipment. It is not worth the 
price as a coffee maker or a home adornment. 

Then turn to the higher priced electric percolators. 
Well enough made to resist ordinary bumps, start 
pumping instantly, the coffee is made by the time 
the water boils at less cost for current. These per- 
colators are a beauty and a joy so long as they last, 
which is almost forever. 

The worth of good appliances lies in the little trou- 
ble and effective service they give in the home. 

Their value to the merchant lies in satisfied cus- 
tomers and smaller service requirements and event- 
ually a higher volume of business. 

The requirement of the merchant is better sales- 
manship. That should not be a requirement at all but 
a pleasure and pride. 


Bernhard Blitzer, president of the Lightolier Co., 
New York, died recently. For more than 40 years this 
former emigrant had been connected with the lighting 
industry and at his death he left a company employing 
700 people. 
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Add 


Standard Electrics 


to your range 
department 


Times are changing rapidly. As a hardware mer- 
chant you realize that the alert hardware dealer 
is selling many items today that never figured in 
hardware sales ten years ago. 


Many hardware merchants have added electrical 
items. Probably no item of electrical equipment 
ties in better with hardware merchandising than 
electric ranges. In fact, electric ranges are prac- 
tically necessary today to make the range depart- 
ment complete. 


Standard Electric Ranges offer a complete, well- 
equipped line—the product of the oldest exclusive 
makers of electric ranges. Many hardware dealers 
know to their advantage that added business 
and profits are available by selling Standards. 


In Standards you have everything to work with 
to develop a profitable business in the fast grow- 
ing electrical cooking field. 


Write for catalogue and prices and 
details of Standard representation. 


THE STANDARD ELECTRIC STOVE CO. 
TOLEDO, OHIO 


Stanodww 


ELECTRIC RANGES 


“Standard quality is never questioned” 


























38 


HARDWARE AGE for MARCH 29, 1928 





New Goods to Sell | 


New Thor Agitator 





This new Thor washer has enameled 
tub, pressed aluminum top and cover, 
mounted on steel base and four steel 
legs. The %-hp. GE motor and other 
mechanism is hung from base stamp- 
ing and is protected from moisture and 
dirt. The all metal, swinging revers- 
ible wringer can be locked in four po- 
sitions. Floor space 24 x 24 inches. 
Net weight 150 lb. Color is East India 
buff and polished aluminum. Hurley 
Machine Co., Chicago, IIl. 





Three New Percolators 


Three new percolators have been 
added to the Dover line. The one illus- 
trated is a 4-cup size. It has alumi- 
num body with panelled sides. The 





same type is made in 8-cup size with 
coffee spout. An 8-cup with coffee spout 
is the other newcomer. All equipped 
with the VEA heating element. Dover 
Manufacturing Co., Dover, Ohio. 





Side-toggle Plug 


The manufacturer says of this plug, 
“it is practically unbreakable, having 
a very attractive and strong coat of 
steel armor to protect the cold molded 
insulation.” It is controlled by the 
popular side toggle mechanism. Rodale 
Manufacturing Co., 200 Hudson St., 
New York City. 





Allison Electric Refrigerator 


The Allison electric refrigerator 
brings several new features that will 
pe attractive to dealers. Mechanically 
it is rotary-compressor type, using 
ethyl chloride as _ refrigerant and 
operates under 15-lb. pressure. The 
unit weighs only 42 lbs. and is com- 
pletely sealed at the factory, after 
being permanently oiled. Thermostatic 


“REA 


& 
E 





control eliminates attention on the 
part of the owner. Service will be by 
removal of unit, a one man job with 
a minimum of connections that can be 
made with pocket tools. It will be dis- 
tributed through jobbers to dealers. 
Domestic Refrigerator Corp., 6 West 
46th St., New York City. 





Different Safety Iron 


This safety iron depends upon 
mechanical action for its safety feat- 
ure. When the iron rests on the heel, 
it heats rapidly. When in any other 
position, the button under the handle 
must be pressed to maintain heating 
action. This button is in natural posi- 





tion for the thumb of the hand using 
the iron. If the user leaves the iron 
to attend some errand, the current is 
cut off. Barnett Foundry & Machine 
Co., Irvington, N. J. 


Long Distance Switch on 
Receiver 





for reception of 


Arrangements 
either local or distant stations at the 
will of the listener; especially designed 


antenna compensation coil, enabling 
operation of receiver with any size of 
antenna and an input volume control 
ahead of the detector tube are fea- 
tures mentioned by the manufacturer 
in presenting the new Synchrophase 
A.C. six, single dial, all electric, six 
tube radio receiver by A. H. Grebe & 
Co., Ine., New York City and Los 
Angeles, Cal. 





Flat Toaster 


The flat toaster is recommended by 
the manufacturer as being saving in 
current and time. The claim is that 
it will serve more people. Of course 





sandwiches can be toasted, as the fill- 
ing wall not fall out. The reflector 
tray is cleaned by snapping open and 
shut. Toast is turned by rack. Price 
$8. Chicago Flexible Shaft Co., Chi- 
cago, Ill. 





Intermediate Base Lamp Sockets 


A line of sockets to accommodate 
the new intermediate base lamp is an- 
nounced by the General Electric Co., 
Bridgeport, Conn. The line comprises 
nine styles of lamp holders and screw 
base adapter, the lamp holders includ- 
ing designs for candle effects, electric 
signs and weatherproof strings. 
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RETAIL 
PRICE @ 


Battery power is made more economical than ever 
by these new reduced Ray-O-Vac prices! 


Nationally-advertised Cell-Pocket Ray-O -Vacs— 
the best “B” batteries science has ever produced— 
now sold at the lowest prices in Ray-O-Vac history! 
Think how that will help your battery sales! 


Heavy-duty “‘Master’’ Ray-O-Vacs 
Reduced to $4 (Retail Price} 


And Ray-O-Vac’s liberal discount policy enables 
both the dealer and the jobber to make a good 
profit from every Ray-O-Vac he sells! Write us for 
full particulars—or order from your jobber. 


FRENCH BATTERY CO., Madison, Wis. 
Also makers of Ray-O-Vac “A” and “C” Radio Bat- 


teries, Ray-O-Vac Flashlights and Batteries, Ray-O-Vac 
Telephone Batteries and Ray-O-Vac Ignition Batteries. 


RADIO IS BETTER WITH BATTERY POWER 


Electrical Goods Section 
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Cell-Pocket Construction 


You wouldn’t place a “B” battery 
on a hot radiator. Heat stimulates 
chemical action in the battery— 
wastes electrical energy. 

Ray-O-Vac developed its Cell- 
Pocket construction in order to 
avoid the application of energy- 
destroying heat when the cells are 
being assembled. 

The ordinary battery, as you 
know, has a solid pitch covering. 
This pitch is poured at high tem- 
perature, requirifg hours to cool 
and harden. Thus a share of the 
battery’s useful life is definitely 
destroyed. 

Ray-O-Vac Cell-Pocket construc- 
tion—a separate insulated pocket 
for each cell—does away com- 
pletely with the pitch covering. It 
safeguards the longer life built into 
every Ray-O-Vac “B” Battery. 





Ray-O-Vac Leads All Batteries in Highest 
Percentage of Active Materials. 





*Active | Inactive 
iMaterials|Materials 

















Ray-O-Vac“B” Bat- 
teries 81% 19% 
Flat cell type batter- "a 
ies (built in layers) 61% 39% 
Cylindrical cell bat- 
teries with pitch} 64% 36% 
covering 





*By “active materials” is meant materials 


a that produce electrical energy. 


. A 


iscounts | 
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Fan Hanger 


This hanger will accommodate most 
fans in 16-inch size or smaller. It is 
used in connection with wall elexit and 
flush plate but is sold as a separate 
unit. Absolute security is insured the 





fan as it is firmly bolted to the fan 
hanger, which hooks into the elexit 
and is locked by a spring lock plate. 
The fan is removed by unhooking the 
spring lock and the elexit can then be 
used as an outlet. General Electric 
Co., Bridgeport, Conn. 





Natural Marcel Waver 


This marcel waver has been designed 
with the objective of making the hair’ 
look like natural waves. The waver is 
made of special, 


deep drawn, cold 
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Hygrade window oe 
of Burhans & Black Co., 
Syracuse, N. Y., a hard- 
ware Store for nearly 100 
years. 


Cee ee EES eS Oe 8 Os 8 RO 


GENERAL OFFICE 


rolled steel. Metal parts are nickeled, 
handles are white enamel, cord white 
and green silk. Pressure controlled by 
grip of hand. Overall length, 11 
inches. Price, east of Rockies, $2.85. 
Liberty Gauge & Instrument Co., 
Cleveland, Ohio. 





Brown Double Socket 


This double socket is encased in 
brown bakelite, done in panel design. 
It is light, neat appearing, and work- 





manship is guaranteed. Packed 10 in 
counter carton to retail at 35 cents. 
Beaver Machine & Tool Co., Inc., New- 
ark, N. J. 


The Royal Spray Attachment for 
use on vacuum cleaners was recently 
described in these pages. P. A. Geier 
of Cleveland now announce model C, 
which is much improved, the maker 
says, over the original. 





Price reductions on Universal irons 
is announced by Landers, Frary & 


Clark, New Britain, Conn. Suggested 
retail prices are reduced from 55 
cents to $1.05. 


Air-cooled Iron Handle 


Note the opening in the handle 
straps of this iron. This is to permit 
a passage of air to cool the hand of 
the person using it. Otherwise it is 








the quality and design of the well- 
known Sunbeam iron. Chicago Flex- 
ible Shaft Co., Chicago. Ill. 





Choke Coils and Transformers 


Various types of choke coils and 
transformers manufactured by the 
Acme Electric & Manufacturing Co., 
Cleveland, Ohio, are now available to 
the retail trade through jobbers. 


from $3,000 to $10,000 


The last 12 months before they took 
on Hygrade, Burhans & Black’s sales 
of incandescent lamps amounted to 
possibly $3000. 

Thefirst 12 monthsafter they switched 
to Hygrade their sales jumped to 
$10,000, and they're still going ahead. 
Is further proof needed ft ——=> 


the profit-making possibili- 
ties in Hygrade Lamps? 


HYGRADE_ LAMP CO 


SALEM Mass 


Licensed under General Electric Company's Incandescent Lamp Patents 


— | ast as SAD TAS SRA ERD SES CASTOR ERATED CES ESRPRSSABEORE GMT CARED TOD TRA uate ee 
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ARROW-Twin and Triplet Switches 






10 Amperes, 125 Volts—45 Amperes, 250 Volts 


FAs 





Two 
or 


Three 
Lighting Circuits from 
One ARROW Switch 









SWITCHES 





Twin (2 Single Pole Switches).................. 
Twin (1 Single Pole and 1 Three seen apdeanevia 
Triplet (3 Single Pole Switches). . ss 


$0 .85 
-95 
1.10 





6896 
6828 
6897 








Standard Package 10, Carton 2. An Inconspicuous, Convenient 


PLATES—BRASS : and Attractive Installation. 
Struck Up (.040 inch) 


$0.10 |For 1 Twin Switch..... All In i 
pd Ey a Single Gang Box. 





6910 | $0.14 | 6910A 
6911 -14 | 6911A 











Standard Package 10, Carton 2. 
Pron PLATES—ARROLITE ele ee SOLD THROUGH 
4126 | $0.15 |For 1 Twin Switch............... ; JOBBERS 


4127 Re Sr ee ee 














Standard Package 10, Carton 2. 





NN HARTFORD, CONNECTICUT 
“Anne WA) 


The complete line of Wiring Devices 





A ARROW ELECTRIC COMPANY 
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Electrical Business Briefs 


tric Illuminating Co. of Boston, has been se- 

lected to fill the newly created position of Di- 
rector of the Commercial Department of the National 
Electric Light Association. Mr. Greenwood’s appoint- 
ment may be taken as an evidence of good faith on the 
part of the N. E. L. A. that it is planning a merchan- 
dising development on lines that will be acceptable to 
independent merchants. Mr. Greenwood is an electrical 
man and all of his development has been in that field, 
but he has had much contact with merchants. In his 
own work in Boston he has inaugurated work to aid 
electrical and hardware merchants to sell the appliances 
advertised by the Boston Edison. His rulings as chair- 
man of the joint committee meetings between the N. 
E. L. A. and merchant trade associations, have gained 
the respect of the representatives of the independent 
merchants for his sense of fairness and recognition of 
the position of the merchants. 


C ERNEST GREENNWOOD of the Edison Elec- 
. 





Hoover Co., manufacturers of the suction 
Sweeper, are going into the radio receiver manu- 
facturing business. Now comes an “official denial’ 
from the company which says: “No venture into the 
radio field is contemplated; the only product now manu- 
factured is the Hoover electric cleaner in three models.” 


R tere: reports have been persistent that The 





B. KIRKLAND, supervisor of wiring devel- 
H opment of the Society for Electrical Develop- 
® ment, has ended a trip of six weeks for the 
encouragement of a national code and uniform elec- 
trical ordinances. He visited E] Paso, Los Angeles, San 
Francisco, Seattle, Spokane, Butte, Salt Lake City, Den- 
ver, Kansas City, Dallas, Houston, New Orleans, Tampa, 
Orlando, and Jacksonville. 





completed a survey of the radio jobbing situa- 

tion and finds that this class of establishment 
averages $218,000 business annually. Three hundred 
and seventy-five jobbers reported, being 40 per cent of 
those queried. The highest volume was reported from 
New York, New Jersey and Pennsylvania, being an 
average of $298,000 annually. The lowest was from 


]) comctea a of Commerce, Washington, has 


Kentucky, Alabama, Tennessee and Mississippi, an 
average of $118,000. Reports of stocks on hand were 
made Oct. 1, 1927, and Jan. 1, 1928. On the later date, 
the stocks of battery sets were considerably less than at 
the earlier and the stocks of AC sets increaced. Stocks 
of batteries decreased between the two dates but the 
stocks of eliminators remained the same. 





buying trip once a year are urged to attend the 

Second Annual Radio Trade Show at Stevens 
Hotel, Chicago, the week of June 11. Here will be a 
display of next season’s models and meetings of the 
various radio trade bodies. Discussions of trade meth- 
ods will be on all week and it will be a poor sort of radio 
merchandiser who cannot make the week worth his time 
and expense. 


/D wwvine whose volume of business justifies a 





New trade name is Chicago-Jefferson Fuse & Elec- 
tric Co., with offices at Laflin and 15th St., Chicago; a 
consolidation of the Jefferson Electric Mfg. Co. and Chi- 
cago Fuse Mfg. Co. 





ing company bearing his name, sponsored two 

scholarships to be given to worthy applicants 
by the Veteran Wireless Operators Association each 
year. One will be for an attendant student and the 
other for a correspondence student in the Radio Insti- 
tute of America, New York City. The applicant must 
be 18 years old and the award will be made on basis of 
an essay. They) should write to J. V. Maresca, Hotel 
Roosevelt, New York. 


LFRED H. GREBE of the radio set manufactur- 





Two new assistant salesmanagers have been added to 
the staff of the Electric Vacuum Cleaner Co., Cleve- 
land. They are M. R. Sutherland and Harry C. Hahn. 
Sutherland takes charge of the field organization and 
Hahn the trade relations. V. M. Cannon has been made 
assistant to the sales manager and will be in charge of 
correspondence and office routine. 





Carl D. Boyd, widely known in radio and electrical 
fields, has become sales manager for the Metal Special- 
ties Co. of Chicago. 








———_ 0) Uo Beye 
Radio Tubes 


. ALL STANDARD TYPES 


Greatest Proposition in the Field 


The most complete support given Dealers and Jobbers 

with advertising, selling helps and broad-gauge policy 

to back them up on the platform that Gold Seals give 

extra satisfaction. Quality tubes in all standard types. 
GOLD SEAL ELECTRICAL CO., Inc. 


250 Park Avenue New York 











Confidence in Ehampion, 


Brand 


Tungsten Lamps are shown by 20,000 
retailers and 500 jobbers who sell them. 


g iam, Consolidated Electric 


LS 
4 Lamp Co. 
140 Maple St., DanVers 


“Licensed “under the General Elec- 
tric Company’s Incandescent Lamp 
Patents.” 
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Kleins — nationally 
known-—are now 
nationally advertised. 
e big campaign 
which is acquainting 
workmen 
throughout the 
country with 
Klein Pliers 
means more sales 
for you. Put this 
campaign to work 
back of the 
tools you sell. 


Theyre all Prospects for 


Every workman who 
enters your store is a 
prospect for Klein Pliers. 
They all know Kleins and 
Klein quality. With the Klein 
display board on your counter, the 


pliers speak for themselves. 


If you are not pushing Klein pliers, you are 
overlooking an opportunity for increased sales 
and Klein Pliers mean a margin of profit that 
can well be yours. Your jobber handles Klein 
Pliers, the standard since 1857. Be sure your 


stocks are in shape for business this spring. 


KLEINexn 
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The most complete line 
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Stanley maks 


of bori i g 


The Stanley line of bit braces, hand 
drills and breast drills includes over 100 
types and sizes suitable for all classes of 
trade. The carpenter knows Stanley. : 
In fact, all your trade knows Stanley. 











—— simplifies buying 


Bit Brace No. 810: 
Concealed Ratchet — 
Ball-bearing Chuck 
and Head — Universal 
Jaws—nickel plated. 


a full line 


tools 


Stanley Tools are of the highest quality. 
There is greater profit in selling a 
high-grade, well-known line. 

‘The Stanley Rule & Level Plant, 
New Britain, Connecticut. 
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The largest 
wey 

lo the manu~ 
facture of 


lar 
Clinch Rivets 


Tee 
anne’ 


~~ r 


—— by the keenest 


buying ieokest in the country 
PULLING THE STRAWS 


Short or long—perfect and imperfect— 
whether you pull straws, or dip for rivets, 

' it’s like a game. Be certain to get rivets 
of quality. You’ll lose with the cheaper 
grades. Constant inspection keeps our 
product unvaryingly up to the high stand- 
ard on which our reputation has been 
built. Quality holds good-will, and allows 
no chance for complaint. 


KHATTTTT 


TUBULAR RIVET & STUD 
sre COMPANY 


Postal Telegraph Building 


San Francisco, California B O S 2 O N 


R&S 
O 
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Soopers 


It’ 
Ladders for every need. 


A Winning Hand! 


When you hold 


a hand like this 


It means 


sure ladder SALES, 


Because BABCOCK 


stands for STRENGTH 


And our SPRUCE 


never fails. 


s all AIR DRIED. 


We pay the Freight. 


‘=== T W. W. BABCOCK CO. 


Bath, N. Y. 








Herre are shown just a few of the many 
seasonable Oakes supplies you now need. 
They all sell readily and with liberal dealer’s 
profits. Get our big complete catalog— 
FREE—it describes and illustrates incu- 
bators, brooders (hot air, hot water, elec- 
tric), fountains, fixtures, hoppers, etc. 


Write today for your copy and special 
“New Dealer’s Proposition” 


OAKES MFG. COMPANY 


347 Dearborn St. Tipton, Indiana 








CHICK TROUGH FURNACE BROODER BABY CHICK FEEDER 
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Stock Night Latch No. 3515 
And It Will Become One of Your Best Sellers 


<S 










(Illustration is half size) 
“You probably will lose some orders,” says 


the Old Gardener, “‘if there isn’t displayed in 
your window or store one of those LIFE- 
SIZE, full-color cut-outs of me pushing a real 
PENNSYLVANIA Quality Mower. But 
it’s not too late if you act NOW!” 











You will find this Steel Case Rim Night Latch 
a good profitable year round seller. The case 
and strike are of very heavy steel, in attractive 
Ivory Black finish. 


Full size cast brass cylinder with five pin 
tumblers. 
Solid brass bolt, knobs, and cylinder ring. 
3 milled nickel silver keys. 
No. 3515 may be deadlocked from outside by 
key or inside by stop. 
No. 3515-D may be deadlocked from inside 










Write today for one of these handsome cut- 
outs, so that you can tie up your store with 
our big spring National Advertising campaign 
featuring the Old Gardener and his PENN- 
SYLVANIA Quality Mower. 





























Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chieago, Ill. LAWN MOWERS 
114 Bedford Street, Boston, Mass. | 


Works at Terryville, Connecticut 


by stop. In writing, please give the name of your job- 
Attractively Priced ber and the names of the PENNSYLVANIA 
| brands you carry, so that we can also send you 
The Eagle Quality Line a complete package of other appropriate 
Night Latches Cabinet Locks | 1928 sales helps. 
Trunk Locks Store Door Sets | 
Front Door Sets Padlocks | PENNSYLVANIA LAWN MOWER WORKS 
Wood Screws | 1615-35 North 23rd Street Philadelphia, Pa. 
Eagle Lock Co. | 
_ General Sales Office | ENNSYLV; 
26 Warren St., New York 7 
diastase, nelecaae. XG. NUs 8 PAT. OFF, | Quality 
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The Old Time Hardware Store 


Back in 1885 in Filo Smock’s hardware store in Sleepy Hollow, 
they used to sit around the stove and swap stories. 


“Nothing to do till tomorrow” was the slogan in those days, 
and tomorrow never came. Customers were few and far be- 


tween. 


How time has changed hardware business methods. Now it’s 
copper store fronts, attractive show cases, modern shelving, 
beautiful display racks and window displays that. are “The 
talk of the town”. 


The only stories they have time for now are the merchandising 
stories and the window display suggestions that appear in 
Hardware Age. 


The ideas they get from these stories and window displays 
MOVE the merchandise. 


Hardware Age 


239 West 39th Street, New York, N. Y. 
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Best Known— Most Used 
Hose Clamp in the Industrv! 


Universal Hose Clamps have 
achieved this distinction 
through their out-and- -— 
good quality and the 


table and square sales oe 
under which they are dis- 
tributed. 

Your guarantee is the name 
“Universal” stamped on 
each clamp and printed on 
each carton. Look for this 


name when you buy and be 
sure you get what you ask 
for. 

Their size adaptability, ease 
of installation, leak preven- 
tive feature and rust-proof 
construction make them all 
that a good clamp should be. 
Universal clamps are manu- 
factured from cold _ rolled 
steel wire—not strap. — 
edges are smooth. very 
— is “Electro - Given. 


a size—1 to 3 in.—fits any 
hose of any size. For oc- 
casional needs of small hose 
we make a Junior Clamp 
adapted to % to 1% in. 
adjustability. 


Universal 
Industrial Corp. 
Hackensack, N. J. 


HOSE 
CLAMP 


Adjustable to Let ary rose of arr séze 


Swedish 
Pansar 
Files 





Patents Grented 
March 20, 1917. 
March 1, 1921. 





PANSAR 





Circular 


Flexible 
Cut 


Blades 
Tanged 
Half-Round 
Bastard 
Smooth 


Fully 


Guaranteed 


We carry a full line of files, chisels and pliers 


Write for catalogue. 


SCANDINAVIAN WESTERN IMPORTING CO., Led. 


107-109 Lafayette St., New York, N. Y. 


Minneapolis, Minn., 304 Railway Exchange Bldg., Montreal, Can. 
Seattle, Wash. 
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A Real Good 
Shower Bath 


Retails at $5.00 


Attached to any bathtub 
fixture (without tools) 
in a minute by anyone. 











PATENTED 


The “Morning Glory” 


Trade Mark 
Curtainless Shower 


A bathroom luxury everyone 
can afford. 


This handsome 


Fits All 


fixture is 
made of non-rusting metals, 
fitted with full size 6 inch 
150 hole shower head. 


No rubber connections to 
rot. Will last a lifetime. 


For use in any bathtub, 
without curtains. Does not 
splash over the floor. 


Our merchandising plan 
shows quick turnover and a 
good margin. 


Write for samples and pricee. 
A. K. TROUT 


Exclusive Sales Representative 


Hugh Pitcher Co., Inc., M’fr’s 
17 E. 45th St. New York City 














POULTRY NETTING 


Galvanized Before and Galvanized c/fter Weaving? 





Grades 





€ Look for the tag, carrying our name, at the end of every roll! 


| The Gilbert & Bennett Mfg. Co. | 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago 





—% a ri " ; vit alain 7 
So ae a RR . ee ad 
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FREE Engineering 
Service to Dealers 


Here, at the factory, we maintain a group 
of experienced engineers that gladly offer 
suggestions, plans and estimates. 


If you can’t solve your hinge and hanger 
problems through A-P catalog No. 95 you 
are invited to take advantage of our engi- 
neering service. It is gratis—and without 
strings. 


Don’t forget that—and this: A-P hardware 

is made in one plant, from pig iron to fin- 

ished product. The result is tough, uniform 

malleable that regularly exceeds 50,000 

pounds per square inch tensile strength, 

No. 219—Standard; 4 lengthe—24, 30, 88, 10% in two inches in elongation and 35,000 
2 inches pig: pounds per square inch in yield point. 

No. 519—Standard; 4 lengths—31, 37, 43, You'll be proud to sell that kind of hard- 


49 inches 


No. 2020—10 inch; tight pin ware. 


No. os ae 4 lengths—18, 24, 30, N 2020 
36 inches. oO. 

ALLITH-PROUTY COMPANY 

DANVILLE, ILLINOIS 


Manufacturers of 


Garage Door Hardware Spring Hinges Overhead Carriers 
Rolling Ladders Fire Door Hardware Door Hangers 





























SELL NO SUBSTITUTE 








—all barrow parts are 
@ ay 7, Gu fully interchangeable 


“handle clamps’ reinforce the handles — 
no breakage —Ionger life — 
therefore far better 


Sterling handles fit into the steel channel le} frame 
snugly and are held by a reinforcing, clamp surrounding 
both. There’s no weak point, here, as is found in 


bolted handles. 


Sterling barrows always cost less per job—~ compare them with 
any other—you will find that they offer a greater dollar value 


to your trade. 

This is another reason why dealers can sell more ‘Sterlings. Write 

for our dealer proposition—good discounts — good profit — 

extra heavy national advertising. Prompt service from facto- 

ry or branch warehouses at Chicajo—New York—Philadelphia— 
PittsburZh — Cleveland — Detroit — St. Louis. 


STERE IMC UWIHEFIR LP RAUEGOMPANY 
LIV YULLLU LUAU IU UUTI 


i en bESKoro} at—s ba! 


‘ 


Milwaukee 1 — 

















IMITATED BUT UN EQUALED 





a 
[REMINGTON 


3 3.0 W.SPECIAL ; 











All 


Mstol and Kevolver 
CARTRIDGES 


NOW READY 










Kimtir Cand | 
Centerfire Rifle, | 
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We sell the Schick 


because it Sives Our cus= 
tomers the best shave, 
and it gives us a most 
”? 
satistactory profit. 
arpa 


Parker & Battersby, 
146 W. 42nd Street, New York City 


Every order from Parker « Battersby is larger 
than the last—and they come “close together. 
In other words, the Schick is a live one—good 
price—quick sale—long margin. 

They show the Schicks to every man (most 
men want better shaves). They use non-shaving 
blanks (be sure you get them) and let the cus- 
tomer handle the razor—get the ‘‘feel’’ of it. 
They show how to put in a fresh clip of blades, 
and nine times out of ten the sale is made. 


Extra clips—zo blades—75c. There is more profit 
for you. Every Schick razor sale brings a steady 
repeat income from blade sales because men 
swear by the Schick shaving quality. 


Ask your jobber—or write us 
Magazine Repeating Razor Co. 


285 Madison Avenue 
New York City 
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Thousands of Hardware Mer- 
chants are making money on 
ATKINS Silver Steel Hack 
Saw Blades 


If you want something new to in- 
crease your profits write for details, 
addressing Dept. “D,” E. C. Atkins 
& Company, Indianapolis. 


E. C. ATKINS & COMPANY 


Established 1857 The Silver Steel Saw People 


Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 


BRANCH HOUSES 
Atlanta Memphis New Orleans Portland Seattle 


Chicago Minneapolis New York San Francisco Vancouver, B. C. 
Paris, France 
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What Leaders 
Say About Tool 
Guarantees 


HIS issue of HARDWARE 

AGE contains another sheaf 
of letters expressing _ the 
opinions of several leaders in 
the trade on the matter of the 
guarantee of tools. These let- 
ters will continue to appear in 
subsequent issues and will give 
light on this much discussed 
subject. Joseph Bertram Jowitt 
and Guy Hubbart both give 
their services to aid the retail 
merchant to add to his sales and 
profits. Their articles are too 
good to miss. Other subjects are 
ably handled by other writers. 


Read What They Say 
About Us: 


I wish to state that I have been 
a reader of your journal for a long 
time and do not know how I would 
get along without it. I find it very 
valuable in the hardware business, 
gand it is always interesting. 
Respectfully, 
(Signed) Jno. H. HottMAn, 
Moline Plow Co., 
St. Louis, Mo. 


We are readers of the HARDWARE 
AGE and have been for years, and 
wish at this time to express an ap- 
preciation of the good things that 
you are doing for the hardware 
trade. 

Yours very truly, 

(Signed) Kart P. KATZENMEYER, 

Katzenmeyer’s Hardware, 
Hillsdale, Mich. 





You have a wonderful magazine, 
and I like it very much. 
Sincerely yours, 
RatpH McCAMPBELL, 
French Lick, Ind. 
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BR since the hay loft gave way to 
the gasoline tank, garages have been 
treated like little step-children of the 
poor. They were constructed and 
“Hardwared” as cheaply as possible. 


But the millions of Orphan Annie ga- 
rages in back yards are beginning to step 
out these days. In most new houses they 
are architecturally beautiful; frequently 
an integral portion of the houses them- 
selves. And even as separate Units, they 
ate recognized as having possibilities. 


What an opportunity this creates 
for hardware men! A house with 
Forged Iron Hardware on the front 
door is a wide-open candidate for 
Forged Iron Hardware on the garage. 
The Queen Anne front and the 
Mary Anne back can be made 
Queen Anne throughout — with 
pleasure to the client and greatly “ 
increased profit to yourself. 


To meet this opportunity, 
McKinney provides genuine 











Forged Iron Gate and Ga- 
tage Hardware to match 
other McKinney Forged 
Iron pieces in the well- 
known Heart, Tulip, Curley Lock, 
Etruscan, Alhambra and Warwick 
patterns. Strap hinges, with heavy rim 
latch and mortise latch handle sets to- 
gether with forged iron handles for use 
with the Quicklock are the important 
items. They are heavily rust-proofed and 
available in Colonial Dead Black, Rusty 
Iron or Relieved Iron (Swedish 
Iron) finish. 


A display of these handsome 
r§ pieces together with a little sales 
attention will make many a dol- 
lar grow where pennies have 
flourished in the past. Give the 
ideaa thorough trial. Catalog onre- 
quest. Forge Division, McKinney 
Mfg. Co., Pittsburgh, Pa. 
Branches in principal cities. 
N. B.—The new McKinney Quicklock set is a wonder! 


Opens bolts and lock with a turn of the key. Installed 
with marvelous ease. Write us about it. 


MCKINNEY 
FORGED IRON HARDWARE 
For GARAGES 




















HARDWARE AGE for MARCH 29, 1928 


oF 











ADE 


WIND 


By Llew S. Soule 











Seeds of Opportunity 


HE convention season is about over, and it has 

been a good season. Hardware men in the vari- 

ous States and districts have met, discussed their 
problems, and listened to practical suggestions and 
good advice from men in position to know. Millions 
of dollars worth of good ideas have been put on dis- 
play at the conventions—ideas which are not mere 
theories; ideas which have been thoroughly tested in 
the schools of experience. 


Today the hardware men who attended those con- 
ventions are back in their stores facing actualities, 
facing the same problems that were aired in the con- 
vention sessions. What will be the outcome? What 
will result from all the effort involved, the ideas 
promulgated, the money expended? 


The hardware industry has invested heavily in 
conventions. The meetings have been well con- 
ducted on a practical business-like basis. Is that 
investment to be merely a huge expense item—another 
weight added to the already top-heavy distribution 
overhead—or is it to be a permanent investment pay- 
ing real dividends? We wonder. 


Statistics covering conventions in all lines of busi- 
ness activity, show that only about two per cent of 
those who attend, go back to their homes and im- 
mediately put into practice the ideas and suggestions 
gleaned at those conventions. About 48 per cent 
nurse the ideas for several months, make numerous 
good resolutions, but in the majority of cases indefi- 
nitely postpone putting them into effect. The other 
50 per cent hardly take the trouble to even think 
about the matter, and then only to bring up excuses 
for not putting any new ideas into practice. 


Mind you, we are not saying that this condition 
exists in the hardware field. We merely state what 
the condition is generally. We know that the hard- 


ware conventions of this country are on a much 
higher plane than the general run of trade conven- 
tions. We know that the proportion of hardware 
merchants who actually make profitable use of con- 
vention ideas is far in excess of what statistics show 
to be the general average. 


But in spite of all that, we are forced to admit that 
the percentage of hardware men who fail to apply 
the ideas and suggestions gained at hardware conven- 
tions is far greater than it should be. While the hard- 
ware record for the application of convention ideas 
is considerably above par, it still reminds us of those 
school report cards we didn’t want “mother” to see. 


We are facing a modern competition today—a com- 
petition of brains as well as merchandise and price. 
We are unwilling to concede that chain store or mail 
order brains will assay, any higher than hardware 
brains. Our competitors have no monopoly on ideas. 


But—when it comes to the matter of putting ideas 
to work, we are not so positive, and after all the big- 
gest idea in the world has little ,value until it is 
translated into action. 


Ideas and suggestions are only seeds of oppor- 
tunity. Thousands of those seeds have been scattered 
in convention sessions during the past .few months. 
Some of them never found a seed bed; let’s forget 
them. Others have germinated, and some have al- 
ready borne fruit. Still others reached good soil, but 
are lying dormant, waiting for cultivation or spring 
rains. Nature will take care of the rains, but the 
cultivation is up to you. 

There are mighty few good ideas pigeon-holed at 
chain store headquarters. Perhaps that fact has some 
bearing on chain store growth during the past few 
years. 


Put your convention ideas at work now. 
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Show Card Writing for the Beginner 


The Modern Show Card Gothic, in Four Lessons 


By Joseph Bertram Jowitt 


HE Gothic alphabet, which will be shown in a 

series of four lessons in HARDWARE AGE begin- 

ning this week, taking the seven letters “A to G” 
and numerals “1 to 3.” This alphabet is considered by 
those of author- 
ity to be the most 
legible of all let- 
ters on account 
of it being a bold 
face type and 
free from fancy 
ornamentation, 
“spurs,” “nibs” 
or scrolls or 
curlycues. Sim- 
plicity in modern 
display cards ‘is 
paramount to 
create the im- 
pression desired, 
both in the let- 
tering and phras- 
ing of the read- 
ing matter on the 
card. The idea 
should be to 
catch and _ hold 
the eye and de- 
liver the sales 
message in the 





most concise form. This type is sometimes erroneously 
called “block letters.” The full-block alphabet is related 
to the Gothic in that it has the same elementary prin- 
ciples, consisting of uniform strokes of same width 
throughout, but 
instead of form- 
ing the letters in 
a series of circles 
and curves like 
in the Gothic, 
each block letter 
is made on the 
square principle 
with spur plugs 
at top and bot- 
tom of letters. 

Success in 
show card writ- 
ing depends to 
a great extent on 
the kind of sup- 
plies or equip- 
ment used. 
Every hardware 
man knows how 
impossible it is 
to do a _ neat 
crosscut job with 
a big rip saw, 
and it is just as 
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impracticable to try and do a neat job of lettering with 
a whitewash brush and fountain pen ink. Expert show 
card writers are veritable cranks about the selection and 
care of their Red Sable show card brushes. 

Time was when it was well nigh impossible to procure 
a show card brush that required no “breaking in,” and 
it required a good deal of skill to trim and singe the 
hairs ; even this operation was almost impossible for the 
novice to accomplish. But today everything is in favor 
of the show card student. Perfect stroke Red Sable show 
card brushes are a reality. The following outfit, which 
may he purchased for about $9 (address of supply 
houses will be furnished upon request), post paid, will 
be all that is necessary to produce a great quantity of 
show cards: 

One set of perfect stroke Red Sable show card brushes 
Nos. 4, 6, 8 and 12, about $2 the set. 

One dozen assorted show card lettering pens, about 
20 cents a dozen. 

Four 2-ounce bottles of show card ink for the brush; 
white, black, red and blue, 25 cents each. 

One bottle special black pen ink, 25 cents. 

One package of fifty sheets, white, 
board, $5. 

The special pen ink is something new, works wonder- 
fully well and requires nothing to be added, but should 
he always kept covered when not in use. The lettering 
pen points will fit in an ordinary pen holder. 

For outlining the lettering brush should be held be- 
tween the first two fingers and thumb in exactly the 
position you would hold a lead pencil, keeping the three 
fingers well down and touching the nickel ferrule of 
brush. In this position the beginner will have much 
hetter control of brush. 

For all thin or light strokes roll the handle of brush 
SIDEWAYS between the thumb and first two fingers 
until the point of brush is at the right angle; then bring 
the stroke down, bearing very lightly on the brush. 


10-ply card- 





The show cards shown on these pages were done in attractive colors. 


The stock used was buff and an orange outer border was used. 


Before beginning to practise with the ink it is advisable 
to fellow over each letter with a dry brush; in this way 
the beginner will unconsciously gain a knowledge of the 
correct formation of the letters and the way the hairs 
of brush go in following the contour of letter. 

The beginner should be careful to keep the consistency 
of the water colors; even it is an easy matter to put too 
much water in the ink when thinning it down, and if it 
is too thin it will be impossible for the brvsh to retain 
its flat chisel edge, for what keeps the brush in shape 


is the glue binder in the ink, and too much water nat- 
urally weakens the mucilage. The ink for brush work 
should be about the consistency of heavy cream. The 


ideal show card has plenty of margin around the edges 
and tells the message in as few words as possible and 
to be one hundred effective should be changed as often 
as possible. 

The two standard types of letters most popular for 
show card writing are the Egyptian and Roman alpha- 
bets. The marked difference in these two types may be 
explained thusly: All Roman letters are composed of 
thick-and-thin proportions. The Roman “A” is made 
with a light slanting or oblique stroke at the left, and a 
thick or heavy oblique stroke at the right, and finished 
off with sharp “spurs” at the bottom of each stroke. 
The Egyptian, or what is sometimes called “round 
block,” is composed of single strokes of equal widths 
all the way round, and finished off squarely at the bottom 
of each stroke. These two types are distinctively dif- 
ferent and should never be mixed together when writing 
one word. 

In learning the Egyptian alphabet, which is by far the 
most legible of all, the beginner would do well to con- 
centrate his efforts in practising the five letters of the 
vowels, A, FE, I, O, U, for in the formation of these 
letters will be found all the principal strokes used in the 
construction of all letters. 


CiCrONE 


Nj } Its Das askets 





This was 


further improved by a white line as an inner border and white underscoring and outlining of the letters 





I have been reading your instructions on Show Card Writ- 
ing in Harpware Ace. Am always on the lookout for them. 
The ofterer they appear the better I like it. I think your 
alphabets, numerals and layouts are good looking, simple 
and practical. 

One thing I have been looking for is a little information 





An Appreciation 


The following letter is typical of the many received by Joseph Bertram Jowitt, in reference to 
his series of articles dealing with show card writing, now appearing in HARDWARE AGE. 


The size and kind of brush best 


about outlining letters. 
I am also looking for a simple 


suited for outlining a letter. 
Color Guide. 


Hoping to see your good suggestions continue to appear in 


Harpwake AGE. 
ED. L. RUPPENTHAL. 


























60 HARDWARE AGE for MARCH 29, 1928 





What Roosevelt, 


Taft and Others 


Thought of the Sherman Law 


By Saunders Norvell 


ELL, I have finished reading the life of 

“Disraeli,” by Maurois, and I have found out 

that Queen Victoria was very fond of Disraeli, 
but she did not care so much for Gladstone. 

People are attracted by their opposites. Gladstone and 
Queen Victoria were too much alike. Disraeli was en- 
tirely different. He used to call on the Queen and paint 
a glowing picture of all the countries and the millions 
of people over whom she ruled. Disraeli was an oriental 
himself and he liked to tell the Queen about her oriental 
possessions. He liked to address her and she liked to be 
addressed as the “Empress of India.” Yes, there is 
something high-sounding about that title! Of course, in 
these degenerate days it reminds one of a ship and of a 
cruise around the world. 

On one occasion, so a correspondent from Canada by 
the name of Fitzpatrick writes me, the Queen and Glad- 
stone had one of their little quarrels. The Queen 
stamped her foot and cried out: “Mr. Gladstone, I wish 
to remind you, sir, that I am the Queen of England.” To 
which the Prime Minister promptly replied, ‘Your 
Majesty, I wish to remind you that I represent the people 
of England!” 

When Disraeli was old, tired and sick, and confined 
to his home the Queen would send him flowers almost 
every day. Often she sent him a bouquet of his favorite 
flower, the primrose. Then, on one occasion, she called 
on him and he received Her Majesty in his dressing 
gown! Afterward, he wrote jokingly about this to one 
of his lady friends. 

So, full of honors, Disraeli, Earl of Beaconsfield, 
joined his fathers and the empire upon which the sun 
never sets continues to train and build up men to direct 
its destinies. 

* * ok 


If you wish to read a thrilling and harrowing article, 
pick up the Atlantic Monthly for March and read “The 
Last Days of the Romanovs,” by Edmund A. Walsh. 
This is the complete and unexpurgated story from of- 
ficial records of the murder of the Tsar and his entire 
family. Every detail of this, possibly the gfeatest 
tragedy in history, is told. All of the circumstances 
leading up to the execution are outlined; the names of 
all the participants are given. You are not spared‘a 
single one of the harrowing details—even to the finding 
of the belt buckles, the charred jewels, and the steel 
stays from the corsets of the six women whose bodies 
were burned after the victims were shot. There has been 
a newspaper report that Anastasia, the youngest of the 
daughters of the Tsar and Tsarina, escaped and is now 
visiting in Long Island in America. According to this 
account, however, every member of the royal family was 
murdered—none escaped; there was the Tsar, the 
Tsarina, the Tsarevitch, the three Grand Duchesses, and 
five servants—eleven persons in all, who, on the night of 
July 16-17, 1918, were aroused from their beds, marched 
in procession to a nearby cellar, and there met their fate 





at the hands of twelve Lettish soldiers in the little Rus- 
sian town of Ekaterinburg. 

All of us have read of the French Revolution and of 
the execution of Louis XVI and Marie Antoinette ; but 
for pure diabolical terror, nothing that I know of in 
history compares with the execution of the “Emperor 
of all the Russians” and all his family. 


cd * ok 


It was just by accident that I happened to read this 
article about the execution of the Imperial Russian 
family. I purchased a copy of the Atlantic Monthly, as 
a correspondent wrote me to be sure and read an article, 
“The Sherman Act Today—Shall the Small Industrial 
Unit Survive?” written by James Harvey Williams. 
This article should be read by every American business 
man. The basic argument of this article seems to be 
that the “Sherman Law” and its interpretation by the 
courts is supposed to prevent price-fixing, and any policy 
of price maintenance. Logically, this situation leads to 
open and unrestricted competition. This unrestricted 
competition in turn leads to the destruction of profits, 
and in self-preservation the great industries of the 
country form mergers and amalgamations. And so, 
when the circle is completed, we find, entirely contrary 
to the purposes of the “Sherman Law,” the great com- 
binations of business and capital are driving the little 
merchant out of business; and in the end, free and unre- 
stricted competition—as the result of the “Sherman Law” 
—is leading in this country to the formation of these 
industrial amalgamations that are absorbing and con- 
trolling a very large part of all of the business in their 
particular lines, and, naturally, by eliminating compet- 
itors, putting an end to competition itself. 

Let me quote from this*article as follows: 

“As a background for this proposed study, and lest 
the reader has mistaken the recent period of great na- 
tional prosperity to mean universal prosperity, let us 
first ponder the meaning of a few of the figures recently 
issued by the Bureau of Internal Revenue for the com- 
paratively active business year of 1925. How many 
would believe that more than 40 per cent of the net 
profits of all the 430,000 corporations in the United 
States were earned by only 196 corporations? Or that 
the next group of 937 companies, each earning between 
$1,000,000 and $5,000,000, accounted for substantially 
25 per cent of all corporate profits? Less than one- 
twentieth of one per cent earned over 40 per cent, less 
than one-fourth of one per cent earned 25 per cent; 65 
per cent of the 7651 millions of total profits earned by 
scarcely more than one-fourth of one per cent of all the 
corporations ! 

“The manufacturers appear to have done but slightly 
better than the average; 95 corporations earned 1650 
millions; the next group of 446 showed profits of 900 
millions. Together these 541 concerns acquired more 
than two-thirds of the 3701 millions of total net profits, 
for which no fewer than 88,674 manufacturers com- 
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peted. And two out of every five showed losses! These 
figures demonstrate very clearly the domination of the 
larger units in industry. 

“A recent report of one industry will illustrate an 
experience by no means uncommon. In the Daily Metal 
Trade, the independent sheet-steel industry was recently 
represented as consisting of 543 hot mills, with working 
capital a total investment of 110 millions. Over a recent 
period, notwithstanding that they operated with the 
utmost efficiency and at 108 per cent of normal capacity, 
they showed a total net deficit of two million dollars— 
such was ‘the life of trade’ as practised by their cus- 
tomers, aided by the inability of the industry under their 
laws to compel fair play. One of these plants in March, 
1927, operating at 100 per cent capacity, lost $18,000; 
a month or so, later it shut down completely and lost 
only $8,000—a comforting way of figuring a net gain 
to itself and a net loss to the buyers of $10,000! Yet the 
country needs sheet steel, which is neither an infant in- 
dustry operated by amateurs nor an industry whose 
recent experiences are unique. Is it strange, therefore, 
that we hear so much complaint of ‘profitless prosperity ?’ 
Or that even since the foregoing was written, six of 
these companies in Ohio have announced their con- 


solidation.”” 
* * * 


“Then came Mr. Hoover in the Department of Com- 
merce, who undertook to see what he could find out in 
behalf of industry, which was looking so eagerly to him 
for relief. He initiated the famous Hoover-Dougherty 
correspondence, wherein he asked the Attorney-General 
what, if anything, his clients—the industries of the 
country—might lawfully accomplish together. Industry 
suspected it could do nothing very beneficial to anybody, 
but wanted to grasp at any hopeful straw. So Mr. 
Hoover wrote. Mr. Daugherty replied in effect: ‘Try 
me and see’—and that was. that.” 


* * * 


“How many who read this paper have realized that 
no other country has ever thought of interpreting ‘rea- 
sonable’ price or policy-stabilizing agreements as ‘re- 
straint of trade,’ or of construing the lowest price to the 
consumer as the sole factor of national economic well 
being ?” 


* * * 


“Another remedy was suggested some years ago by 
the late Judge Gary when testifying before the so- 
called Stanley committee of Congress in the Steel Cor- 
poration dissolution suit, as follows: 


‘I realize as fully, I think, as this committee that it is very 
important to consider how the people shall be protected against 
imposition or oppression as the possible result of great aggre- 
gations of capital, whether in the possession of corporations 
or individuals. I believe that the Sherman Act does not 
meet and will never fully prevent that. I believe we must 
come to enforced publicity and governmental control, even 
as to prices, and so far as I am concerned, speaking for our 
company so far as I have the right, I would be very glad if 
we had some place where we could go, to a responsible gov- 
ernmental authority, and say to them, “Here are our facts 
and figures, here is our property, here our cost of produc- 
tion; now you tell us what we have the right to do and what 
prices we have the right to charge.” I know this is a very 
extreme view, and I know that the railroads objected to it 
for a long time; but whether the mere standpoint of making 
the most. money is concerned or not, whether it is the wise 
thing, I believe it is the necessary thing, and it seems to me 
corporations have no right to disregard these public questions 
and these public interests.’ 

‘Your idea then,’ said the committee, ‘is that cooperation is 


bound to take the place of competition and that cooperation 
requires strict governmental supervision?’ 
‘That is a very good statement,’ replied Judge Gary.” 
* * ¥ 


“Mr. Roosevelt said: 

‘As I have repeatedly pointed out, this antitrust act was a 
most unwisely drawn statute. It is mischievous and un- 
wholesome to keep upon the statute books unmodified a law 
like the antitrust law, which, while in practice only partially 
effective against vicious combinations, has nevertheless in 
theory been so construed as sweepingly to prohibit every com- 
bination for the transaction of modern business. The 
Congress cannot afford to leave it on the statute books in its 
present shape.’ 


“Mr. Roosevelt’s characterization of this law is of par- 
ticular significance when it is recalled that it was he 
who, more than any other man in history, denounced and 
prosecuted the trusts and all other abuses of power in 
business. 

“Mr. Taft’s statement, made in August, 1908, when 
he was making his successful run for the Presidency, 
has been frequently quoted, as follows: 

‘I am inclined to the opinion that the time is near at hand 
for an amendment of the antitrust law, defining greater detail 
defaults against it, and its aim, and making clearer the dis- 
tinction between lawful agreements, reasonably restraining 
trade, and those which are pernicious in effect.’ 


“Mr. Hoover’s statement was made on May 10, 1922, 
before a convention of the National Association of Manu- 
facturers in connection with the possible extension of 
lawful trade association procedure, and the clarification 
of the existing uncertainties of definition : 

‘I believe the time has come when we must have some assis- 
tance from the law, but this does not imply the alteration of 
the purpose of the restraint-of-trade acts. 

‘At the time when the Sherman Act was passed, the country 
was in the throes of growing consolidations of capital. There 
were consolidations of actual ownership, and the country was 
alive with complaints of attempts to crush competitors with 
unfair practices and destructive competition. Large numbers 
of trade associations were then in existence, but were scarcely 
even discussed in this connection.’ ” 

* * * 


“In this connection, too, a resolution adopted in 1922 
by the National Association of Credit Men, since re- 
affirmed more specifically, indicates an awakening of a 
responsible business seiiliient 

‘To treat our commerce today as was deemed necessary in 
an earlier period is an injustice and a blow at our best pro- 
tective powers. The destructive competition of the eighties 
led to trusts and combinations which the Sherman Law was 
intended to regulate and check. DeStructive competition has 
now given way very largely to constructive competition. This 
particular law therefore should be superseded by a modern 
statute designed according to the proportions, methods and 
practices of today’s business. Where there are evil tenden- 
cies to check, where there are undesirable combinations to 
prevent, a law framed on broader principles, free of prejudices 
and capable of practical application, will be more useful and 
more protective than the statute of 1890 could ever prove to 
be on the most generous and judicious construction.’ 


“Tt is also well known that organized labor for some 
time past has been desirous of a modification and revis- 
ion of these laws. In fact, at its Atlantic City conven- 
tion in September, 1925, the American Federation of 
Labor went on record as urging even the -repeal of the 
Sherman Law. This was confirmed last year in its 
meeting at Los Angeles. 

“And that the need for revision or amendment of the 
present legislation is beginning to receive the serious at- 

(Continued on page 102) 
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A Good Will Tour Built Trade 
for These Merchants 


HEN Percy Krompart, secretary of the Medina 

Advertising Club, suggested the goodwill tour 

into the rural area, Medina’s buying area, many 
merchants believed that the experiment would prove a 
costly event and would not bring any tangible results 
in return for the effort and expense. The question was 
hotly discussed at two of the monthly meetings before 
it was definitely decided upon. 

The committee advertised the event for two weeks, 
showing the program of entertainment to be given 
at every stop and the proposed route of travel with 
scheduled time of arrival and stops. 

The opinion of the many hardware men in the caval- 
cade of cars including Bancroft Hardware Company, 
Chase and Breed Hardware and F. A. Dygert Company 
conceded it to be one of the most successful events ever 
staged by a group of merchants as a goodwill movement. 

At the time the Medina Chamber of Commerce dis- 
banded several years ago, the Medina Advertising Club 
was formed to take up the work of increasing the vol- 
ume of business of the Medina retailers. It functions 
along the same lines as a merchants body and is inter 
ested in every movement which will bring more business 
to the town. The town has a population of around 6000 
with many small communities within eight or ten miles 
of it. The Ad Club is sponsored and backed by at least 
ninety-six per cent of the merchants of the town. 

The merchants’ objective was to visit the customers in 
their own communities and to provide something by 
way of entertainment. This was first thought unwise 
for such an extensive affair as the trading radius often 
reaches fourteen miles distant. The various commun- 
ities and the rural population averages close to 3000 
people. Villages ranging up to two thousand or more 
are not included in the above rural and community popu- 
lation which would add another four thousand peonle. 

Middleport, only four miles away, is one of the largest 
centers whose people trade in Medina and this due to 
lower prices and better selections of merchandise. Me- 
dina for years has been known as a Saturday night town 
drawing the major portion of its business on Saturday 
afternoons and evenings from the rural sections. 

For this reason the merchants believed it wise to visit 
the rural customer in his own home community to show 


in some form that they were interested in their com- 
munities. 

Ninety-two merchants participated in the event using 
seventy-seven cars. This lengthy caravan attracted an 
enormous amount of attention of the people living along 
the line and farmers who did not leave their homes to go 
to the community center were eagerly awaiting the ar- 
rival of the parade at their own homes. 

At each scheduled stop a large gathering of people 
was eagerly waiting the coming of the caravan. These 
people were curious and interested, knowing that there 
was entertainment by a bagpipe band and souvenirs 
awaiting them. 

Immediately after stopping the kiltie band would open 
the program by forming a circle and rendering Scotch 
music or would march up and down the main thorough- 
fare of the community playing as it went. 

The merchants accomplished much good in their own 
town by sending the Highlanders to the high school 
auditorium before they started. There they rendered a 
concert to the high scheol pupils. Pipe Major Adam 
Smith gave a most interesting explanation of the bag- 
pipes and described many of the pieces of music they 
played. 

This event was the talk of the town for the whole day 
while the merchants were away. This created a con- 
siderable interest among the parents during the day. 

Each car was decorated with flags and with a specially 
printed Medina Ad Club banner and numbered accord- 
ing to the rotation it was to leave in. While the line 
was forming the down town portion of the village was 
thronged with people eagerly watching the whole per- 
formance. 

The parade was headed by the town fire truck which 
led the parade to the town limits with sirens crying. 
This was followed by the Medina motorcycle police. 
Back of this was a huge flat top truck carrying the High- 
landers. 

One of the greatest features of the day was the radio 
broadcasting car which followed the band truck. This 
was a covered delivery truck housing broadcasting equip- 
ment, a receiving set and loud speaker. 

The car concealed a telephone, and special equipment 

(Continued on page 96) 
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Cooperation of Three Distributive Factors 
Essential for Efficiency, says Hardware Council 


MONG the vital current prob- 
lems of hardware distribution 
considered by the Hardware 

Council at its recent New York meet- 
ing was an interesting composite re- 
port on “Cooperating for Efficiency.” 
This report follows: 

“The manufacturer, wholesaler, 
and retailer are the three essential 
factors in an economical distribution 
of hardware. The cooperation of the 
three bodies are essentially contribut- 
ing elements to the distribution of 
merchandise. The most economical 
methods are found in the cooperation 
of the three bodies. A better under- 
standing that that which benefits 
one, benefits all. 

“The manufacturer should not com- 
pete with the wholesaler, the whole- 
saler should not compete with the re- 
tailer, while the retailer should realize 
that his best friend is the wholesaler. 
The manufacturer should eliminate 
all duplicate items. Simplification of 
sizes and varieties increase turn over 
and enable the wholesaler to carry at 
all times adequate stock of merchan- 
dise. The manufacturer should 
assist the wholesaler to increase his 
business by assisting him by carrying 
a complete stock of seasonable goods, 
giving him datings according to the 
wholesaler’s demands. The whole- 
saler should confine his sales to the 
retailer, the manufacturer and the 
construction companies. The whole- 
saler should not sell at wholesale 





EALIZING that the 
hardware trade is 
intensely interested 

in what the Hardware 
Council is doing, we are 
pleased to have an oppor- 
tunity to present this report 
from that organization. 
There will be two or three 
subsequent reports pub- 
lished in coming issues. 
Read them, study them and 
insofar as you can, adapt 
the findings of the Council 
to your own problems. 
The Council represents 
you. This, therefore, is 
your opportunity to keep 
abreast with the great for- 
ward movement, which so 
vitally concerns the future 
of the hardware industry. 











prices merchandise for the individual 
use of members or those associated 
with a manufacturing or construction 
company. The wholesaler should 
estimate his wants and place definite 





specifications with manufacturers 
during the manufacturers’ selling 
season, and should accept shipments 
of such orders ahead of the whole- 
sale selling season, provided he re- 
ceives adequate dating. The whole- 
saler should not induce others to go 
into the hardware business unless he 
has ability, experience, and finances 
sufficient to properly conduct the 
business. The wholesaler should 
make definite terms on his merchan- 
dise and adhere to them. The whole- 
saler should not allow goods to be 
returned without permission. 

“The retailer should place his 
orders for seasonable goods suffi- 
ciently ahead to allow the jobbers 
to make specifications to the manu- 
facturer. The retailer should specify 
an amount at least approximately to 
his seasons’ requirements. The re- 
tailer should not refuse to accept sea- 
sonable goods when shipped in ad 
vance, providing the invoice has a 
dating as agreed at the time of pur- 
chase. The retailer should confine 
the wholesalers that he deals with to 
two and not more than three whole- 
sale firms, thereby making the busi- 
ness profitable to both parties. The 
retailer should buy in wholesale quan- 
tities, willingly paying advanced 
prices for broken packages. The 
retailer should willingly pay interest 
on past due accounts. He should 
treat his wholesaler as he treats his 
banker.” 


? 


The Outlook for 1928 as Seen by Prominent 


More Care and Precaution, Says G. M. Gray 


Hardware Men 


,% 


less laziness. 


affect 1928 is ‘More Efficiency’ versus ‘Inefficiency.’ 


(Signed) Grorce M. Gray, 


‘More work, 


Secretary, Ohio Hardware Mu- 


“The actions of many of the retailers have been improvident, 
which to my mind will inaugurate more care and precaution in 
the adjustment of business as far as the retail hardware men are 
concerned in 1928 over 1927. 

“The seeming change in the distribution of merchandise, de- 
manded in a sense by the public, has demonstrated in no unmis- 
takable terms that the managerial, including bookkeeping and 
store fixtures, has been inefficient and there is a determined plan 
in operation, compelled by necessity, for the retail hardware men 
to adopt a control of business, as well as of the stock, which will 
point out to those who use it the weak points of the business, and 
I am of the opinion that the margin for 1928 will be greater 
than that of 1927. 

“The important changes in the hardware business that will 


tual Insurance Co. 


As Good as 1927, Says Robert Pearsall 


“Perhaps I am an optimist, but I do not see anything the mat- 
ter with 1928. Trade is a little slow just at present, but I dg not 
see anything unusual about it. I think 1927 was a year when the 
seasons were not in harmony with business, but this was an ex- 
ception and may not occur in 1928. I have always noticed that 
trade slows up a little in Presidential years. 

“As I size up the situation, I think when we make up our 
balance for 1928 it will be just as good as it was in 1927. If 
we use our ‘gray matter,’ don’t get cold feet; put in some good 
hard work and plenty of it, 1928 will do us no harm and I think 
will do us a lot of good.” 

(Signed) Ropert PearsALt, 
Ass'n. 


Secretary, Brooklyn Hardware 
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This modern poultry farm uses modern poultry netting that may be erected without top and bottom boards. 


New Netting Market 
in the Poultry Industry 


Straight Line Poultry Netting Finds a Large Receptive 
Market Without Impairing Sales of Other Poultry 


HE importance of the growth 

of the poultry industry in recent 

years is indicated by the fact 
that it has absorbed large quantities 
of new equipment items without im- 
pairing the positions of the estab- 
lished merchandise which previously 
filled the corresponding need for 
practically the entire industry. 

Hexagonal poultry netting has 
been a standard item of hardware 
merchandise for so long that the store 
would not seem like the same old 
place without a few rolls around. At 
the same time the god of change 
effecting new conditions and prefer- 
ences brought a modified netting into 
prominence. 

With the increasing cost of lum- 
ber, the necessity of top and: bottom 
boards for use with her netting has 
become more and more of a burden, 


Fabrics 
By Elmer T. Wible 


and the trend toward the use of steel 
posts likewise makes any use of 
boards a nuisance. 

The manufacturers of standard 
wire fences recognized this modifica- 
tion in the’ customers’ requirements, 
and have come into the market with 
standard wire fences having extrem- 
ly close spacing of the lower line 
wires. These fences provide effec- 
tive enclosures without top and bot- 
tom boards and are now used in large 
volume by poultry raisers. However, 
there was too much of a jump be- 
tween hex netting and standard fence 
to meet the wishes of poultry men 
for certain requirements. 

This niche in the scale of merchan- 
dise requirements has been filled by a 
comparatively new type of fabric 
possessing the uniform close mesh of 
netting, and having horizontal line 


wires that can be stretched straight 
from post to post. It has met with 
wide popular acceptance. 

The fact remains, however, that 
hex netting still enjoys extensive 
sales, large quantities of the newer 
straight-line netting or fence are 
being sold, and several new brands 
of woven wire fence with lower line 
wires only one inch apart have ap- 
peared on the market in recent years 
and are selling in large volume. This 
accompanies a corresponding increase 
in the purchases of posts, glass cloth, 
roofing, paint, incubators, hoppers, 
drinking fountains, brooder stoves 
and other poultry needs and if you 
are not getting your full share of 
this growing business you should 
find out why, and cultivate the market 
more energetically. 

If by any chance your community 
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is one of the few in which there is 
very little poultry, it will pay you to 
encourage more local interest in poul- 
try raising. This can be done by per- 
sonal influence upon many of your 
customers, by merchandise display 
and by distributing advertising mat- 
ter issued by manufacturers of poul- 
try equipment. Always an effective 
way of getting the attention of many 
potential buyers at this time of year 
is a good window display with baby 
chicks and poultry needs. 

Poultry raising and egg production 
make up a gigantic industry with an 
output of a billion dollars worth of 
products per year. You can sell a 
large share of the supplies required, 
and again share in the sales result- 
ing from the industry’s profits. 


he 
Birds and 
SmalleAnimals 
oe 


A uniformly close mesh fabric such 
as poultry netting is essential for con- 
fining birds. 


Poultry netting is a popular fabric for 
making pens and crates for enclosing 
birds and chickens. 











The Business of Agriculture 


_ ING tendency to approach agriculture as a 
business problem is reflected in close to a hundred 
requests received by the Agricultural Service of the 
Chamber of Commerce of the United States during the 
past sixty days from local and sectional business organiza- 
tions for advice in setting up machinery for the joint 
study of agriculture by farmers and business men. These 
projects usually take the form of surveys for the purpose 
of ascertaining facts relating to local agricultural situa- 
tions, as a basis for determining what remedies shall 
be applied. 

Indicative of the scope of this movement is a meet- 
ing recently held under the auspices of the Agricultural 
Committee of the Indianapolis Chamber of Commerce. 
This was attended by eighty county agents, chamber of 
commerce secretaries from sixteen counties, key bank- 
ers, county school superintendents and “dirt” farmers 
from sixteen counties. The meeting decided to make 
a thorough survey of agricultural conditions in the dis- 
trict covered. 

This method, which appears to be spreading rapidly, is 
the reverse of that which looks to a cure for ills of 
agriculture chiefly through national legislation. 


Foreign Trade and the Automobile 


NALYSIS of the world trade of the United States 
for the year 1927, by the Foreign Commerce De- 
partment of the Chamber of Commerce of the United 


States, shows that the cotton grower, the automobile 
manufacturer and the wheat grower supply almost 30 
per cent of the total exports of $4,864,805,773 which this 
country sold to other parts of the world. 

The automobile has become firmly sandwiched between 
cotton and wheat as an important export commodity and 
the year just closed shows that it is constantly moving 
upward in the scale. Automobile exports increased from 
$320,179,000 in 1926 to $383,314,000 in 1927, an increase 
of 21.3 per cent. This is greater than the increase for 
any other of the more important export commodities. 
during 1927. Singularly enough, exports of automobile- 
tires increased in exactly the same proportion, going, 
from $27,516,000 in 1926 to $33,737,000 in 1927. 

The review of foreign trade for the year also con- 
firms the assertion that the United States is exporting 
more of manufactured articles. Exports of finished 
manufactures jumped from $1,956,784,000 in 1926 to 
$1,981,217,000 in 1927, a gain of nearly $25,000,000. 
More than half the total exports for 1927 came under the 
two groups finished manufactures and semi-manufac- 
tures. 


Speaking of Thrift 
No one is so poor that he cannot afford to be thrifty. 
No one is so rich he does not need to be thrifty. The 
margin between success and failure, between a respect- 
able place in life and oblivion, is very narrow; it is 


measured by a single word—“thrift.”” The one who 
saves is the one who will win Calvin Coolidge. 
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Timely Ideas for the Hardware Copy Writer 


1. Think of every newspaper reader as a prospective 


buyer. 


2. Keep a specific customer in mind, direct 


what you write to him or her. 3. Think of hardware 
as something to use, not just something to sell. 


By Guy Hubbart 


OMEONE has to write copy before a hardware 
+ store can put an ad in the newspaper. Maybe the 

head salesman writes it, maybe the boss or the 
young man who drives the delivery truck. Often the 
newspapers space salesman takes a hand. 


aaa 
T-cheep, T-cheep, T-cheep 


A welcome sound to the poultry farmer. But remember 
that raising the chicks depends upon the excel- 
lence of your equipment 


SIMPLIOITY INCUBATORS 


Assure healthy, sturdy chicks. 
(he Simplicity hatcher and 
\broocder is unlike other incu- 
bators, It is compact, simple, 
» sanitary ard uniformly heated. 
f The biggest  hatcher on the 
market. 
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BUCKEYE BROODERS SAVE THE HATCH 


Supplies steady, even heat day 
and night under all weather 
conditions. No chance for kill- 
ing chills as when you depend 
apon ‘hens for mothering. A 
Buckeye will brirg your baby 
chicks through the danger 
period and start them well on 
their way to early fries, Uses 
coal for fuel and requires but 





ute $16.50 ° $26.50 Be 
ety ccnasindvetincaait ae $17.50 °° $22.50 


PRATTS REMEDIES. 


We sell these well known and old, reliable Poultry and Animal- 
Remedies. We have sold Pratts for over fifty years and still be- 


lieve it the best. 
Baby Chicks Food, a buttermilk food, which starts the young 


chicks ic right Wie 7 * 14-1. $1.00 23-Ib. $1.50 


Poultry Regulator, a conditioner that will increase «gg production 
b 


26-072. 25¢ 5-tb. 12-Ib. $1.00 
H-C- BEATTY Co. 


TEE 229° CuNTON—ILL. EST 16% 


a 





Whoever does it would do well to keep these three 
points in mind: 

(1) Every reader of the newspaper, whether the cir- 
culation is 900 or 90,000 is a prospective purchaser of 
hardware. 

(2) Interesting copy sells more goods than dull copy. 
To make copy interesting, keep a specific person in mind 
while you write, someone whom you know well, prefer- 
ably a man or woman who has a comfortable home and 
a large family. Direct your thoughts and ideas right 
toward this person, just as you would write him a letter, 
or talk to him on the telephone about hardware items. 

(3) Keep in mind that readers of your ads buy goods 
because they need them, not necessarily because you have 
them to sell. In other words think of a step ladder as 
something some one can use, not as something they can 
buy. 

Use short words, short sentences and try to put life 
into what you write. Try to put at least one complete 
idea into every paragraph. Ideas make people think, 
make them remember, make them want your goods and 
bring them into the store to buy. 

After all, copy is talk, printed talk, and it is easy 
to write if the copy writer will just use his head and 
not hold his pencil too tight. That is, be very cheerful 
and try to be human. Don’t be too serious. Loosen up 
now and then with a light humorous thought. Avoid be- 
ing funny or “Smart-Alecky”, but remember people buy 
better when they are cheerful. They buy more goods at 
a time and are likely to be interested in the better qual- 
ities. 

These suggestions are offered, not because most hard- 
ware merchants do not knew them, but because so many 
overlook them. The purpose of copy is to sell goods, 
so why not do a good job and get a little fun out of it 
along with some extra business. 

Whatever slant you use, don’t forget to link your ideas 
with the goods and their main points of utility. 


An Example 


This refers particularly to headlines and the general 
write-up directly beneath the head, but it will help in 
writing descriptive matter about specific items. Too 
many stores, other kinds as well as hardware stores, use 
copy that is dull and flat; too much like a time table or 
a legal report. 

Suppose, for example, you want to advertise step 
ladders, among other items, next week. Why not use a 
step ladder idea in the main head and write-up? The ad 
ought to open up with something to catch the attention 
of readers. Something like this, maybe: 

“Don’t Swear at the Stove Pipe, 

The Children Might Hear You! 
Our new step ladders are here just in time for spring 
work around the house—paper hanging, painting. You 
know! The little jobs, too high for short people and 
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too low for tall ones. We carry two kinds in stock, low 
and high. Both good values for the money. The high 
one has a regular name, but we call it the 


Fat Man’s FRIEND 


It will hold a very stout man, hold him safely and 
steady and hoist him high. The shorter ladder is just 
as staunch, but lighter, easy to shift around—a favorite 
with high tempered people. It collapses, but only when 
asked to. Good ladders and a good time to buy.” 

Then in the body of the ad describe the ladders 
seriously. Point out such features as height, lightness, 
firmness of the braces and general utility. After all the 
item descriptions sell the goods. All the heading does 
is catch the eye and hold the attention. 

Some lines of goods are typical of spring and its 
activities even if their utility covers all four seasons. 
And such items are the best to feature at the top of 
the ad. Step ladders suggest spring because of the hun- 
dred and one uses for them at house cleaning time— 
work on the outside of the house and so on. Others 
are ironing boards, curtain stretchers, carpet beaters, 
garden spades, wheelbarrows and scores of others. 

The point is: Open up the ad with an item and an 
idea that will catch the popular fancy. 

Headlines like: “Big Sales of Chicken Wire”, “See 
Us for Housewares”, “Our Prices Are Low”, are useful 
but not competitive enough. They are too general and 
they fit any store. 

Notice the headlines of the two ads reproduced here. 
One featuring poultry equipment reads “T-cheep, 
T-cheep, T-cheep,” suggesting the reason for poultry 
equipment and whether intentional or not, registers a 
pun on price. The other one, “Timely Home Needs,” 
is not so good, but the sub-head is fine: “These little 
helpers will lighten your daily task.” Women will notice 
that sub-head and any others that suggest labor saving 
and convenience items. 

At first glance these two ads look like about the aver- 
age run of hardware store advertising. But so far as 
selling power goes they are much better than average, 
better mechanically and away above average in the way 
items are handled. 

First, space is sensibly utilized to advertise the store 
as a store—18 inches actual size, two columns wide by 
9 inches deep—and just enough material in each ad to 
occupy the space without crowding the text. 

Second, the items are timely—in season at the time 
the ads appeared, and feature two price ranges per item 
so customers can have a choice between two values on 
the same article. This is an economical way to call atten- 
tion to specific items of stock. 

Type, layout and balance is up to standard, too, mak- 
ing the space attractive to the eve. 

It is plain that the management of this store, H. G. 
Beatty & Co., Clinton, IIl., has the right idea of what 
its advertising does, and believes in good advertising 
regularly scheduled in the newspaper. 

Ads such as these, if run four times a week in a 
population of say 60,000 on a newspaper circulation of 
20,000 or over daily would affect stores sales two ways: 

(1) They would reduce selling costs by increasing 
daily whole store sales. 

(2) They would increase stock turn on total sales and 
seasonal items. 

In smaller cities, 18,000 to 20,000 on a twice a week 
schedule the effect would be the same: 

And another thing, more important than either of the 
above: hardware advertising of this kind builds up the 
competitive position of the store doing it, puts it in the 





EE, 
Timely Home Needs 


These little helpers will lighten your daily task. 





Enjoy This Low Cost 
Light Luxury 


You'll find it a real necessity 
in your home., A Coleman Gas- 
oline lamp gives a clear steady 
light, easy on the eyes. 

Full nickel model, 50 
opal shade ........... le 
Ar€ model 
colored shade 








Every Kitchen Should 
Have a Knife Sharpener 
eal =e a Fan cake ae 
F en~ ie 
shelf pevsr@ec tes ~ A i 35¢ 





Winchester Food Chopper 
Will soon pay for itself in cqn- 
venience and the using up of 
Jeft .overs. With .4 .cutters, 


from very fine to $2 00 up 
le 


very coarse .... 





~ oe 


Se 
See 





A Clothes Hamper Saves 
Steps 


Sturdy splint basket with close- 
fitting hinged cover. For the 
day-to-day accumulation of 


Eramcked G10 90 
90c ° $4.00 


Unfinished 








Blue Streak Can Opener 
Open them in a jiffy. Adjust- 
to fit any site 
CAML 2. ccc cere ccecenvnesece 


Others 
10c to 








Are You Holding Your 
Own? 


A universal bathroom scale will 
tell you. Every home needs one. 


Finished in $1 5 
white enamel 


Heo BEATTY" oO 


TEL 229° CLINTON —1LL. ©57-1846 








lead over stores doing hit and miss advertising, because 
the store that advertises regularly, so many days a week 
or month, makes a greater number of big-unit sales daily 
and sells a larger proportion of better-value goods. 

And what is the secret? There is none, unless this 
is it: The oftener people are reminded of hardware 
needs the oftener they come into a store to buy. News- 
paper circulation reaches people in their homes every 
day, puts the news and the ads right into their hands 
just when the daily need for this or that arises. Circu- 
lation, whether 900 daily or 90,000 finds a lot of people 
ready to visit your store tomorrow. Be sure your ad 
is a part of the news. 
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‘TOOLS 


and Their Guarantee— 
What Leaders Say About It 


Practically every contributor agrees that the guarantee privilege of tools 

has been much abused. They do not all agree, however, that the abuse 

may be eliminated. Some definitely state that even with the abuses the 

present common guarantee has needed selling power and for that reason 

should be maintained as is. Others suggest a modified guarantee restricted 
to materials and workmanship. What is your opinion? 


Guarantee a Business Factor 
Fisher’s View 


A” 66 EGARD- 
*) ING the abuse 
of guarantees. This 
s has always been with 
- us, and for that mat- 
ter always will be, a 
= factor in doing busi- 
=) ness and is something 

“*™ that will have to be 
WM.G. FISHER ogulated by each in- 
dividual house. 

“The house that does not make 
policy adjustments is working along 
the wrong lines, and each year we 
find new manufacturers who stand 
back of their tools regardless of the 
complaint and these are the houses 
that are the most successful. 

“Some years ago a vise manufac- 
turer guaranteed to replace every 
broken vise regardless of how it was 
broken, and the other vise makers 
said it could not be done and spelled 
the ruin of the maker of this guar- 
antee. After fifteen years we have 
replaced not to exceed three vises. 

“One of the old line chisel manu- 
facturers refuses to replace any tool 
that has not been returned to them 
for their inspection, while another 
well known manufacturer in the 
same line works on the principle 
that the customer is always right, 
and the clerks who know these facts 
and are anxious to please very nat- 
urally work accordingly, and you can 
readily see who is getting the busi- 
ness in chisels. 

“Just what the future is on the 
tool line is hard to determine. Our 
leading makers are constantly bring- 
ing out new tools at a price, with no 
mention of quality, and our own 
salesmen are repeatedly asking for 
lower priced tools to compete with 
the chain stores. We do not believe 
the demand for quality has passed. 
It will always be here, long after the 
cheap tools are forgotten. 

“The average consumer is fair and 
shooting straight, and will listen to 








reason. It sometimes happens that 
we are worked and we “pass the 
buck,” but cannot believe that this 
problem is any worse than it has 
been. If the tool business had an 
adjustment similar to the adjust- 
ment on tires (pay for the mileage 
you have had) this question would 
never bother anyone.” 


(Signed) Wm. G. FISHER, 
Mathews & Boucher, 
Rochester, N. Y. 


Retailer Should Be Careful 
in Dealing With the Matter 


S66 HE matter 

referred to 
is a very important 
one. The small tool 
guarantee problem, 
I acknowledge, is 
much abused. But 
I do not see how it 
can be taken off 
(that is, the guar- 
antee) under pres- 
ent conditions, in 
that the mail or- 
der houses, as well as other supply 
places, have the guarantee in plain 
type printed with the description of 
the tools. So that the retailer, if he 
does not place manufacturers’ guar- 
antee on tools, he is usually handi- 
capped. When receiving tools of this 
kind returned, we use our best en- 
deavor to consider the manufac- 
turer’s side of same, and try to have 
customer act fair in the matter. 
Quite often we take back a tool with 
little damage, and sometimes no 
fault of the tool, and put it in shape 
by careful grinding, reselling same 
to someone else at some reduction in 
price. If the retailer would be more 
careful in dealing with this matter, 
it would not be so hard to handle. But 
I believe we must carry guarantee.” 


(Signed) F. W. ARNDT, 
Blair, Neb. 





F./W. ARNDT 








Use More Salesmanship 
Says Clarence Ranslem 


6¢UN regard to 
the tool guar- 
antee_ situation, 
wish to say that we 
are having very 
little trouble with 
tools being re- 
turned. I believe 
that a good share 
of tools are re- 
turned because the 
dealer, for the lack 
of salesmanship, 
puts too much stress on the guar- 
antee feature. 
“My idea is to forget the guar- 
antee and use a little more salesman- 
ship, i.e., know your merchandise.” 


(Signed) CLARENCE RANSLEM, 


F. H. Ranslem & Son, 
Scribner, Neb. 





CLARENCE 
RANSLEM 


Parmeter of Pontiac, Mich., 
Replaces on Defect Only 


‘s¢PTWANT to 

say that I re- 
place all tools 
which show a de- 
fect; otherwise I 
do not. I instruct 
my salesmen if a 
customer’ returns 
any tool and it 
shows a defect, to 
replace it without 
question, and I find 
it is the best ad- 
vertising I have ever done. But, if 
you question the replacement, you 
have put a bad taste in his mouth 
which you cannot get away with. 
We tell the customer it will be re- 
placed on defect only. I do not have 
any great number returned.” 


(Signed) FRED W. PARMETER, 
Pontiac, Mich. 





FRED W. 
PARMETER 
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Stand Behind Goods 


66 Wass say 
that it has 

always seemed to 
us the guarantee 
is only of the value 
given to it by the 
guarantor. We are 
not acquainted in 
detail with what 
other manufac- 
turers are doing in 
this line, but so far 
as we are con- 
cerned we stand behind all our-goods 
positively. In all cases, although we 
do not make a practice of so stating 
in our literature, all our goods are 
guaranteed against defective ma- 
terial and workmanship. In some 
cases where goods are returned, 
even though they show considerable 
use, we replace them free of charge. 
In others, where the abuse is exces- 
sive and indicates plainly that the 
article has not been properly used, 
we write and explain the situation. 
“The above applies generally to 
our various lines of carbon steel 
wrenches, chain pipe tongs, tool 
holders, etc lathedogs, etc., etc. In 
connection with our ‘Superrenches,’ 
forged from Chrome-Molybdenum 
steel, however, we make a stronger 
guarantee to the effect that ‘Every 
“Superrench” is guaranteed against 
breakage.’ While we know that some 
of them are abused, we believe so 
thoroughly in the quality of the tool 
that the small percentage of these 
goods broken through such abuse we 
figure will be more than offset by 
the strength of this guarantee and 
the fact that we stand flatly behind 


sh 9? 
7 (Signed) HuGH AIKMAN, 
Secretary, J. H. Williams & Co., 
Buffalo, N. Y. 


HUGH AIKMAN 





Guarantees Too Broad 


6é Y= experi- 
ence is 
that guarantees 


are, as a rule, made 
so sweeping as to 
cause abuse by the 
consumer, and 
herein lies the 
hardship to _ the 
manufacturer, 
wholesaler and 
dealer. 

“If a manufac- 
turer desires to give an unlimited 
guarantee to his tools in case of a de- 
fect, he should issue instructions 
how the return of the article should 
be made to the factory without en- 
tailing any expense to any parties 





D. M. FULTON 








through whose hands it has passed. 

“Naturally the consumer takes the 
tool to the dealer and complains. 
Without questioning the right or 
wrong of the case, he replaces it with 
a new one, and in turn returns it to 
the wholesaler, sometimes prepaid, 
but most generally not, stating he 
has given his customer a new one 
and demands credit. 

“This information is passed on to 
the factory, and whether the replace- 
ment is just or not, in most instances 
the factory allows it to keep out of 
a controversy. 

“Good tools should be guaranteed 
against material and workmanship 
and replaced on this basis. Any 
first-class manufacturer would be 
glad to replace a defective tool and 
pay the expense of the return. 

“The question of guarantee in- 
volves too much to fully elucidate in 
a statement of this kind, as every 
line of goods has to be handled from 
a different standpoint. 

“I believe it is the factory’s busi- 
ness to work out its own solution, 
stating clearly what its guarantee 
covers and what should be done in 
case there is a complaint, and so in- 
form the wholesaler, dealer and con- 
sumer.” 

(Signed) D. M. FULTON, 
The Carlin & Fulton Co., Baltimore, 
Md. 


Believes Situation Improving 


¢ e reference to 

the guarantees 
on tools, we believe 
generally that this is 
something that is 
greatly abused, espe- 
cially during these 
times when conditions 
are not so favorable 
to business generally. 
We, of course, know 
that advantage has been taken of us 
at different times, but when we sum 
up at the end of the year the amount 
of defective goods which we have to 
return to the different manufac- 
turers, it really seems very small. 
We believe, however, that if the 
manufacturer, jobber and retailer 
were not quite so lenient with their 
customers, that we would have much 
less complaint, especially when your 
customer realizes that you want to 
be fair to all parties concerned. 

“We find that most of our cus- 
tomers are open to reason as to these 
guarantees, and while, as said above, 
some little advantage is taken of the 
situation, we really believe that it is 
improving all the time.” 

(Signed) G. N. GROFF, 
Wm. H. Cole & Sons, Baltimore, Md. 








G. N. GROFF 


\66"INHE subject 





Privilege Is Abused 


66 BE find 
many re- 
tail merchants put 
considerable com- 
ments on the guar- 
antee to offset 
sales. We _ think 
this privilege is 
abused, and should 
be touched lightly. 
We find many con- 
sumers are fair. 
On the other hand, 
many are looking for something for 
nothing. We appreciate many claims 
as just, and should be corrected. To 
make iron-clad rules is a proposi- 
tion.” (Signed) R. P. RICE, 
Manager, Erlanger Hardware Co. 





R. P. RICE 





Suggests Standard Policy 


of guaran- 
tee on small tools 
is a very impor- 
tant one, and has 
been studied very 
earefully from 
many angles by 
the manufac- 
turer, jobber and 
retailer. 

“It is my per- 
sonal opinion that 
the retail mer- 
chant today real- 
izes quite defi- 
nitely the harm- 
ful results’ to 
himself of pro- 
miscuous replacement of small tools. 
In our experience the retail mer- 
chant is far more careful and exer- 
cises far greater judgment in han- 
dling the replacement matter than he 
ever has done in the past. 

“In our opinion, the ideal solution 
of this problem would be the adop- 
tion by small tool manufacturers of 
a standard guarantee or replacement 
policy. Many manufacturers today 
are operating under a guarantee 
policy which they themselves were 
forced to adopt because of the poli- 
cies being used by their direct com- 
petitors. By the same token retail 
merchants oftentimes feel obliged to 
make a free replacement of a tool 
which has obviously been abused by 
the user, because he feels that his 
competitor in the neighborhood 
would not question the owner and 
make a free replacement, and possi- 
bly attract the consumer’s future 
trade to his store.” 

(Signed) G. W. ECKHARDT, 
Manager of Sales, Hardware Dept., 
Henry Disston & Sons, Inc., Phila. 






4 


G. W. ECKHARDT 
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The hardware store of Dixon Brothers, where Leo Dixon holds down a partnership with his 











two brothers, Frank and Anthony, when not playing pr 





Baseball and Bookkeeping 


Leo Dixon, first string catcher on the St. Louis 
Browns, is a hardware man in Chicago during the 
winter season. Goes to Baltimore Orioles for 1928. 


some rabid base-ball fan or a house-wife living 

in the neighborhood of West Sixty-third Street, 
Chicago, you are told that Leo Dixon is the first string 
catcher on the St. Louis Browns or one of the pro- 
prietors of Dixon Brothers’ hardware store. In either 
case, the answer is absolutely correct for Leo Dixon 
puts in seven months of each year with the St. Louis 
team pegging the ball down to second to catch a runner 
or driving out a timely triple when it will do the most 
good. During the other five months he attends to the 
bookkeeping and makes himself generally useful in the 
hardware store which he owns jointly with his brothers 
Anthony and Frank. 

Leo’s professional career began several years ago when 
he graduated from sand-lot baseball to become a member 
of the Rockford, Ill., team in the Three-Eye league 
Later he was drafted to the Giants but was farmed out 
by them to the Indianapolis team of the American Asso- 


papers solely on whether you are asking 


ciation. After two years 
with the Indians and one 
year with St. Paul, also 
in the Association, he 
joined St. Louis, and 
now, at the age of 30, 
he is quite a veteran and 
is just starting this 
season with the Balti- 
more team of the Inter- 
national League. Leo Dixon, catcher on St. Louis 
: Browns of the American League for 
In the hardware bus- _ three years and this year starting 
iness, Leo Dixon’s initi- ™* Tm hatatie 
ation took place about six 
years ago when with his brother Ed, who has since died 
and who was the only one who had had any previous 
hardware experience, together with the other two broth- 
ers, started a small store out on the south side of 
Chicago. This first start was rather modest; merely a 
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small rented building, 25 by 60 feet, 
out in a residential section. From 
the very first the store has catered 
to the home owner trade and has built 
up its business on such items as house 
furnishings, kitchenware, paint, elec- 
trical appliances, tools, builders’ hard- 
ware, plumbing supplies and sport- 
ing goods. 

The new business, which opened in 
May, did a sales volume of $15,000 
during the balance of that year and 
reached the $30,000 mark the follow- 
ing year. By this time the little store 
was outgrown and it was decided to 
buy the building as well as the prop- 
erty next door, tear down both build- 
ings and erect a modern hardware 
store. During the building operations 
which resulted in the present store, 
50 by 110 feet, sales naturally were 
hampered and the volume dropped to 
about $20,000 for the year. 

The following year, however, the 
business took a spurt and sales ran 
up to $60,000 and since then have grown steadily. The 
present management of the store is divided between 
the three brothers, with Anthony taking charge of the 
plumbing supplies and the contractor trade, Frank the 
general retail sales, while Leo between baseball seasons, 
looks after the collections, attends to the bookkeeping 
and helps in the store. With this division of labor, the 
business last year was approximately $80,000 which 
represents a four time turnover. 

One factor which has done much to build up a clien- 
tele of women customers, is an arrangement with the 
city gas company whereby the housewife may pay her 
monthly gas bill at the hardware store. This service is 
rendered without pay from the gas company, the com- 
pensation being in the number of women it brings into 


The brothers Dixon, Frank (left) and Anthony (right). 





They hold the fort while Leo plays 
big-time baseball 


the store. During last February over 1400 women paid - 
their gas bills at Dixon Bros. and it is estimated that 
20 per cent of them made some purchase of hardware 
before they left. In addition the plan familarizes the 
women with the store and they are more apt to come 
there when they do need some hardware item. 
Naturally, with this large number of women visiting 
the store at least, once a month, there is every incentive 
to employ attractive merchandise displays throughout 
the salesroom. Kitchenware, especially, has been found 
to move well when placed on low tables where it can 
be seen and handled. It is, perhaps, the best selling line 
in the store, with paint, also bought by the women, run- 
ning a close second. The two large display windows 
are used to their utmost—each being changed regularly. 








Get Back to Old Fashioned Business, 
Advises E. R. Masback 











“It is my opinion that during 1928 the hardware 
business will be as good or bad as the individual mer- 
chant cares to make it. 

“As a layman, waiving aside all the basic causes 
such as freight—carloadings, stock market, bank de- 
posits, but considering only the individual merchant’s 
problem, it is my opinion that if we all get back to 
good old-fashioned business it will be a good year. 

“Why not let us try this formula—when we read 
of the possible profits to be made in Wall Street think 
of the possible profits to be made in our own business 
by getting a reasonable net profit over and above 
the cost of our overhead. When we read of the 
splendid statements as issued by the larger corpora- 
tions let us remember that management—the most 
capable management—has been the cause of these 








E. R. MASBACK 


and the other numerous miscellaneous incidentals 
that rob us of our profits due to neglect in watch- 
ing these items. 

“Above all, let the dealer remember that the same 
effort put toward selling merchandise in lieu of en- 
deavoring to buy a few cents cheaper would produce 
better profits at the end of the year. Let us all en- 
deavor to concentrate our purchases, be loyal to our 
sources of supply, order in reasonable quantities, and 
endeavor to reduce our purchasing overhead. 

“Let us try to forget what our competitor is doing. 
Competition is the life of trade—let each and every 
hardware man in the country, be he manufacturer, 
wholesaler or retailer, remember that ours is a stable, 
profitable and honorable business. Profits can be made 
by common sense, conservative business methods, allow- 








profits. Let us try this same type of management in our 
own business. Let us be fair to ourselves and eliminate that part 
of our overhead that we cannot afford—expensive executives, 
expensive clerks, and any other non-producing people that can 
be eliminated from our organization. Too many firms have gone 
on the rocks due to the fact that they have developed into ‘an 
old man’s home’ full of non-valuable employees who are still 
drawing salaries based upon their most productive and valuable 
years. 

“Let us all think of the little things—-light, heat, telephone 


ing the natural growth of our individual enterprises to 
develop rather than a false stimulation by endeavoring to sell 
goods without a profit. 

“Let us all ignore so-called statistics, so-called predictions of 
poor business due to a presidential year; and let us remember 
that by managing our own enterprises thoroughly, efficiently 
and conservatively, 1928 can be made and will be a good year 
for the hardware industry.” 

(Signed) E. R. Maspack, President, Masback Hardware Co., 
Inc., New York City. 
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CHARLES G. TAYLOR 


IX or seven years ago when amateurs began to call 
for radio parts, batteries, etc., hardware stores, 
most of which have electrical departments, were 

considered by many leaders in the infant radio industry 
as a logical and desirable outlet. However, the average 
hardware man looked upon the demand as a passing fad 
of a lot of youngsters and as a decidedly hazardous 
business. A few saw in radio future possibilities and 
something to help straighten out the sales curve which 
in hardware dips sharply downward in the winter months, 
when radio sales are best. They saw that by going in 
at the start they would gain a thorough knowledge of 
the business when it was small and when little was in- 
volved, which would be decidedly valuable when radio 
was well established. They also would be in position to 
choose and hold the best and most profitable lines. 

It was surprising to find at hardware conventions how 
few dealers realized that many of the lines which they 
were handling were passing out of the picture and that 
if their businesses were to survive and grow, it would be 
necessary for them to take on new lines. We, ourselves, 
found that nearly one-half of our total volume five or 
eight years before was made up of lines which had gone 
by, which had become no longer hardware business or 
had been dropped. 

Radio made remarkably rapid strides both technically 
and in business methods until about a year ago, when it 
seemed to have become fairly settled. Few improvements 
were found in the receivers exhibited at the shows last 
summer over those of the year before. However, the 
advent during the past few months of the A. C. receiver, 
operated directly from the light socket, is one of the great 
outstanding changes in the history of radio. Regardless 
of the fact that radio engineers disagree as to whether 
better results are obtained with sets operated with raw 
alternating current and the new A. C. tubes or with 
alternating current first converted to direct current and 
regardless of the fact that the A. C._sets will not operate, 
when the current is off, the demand for these receivers is 
far greater than the manufacturers can supply and tem- 
porarily, at least, the battery operated sets, and a great 
variety of equipment for them, are remaining on the 
shelves. Many experts, however, maintain that battery 
sets provide a superior tone quality. 

There has been a considerable source of satisfaction in 
the fact that radio sets sold one and two years ago are 


The Trend 
in RADIO 


By CHARLES G. TAYLOR 


Treasurer, True & Blanchard Co., Inc. 
Newport, Vt. 


giving better results than ever, due chiefly to better 
broadcasting. 

Then, too, there is just coming: onto the market appa- 
ratus for adapting battery operated sets to alternating 
current operation. This seems likely to be a source of 
considerable business. 

Originally it was necessary to assemble receivers, 
speakers, batteries, tubes and other accessories from va- 
rious sources. After a time jobbers did this but it was 
even then necessary for the dealer to select and order 
what he required. With the new A. C. receiver every- 
thing now comes from one manufacturer with the possi- 
ble exception of the aerial equipment. This, of course, 
is simplifying the business materially. 

Then, too, until quite recently all service on receivers 
and speakers was provided only by the manufacturers 
at their factories. With the amount of service re- 
quired by some of the lines, this was a decided handicap 
to the dealer. There seems to be nothing so far as we 
have learned that a customer wants to have back in his 
home so quickly after anything goes wrong, as a radio 
receiver. Now the various jobbers maintain excellent 
service departments, so that all ordinary adjustments or 
repairs are made very quickly in some town near the 
dealer. 

It is not necessary to point out that at one time some 
manufacturers advertised coast to coast reception, super- 
selectivity and similar qualittes in their receivers, which 
could not be substantiated. The manufacturers who are 
surviving are most conservative in their statements but 
are spending millions of dollars in advertising, with 
wonderful results. 

Broadcasting is the one thing which makes sales of 
radio possible. It is operated almost entirely as a matte1 
of advertising and there is naturally keen competition 
in broadcasting as in any other line. Under the chain 
system and under the regulation of the Federal Radio 


* Commission improvements in broadcasting and in pro- 


grams have kept pace with everything else in the in- 
dustry. All events of national interest, from political 
conventions and speeches by the President to the now 
popular pugilistic encounters, are on the air. Between 
the dates of these big events come nation-wide broadcast- 
ing by big advertisers, one of whom has been reported 
to have paid more than sixty thousand dollars for one 
hour’s program. Then, there are setting-up exercises 
every morning, weather, crop and market reports, the 
time, lectures, universities of the air teaching various 
subjects, news reports, dinner concerts, dance music, 
grand opera and almost anything that anyone could 
(Continued on page 101) 
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| Annual Banquet Precedes Grand Opening of New 
Brown-Rogers-Dixon Co. Store 


Llew S. Soule, Editor of Hardware Age, Principal Speaker, Emphasizes 
Importance of Human Element in Business 


One of the finest hardware stores in the 
United States is that of the Brown- 
Rogers-Dixon Co., Winston-Salem, N. C. 
It’s a new store, brand new, but is owned 
by a firm with a record of 48 years of 
successful hardware merchandising. Its 





LLEW 8. SOULE 
Speaker at the Banquet 


president, W. N. Dixon, has been a hard- 
ware man since 1906. He has been with 
the Brown-Rogers-Dixon Co. since 1915, 
helping materially to expand and develop 
its scope of operation. 

President Dixon does not claim credit 
for this magnificent store. He insists that 
the credit is due entirely to the cooperation 
and loyalty of the employees and the thou- 
sands of loyal and satisfied customers who 
have helped to build its great and growing 
business. Its success he attributes to the 
foundations laid and the prestige built up 
by J. M. Rogers, all of which is summed 
up in the company’s slogan, “Quality, Ser- 
vice, Satisfaction—the best place to get it.” 
Meanwhile we have our own idea, which 
is that W. N. Dixon has lived up to that 
slogan and the trust reposed in him. 

On Saturday, March 17, the company 
held the formal opening of its new store, 
and invited the public to attend. Manu- 
facturers’ representatives were on hand to 
demonstrate their wares. Souvenirs were 
distributed and thousands of guests were 
shown through the store. We will tell you 
more about the opening later when the 
photographs of the store are ready for 
publication. 

On Friday evening, March 16, the night 
before the grand opening, the Brown- 
Rogers-Dixon Co. held its annual banquet 
and store meeting. All the employees and 
their wives were present; also the sales- 
men of the company’s wholesale establish- 
ment, the manufacturers’ representatives, 
the president of the Winston-Salem Cham- 
ber of Commerce, and the secretary of the 
Retail Merchants’ Association. The other 
hardware merchants of the city were like- 





wise invited to be present and join in the 
festivities. 

There was a good dinner, music and 
talks on subjects of interest to all. 

The principal address of the evening 
was delivered by Llew S. Soule, editor of 





W. N. DIXON, PRES. 
Brown-Rogers-Dixon Co. 


Harpwakre AGE, and dealt with the human 
element in business. 

“It is not the location of the store, the 
quality or price of the merchandise, the 
displays or the advertising which de- 
termine the success of business today,” he 
said. “It is the personality of the human 
beings in that store, who have the final 
word with its customers.” 

Mr. Soule cited many examples of sales- 
man and customer contacts, from his own 
experience, to prove that it is the human 
element which is the deciding factor in in- 
fluencing people to trade regularly at a 
store. “The initial purchase may be due 
primarily to display, to advertising, to 
price, quality or location,” he said, “but 
the impression made on the customer’s 
mind by personal contact is what induces 
that customer to come back for more 
merchandise and keep coming back.” 

Mr. Soule declared that personality can 
be improved in the great majority of cases 
by intelligent training. The average em- 
ployee is honest, loyal and willing to do 
the right thing, but no one has ever taken 
the time or pains to tell him what the 
right thing is. 

He advocated regular store meetings, 
where certain of the store salesmen sell 
the merchandise to each other, while the 
others, including the proprietor or man- 
ager, analyze the sales, and give friendly, 
constructive suggestions and criticisms. 
Traveling salesmen, he said, should be in- 
vited to the store meetings to help in the 
education of the employees, and every ef- 
fort should be made, not only to increase 
the clerk’s knowledge and efficiency, but 
also to develop the pleasing side of his 
personality. 





Lucas E. Hoska Joins 
Washington Hardware Co. 


Lucas E. Hoska, who up to a short time 
ago was traffic manager and buyer for 
Hunt & Mottet Co., Tacoma, Wash., re- 
cently resigned his position to enter into 
the management of the Washington Hard- 
ware Co., also of Tacoma. He will be as- 
sociated with H. E. Anderson and Allan ° 
3rowne, and will have charge of the whole- 
sale and industrial departments of the firm. 


The Belmont Corp. Increases 
Authorized Capital Stock 


The 316 South 
Third Minn., dis- 
tributor for several well-known manu- 
facturers, has recently increased the 
amount of its authorized capital from 500 
shares to 1500 shares; 1400 being common 
stock and the remainder being preferred 
stock. This action is consistent with the 
steady growth of the organization during 
the last year. George A. Michel is presi- 
dent of the corporation. 


Gates Hose Braiding Dept. 
Is Now in Full Operation 


The new hose braiding department of 
the Gates Rubber Co., Denver, Colo., is 
now in full operation, manufacturing air 
hose, welding hose and garden hose. This 
plant has a capacity of approximately six 
miles of hose a day. It is said to be the 
only lead-press hose plant west of Akron, 
Ohio. 


Corporation, 
Minneapolis, 


Belmont 
Street, 


Nutmeggere’. March Meeting 
Is Well Attended 


The regular monthly meeting of The 
Nutmeggers was held in the Burritt Hotel, 
New Britain, Conn., on the evening of 
March 14. There was a good attendance 
on hand when newly elected President 
C. S. Phillips, L. S. Starrett Co., called 
the meeting to order. 

The routine business was quickly dis- 
posed of and was followed by committee 
reports. President Phillips appointed a 
committee to discuss the advisability of 
incorporating the organization, and their 


| report will be heard at the next meeting. 


It was decided to establish a permanent 
Beneficiary Fund, from which a stated 
amount would be given to the nearest kin 
of a deceased member. One dollar will 
be taken from the dues of each member 
and added to this fund. 

M. M. Godschalk, representing the 
Duluth Show Case Co., was then intro- 


| 
| duced as a new member of The Nutmeg- 


gers. He gave a very interesting talk on 
“Display,” telling of the important part dis- 
play has in the present-day hardware store. 
Mr. Godschalk’s talk was very much ap- 
preciated. 


H. C. Hamilton in Florida 
H. C. Hamilton, general manager of the 
Alabastine Co., Grand Rapids, Mich., is 
now on a vacation at Clearwater, Fla. Mr. 
Hamilton will tour this section, visiting 
points of interest before returning to his 


| desk. 


























. a’ ieee HARDWARE AGE for MARCH 29, 1928 





Chicago Dealers Discuss Merchandising—Will 
Hold Series of Meetings 


Over 600 hardware dealers and their 
clerks, from Chicago and the immediate 
suburbs, attended a “better merchandising” 
meeting in the auditorium of the Hibbard, 
Spencer, Bartlett & Co. building on the 
evening of March 16. This meeting, it was 
planned, will mark the beginning of a series 
of similar gatherings to promote, not only | 
better merchandising methods, but also a | 
closer relation between the jobber and the 
retailers. 

Fred Russell, head of Hibbard’s city 
sales department, acted as chairman of the 
meeting, and the speakers were C. J. 
Whipple, president of the company ; Homer 
J. Buckley, president of Buckley-Dement, 
Chicago advertising firm, and Harry La- 
Towsky, of the DuPont Paint Co. 

Mr. Whipple introduced the purpose of 
the gathering by stating that merchandis- | 
ing conditions were rapidly changing, and 
the meeting of these conditions was a com- 
mon problem to both retailer and jobber. 
He deplored the lack of cooperation be- 
tween these two factors of distribution, 
and said that the only way the wholesaler 
could hope to sell more goods was to help 
the retailer sell more. 

Too much time was spent by the re- | 
tailer in buying and not enough in selling, 
according to Homer Buckley, who stated 
that the average hardware dealer spent six 
out of every ten business hours in talking | 
to salesmen. As a remedy for this evil 
he recommended that dealers concentrate 
their buying with fewer sources of supply 





He cited this, not only as a time saver, but 
added that a larger volume of business | 
placed with the individual jobber or manu- | 
facturer would bring a greater personal | 
interest in the welfare of the dealer by 
these agencies. He also advocated a stock 
control system and more attention to mer- 
chandise displays, and stated that with the 
proper methods in these two items there 
was no need to fear chain-store competi- 
tion. In speaking of inventories, he sug- 
gested that the dealers take an inventory 
of their customers, which he called the 
largest asset of any business, either by mail 
or personal canvass, seeking to determine 





Mangrum & Otter, Inc., Move to 
New San Francisco Building 


Mangrum & Otter, Inc., jobber of house- 
hold goods, stoves, etc., in San Francisco, 
Cal., has moved from the building on Mis- 
sion Street, above Fourth Street, to its new | 
building at 1235 Mission Street, between 
Eighth and Ninth Streets. 

This move is in line with the general 
tendency of many San Francisco jobbers 
and distributors to locate further away 
from the heavy traffic section of that city. 





“How to Lay Steel Roofing” 
Recently Published 


The Sheet Steel Trade Extension Com- 
mittee, Oliver Building, Pittsburgh, Pa., 
Clayton L. Patterson, secretary, is dis- 





exactly what they thought of the store, 
its methods and policies, and obtaining 
their criticisms. 

Mr. LaTowsky had as his subject “Color 
in the Home,” and he made the statement 








Cc. J. WHIPPLE 











| that the hardware dealers had a better op- 


portunity to cash in on the “color age” 
than any other retailer. He pointed out 
that women were today buying 85 per cent 
of all merchandise sold in hardware stores, 
and advocated a more general catering to 
women customers. He gave as the five 
rules of modern merchandising the fol- 
lowing: (1) Find out what women want; 
(2) Get it; (3) Tell them you have it; 
(4) Sell something else along with it, and 
(5) Give service. He summed up the 
changing conditions by stating that hard- 
ware stores were no longer “over-all 
stores,” but were now “fur coat and silk 
stocking” stores. F 
Following these platforms talks, a lunch 
was served and informal discussions among 
groups of dealers lasted until nearly mid- 


| night. 


tributing a pamphlet entitled “How to Lay 
Steel Roofing.” -It is the second of a series 
of three pamphlets pertaining to sheet steel 
roofing. The first detailed the use and 
application of steel for roofings. This sec- 
ond one not only tells how the roof should 
be laid, but it is actually an effort to clear- 
ly establish standardization of methods. 

There has been a big demand from roof- 
ing companies for copies, and parts of its 
text are being incorporated in sales litera- 
ture of the individual companies. It is 
estimated that approximately 60 per cent 
of the sheet steel roofing is consumed in 
the rural sections of the country, and that 
70 per cent of that total is laid by the 
farmer himself. This is another use for 
the pamphlet. The third of the series deals 
with enameled steel tile and shingles, and 
will be ready for distribution shortly. 





Watkins-Cottrell Co., Makes 
Additions to Sales Force 


Watkins-Cottrell Co., Richmond, Va., 
recently secured the services of two new 
salesmen. John L. Newman will travel 
for the company through the Piedmont 
section of South Carolina and will have 
his headquarters in Greenville. The west- 
ern part of North Carolina will be cov- 
ered by C. M. Branch, Jr., whose head- 
quarters will be in Charlotte. 





Ben Koral Co. Organized 


Ben Koral Co., 351 East Ohio Street, 
Chicago, Ill., has been formed for the pur- 
pose of manufacturing automobile acces- 
sories and hardware specialties. 

The principals of this new concern are 
Ben J. Koral, president, Otto Koral and 
John M. Rosenberg. Ben Koral will 
be remembered as a former director, stock- 
holder and officer of E. Edelmann & Co. 
of Chicago, with whom he was connected 
for over 15 years. 


William E. Wightman Dies 


William E. Wightman, treasurer of the 
New Departure Mfg. Co., Bristol, Conn., 
died at his home in that city, March 7. 
He was born in South Meriden, Conn., in 
1868, and at one time was associated with 
the Russell & Erwin Co., New Britain, 
Conn. In 1903 he went with the New De- 
parture company, and became treasurer 
about eleven years ago. 





Charles L. Allen Honored 


Charles L. Allen, president and general 
manager of the Norton Co., Worcester, 
Mass., on March 6, his seventieth birth- 
day, was presented with a bronze statuette, 
“The Scout,” by employees of the company. 
He has been general manager of the com- 
pany for forty-three years and president 
for ten years. 





L. E. Parkhurst Now Sells for 
The Gates Rubber Co. 


L. E. (Red) Parkhurst, well known as 
2 former motorcycle racer has joined the 
sales force of the Gates Rubber Co., Den- 
ver, Colo. Mr. Parkhurst retired from the 
active participation in racing several years 
ago due to an accident, but many records 
which he made still stand. He will sell the 
Gates products in the St. Louis, Mo., dis- 
trict. 


American Fork & Hoe Forms 
Field Service Organization 


American Fork & Hoe Co., 1623 Euclid 
Avenue, Cleveland, Ohio, has formed its 
district representatives into a field service 
organization, which will cooperate with 
dealers and jobbers in their respective 
districts. 

These district representatives will be in 
close contact with the trade and will also 
keep the company’s sales executives in 
touch with the local markets. 

Six representatives have been appointed 




















HARDWARE AGE for MARCH 29, 1928 





up to the present time, and are: W. W. 
Maranville, Wallingford, Vt., North At- 
lantic District; W. T. Convers, Philadel- 
phia, Pa., South Atlantic District; H. K. 
Chapman, Ashtabula, Ohio, East Central 


District; Homer A. Strong, Memphis, 
Tenn., Southern District; Thomas A. 
Eggert, Jackson, Mich., North Central 


District; T. T. Hitch, Fort Madison, Iowa, 
West Central and Northwest Districts. 





The Lockwood Co. Elects 
Charles W. Beaver President 
Charles W. Beaver, president of The 

Lockwood Manufacturing Co., South Nor- 


walk, Conn., has been elected to the presi- 
dency of The Lockwood Co., 16 Reade 








CHARLES W. BEAVER 











Street, New York City, to fill the vacancy 
occasioned by the recent retirement of the 
former president of the company, George 
H. Lockwood. 








WALTON 8S. MACE 











The Lockwood Co. is the sales organ- 
ization of The Lockwood Mfg. Co., manu- 
facturer of locks and builders’ hardware. 

Mr. Beaver was formerly general sales 
manager of the Yale & Towne Mfg. Co., 
Stamford, Conn., from which company he 
resigned in 1925. Associated with Mr. 


| Beaver are Walton S. Mace, vice-president, 
and Richard Battin, secretary and treas- 
urer. 


Manufacturers Distributing Co. 
Moves to 40 Worth St., N. Y. C. 


Manufacturers Distributing Co., repre- 
‘senting several large electrical appliance 
| manufacturers, is now located at 40 Worth 
| Street, New York City. 





Hardware Firms Warned 
Against Imposter 


The Morehouse & Wells Co., of Decatur, 
Ill., has been receiving complaints from 
various firms, especially in Chicago, from 
| which it buys merchandise, regarding the 
| activities of a petty confidence man using 
ithe firm’s name. The young man, who 
| calls himself Mr. Parker, calls upon the 





Ramey Mfg. Co. Now Located 
in New and Larger Plant 


The Ramey Mfg. Co., who produces 
furnaces and electrical cleaners in Colum- 
bus, Ohio, recently moved into its new 
plant at 243 North Fifth Street. The 
increasing demand for more adequate fa- 
cilities was responsible for the move from 
the old building at 12 East Livingston 
Avenue. 

The officers of The Ramey Mfg. Co. are: 
L. S. McKnight, president; J. A. Sidley, 


| vice-president, and M. M. Swepston, sec- 


| victim and represents himself as an em- | 


ployee of Morehouse & Wells, states that 
he is in Chicago on business for the firm 
|and is short of funds. His request for a 


| Cottrell 


' loan of ten or twenty is invariably granted. 
| ing through the Raleigh territory. 


| He shows a good knowledge of the Deca- 
tur company’s affairs and personnel. 


arrest, and request the assistance of any 
firm that he approaches. 





Estwing Mfg. Co. Now Located 
in New and Larger Plant 


Estwing Mfg. Co., Rockford, Ill., manu- 
mers and hatchets, is now located in its 


Ninth Street and Harrison Avenue, Rock- 
| ford. 





New United Hardware Catalog 


A new catalog has recently been pub- 
lished by the United Hardware & Tool 
| Corp., 74 Reade Street, New York City. 
| It has more than 80 pages and illustrates, 
| describes and lists the large line of hard- 
| ware and tool items which the company 
| manufactures and distributes. Among the 
litems worthy of mention are the Graham 
Night Latches, of which the company is 
the exclusive distributor, and the Univer- 
sal Vise Grip, manufactured and distrib- 
uted by the company. 








Bobker with Cable Supply Co. 


H. Bobker, who was for four years asso- 
| ciated with the Supertron Mfg. Co., is 
| now connected with the Cable Supply Co., 
| 31 Union Square Co., New York City. 
| This company produces radio tubes, trans- 


} 
| 
| 
| 
| 


and Neon Tube signs. 





Dallas Jobbers’ Catalog 


Higginbotham-Pearlstone Hardware Co., 
jobbers of Dallas, Tex., recently issued a 
new general hardware catalog. 
of more than 600 pages, is profusely illus- 
trated, listing and describing the many 
items handled by this company. 





| formers, condensers, electrical specialties | 


Morehouse & Wells do not know this | 
man and are anxious to bring about his 


| retary and treasurer. 





Two New Salesmen Added to 
Glasgow-Allison Co. Staff 


Glasgow-Allison Co., wholesale hardware 
distributors in Charlotte, N. C., have taken 
W. M. Schwartz, 
Watkins- 


on two new salesmen. 
who formerly represented the 
Co., Richmond, Va., will cover 
the Greenville territory for Glasgow- 
Allison. H. B. Allsworth, formerly with 
the Piedmont Hardware Co., is now travel- 


Fire Razes Baltimore Plant 
of Bowker Chemical Co. 


On the night of Feb. 26, the Baltimore, 


| Md., insecticide plant of the Bowker 
Chemical Co., 419 Fourth Avenue, New 
York City, was destroyed by fire. A sub- 
stantial tonnage of agricultural insecti- 


facturer of Estwing “Unbreakable” ham- | 


|new and modern plant, on the corner of | 


cides which had been prepared for spring 
shipment was ruined. 

Immediate steps were taken to care tor 
the company’s business pending the recon- 
struction of the plant and no serious de- 
lay is contemplated in the filling of orders. 


Western Mass. Dealers Hear 
Llew Soule on “Human Element” 


»About 150 retail hardware merchants and 
their salesmen gathered at Springfield, 


| Mass., Thursday, March 15, to hear Llew 


S. Soule, Editor of Harpware Acer; talk 
on the importance of the human element 
in the hardware business. Mr. Soule’s talk 
was primarily intended to help the man 
behind the counter become a better retail 
hardware merchandiser. The talk was well 
received, and at the conclusion the meeting 
became a question box discussion, with Mr. 


| Soule on the receiving end answering prob- 


lems of those present. 

Charles H. Gardner, Springfield, presi- 
dent of the Western Massachusetts Hard- 
ware Association, under whose auspices 
the meeting was held, presided. Robt. Rus- 


sell, Holyoke, Mass., first vice-president, 


| New England Association; Archie Osborne, 


Holyoke, Mass., famous for his Boston 


| convention question box discussions, and 


It consists | 


F. T. Blish, South Manchester, Conn., past 


president, Connecticut association, were 
among the guests. 
Other officers of the association are: 


J. R. Morrissey, Indian Orchard, Mass., 
secretary-treasurer, and Herman Carlisle, 
Springfield, Mass., vice-president. 
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Westchester Holds Dinner-Dance 
Harry Hoblin Elected President 


The sixteenth annual dinner-dance of 
the Westchester County Hardware Deal- 
ers’ Association was held Thursday, March 
22, at the Hotel Gramatan, Bronxville, 
N. Y., was well attended and a most en- 
joyable hardware social event. At the close 
of the banquet the election of officers took 
place with the following result: Harry 
Hoblin, Bronxville and Tarrytown, was 
selected as president to succeed Fred 
Howard, Mount Vernon, N. Y. William L. 
Vetter, New Rochelle, formerly secretary 
was made vice-president and E. K. Or- 
tiz, Jr., was chosen as secretary; the effi- 
cient treasurer S. L. Riley, Tuckahoe was 
of course reelected. 

Messrs. Hoblin, Riley and Vetter were 
the dinner committee members and did a 
very good job. Mr. Hoblin was toast- 
master. The invocation and a short after 
dinner talk were given by Rev. Robert M. 
Russell, Jr. N. R. H. A. president, R. J. 
Atkinson, Brooklyn, N. Y. and John B. 
Foley, secretary, New York State Retail 
Hardware Association, made short talks on 
association activity and on the value of 
hardware men meeting socially. Being 
very anxious to trip the light fantastic the 
National president was unusually brief. 

Dancing followed until midnight. 





Cyclone Fence Co. Opens 
Toledo Branch Office 


Cyclone Fence Co., Waukegan, III., has 
announced the establishment of a new 
branch distributing center and warehouse 
at 1912 Linwood Avenue, Toledo, Ohio. 

A complete stock of Cyclone fence, in- 
dustrial and estate chain link fabric, orna- 
mental wire and wrought-iron fence will 
be carried at this warehouse. F. A. Lewis 
has been appointed manager of the branch. 


Cussins & Fearn Co. Plan 
Coshocton, Ohio, Branch Store 


The Cussins & Fearn Co., hardware dis- 
tributor of Columbus, Ohio, will soon oc- 
cupy with a branch store the new $30,000 
building which is being erected in Coshoc- 
ton, Ohio. This company has established 
several branch stores in Columbus and vi- 
cinity during the past few years. 





Manhattan-Bronx Association 
Holds Regular Meeting 


The regular monthly meeting of the 
Manhattan and Bronx Hardware and 
Supply Dealers’ Association was held at 
the Prince George Hotel, Twenty-eighth 
Street and Fifth Avenue, New York, on 
Tuesday evening, March 20. 

Joseph Ringler, the new president of the 
association, conducted the meeting, and 
after the routine business was closed, 
introduced Mr. Chamberlain and Mr. Tark- 
ington, of the Chamberlain-Haber Chemi- 
cal Company, who gave brief talks in 
reference to their products. J. W. Blair, 


who has been experimenting with various 
ways and means of attracting people to 
his store, brought his latest experiment, 
and the representatives of the Eskimo Pie 
Corporation explained the proposition of 


the “magic jar,” a vacuum arrangement 
for keeping the chocolate-coated delicacy 
cold. Mr. Blair stated that so far as he 
had tried it out, it had proved an attrac- 
tion, and the turnover had been good. 


North Jersey Ass’n Plans 
Definite Intensive Program 


Acting on the suggestion of Charles J. 
Heale, Harpware AGE, the North Jersey 
Hardware and Supply Association has 
started a program of definite activities 
which should prove interesting and in- 
structive to all members. Mr. Heale, who 
has attended many local association meet- 











HORACE MOLYNEUX 














ings, urged that an objective be determined 
for each meeting and that the presiding offi- 
cer be responsible for its attainment. Ad- 
dressing this organization Tuesday, March 
13, Down Town Club, Newark, N. J., he 
suggested that manufacturers’ and jobbers’ 
salesmen be invited to give educational 
selling talks and demonstrate their mer- 
chandise and services and that speakers 
be scheduled in advance that members 
could be advised in a modern publicity 
manner and thus a good attendance be as- 
sured. The speaker suggested that attend- 
ance could be improved if each member 
obligated himself to bring another member 
to the next meeting. Speaking then as a 
Hardware Booster Mr. Heale assured the 
Jersey dealers of the complete cooperation 
of the Boosters. 

H. R. Conner, Pike Mfg. Co, a 
Booster, was present as a guest. He was 
promptly invited to be the speaker for the 
May meeting. N. R. H. A. President R. J. 
Atkinson, Brooklyn, *N. Y., will be the 
speaker at the April 10 meeting. 

Lou Schelling, Hoboken, presiding offi- 
cer, Past N. R. H. A. President Matt 
Ludlow and the ever faithful and active 
Morris Miller thanked Messrs. Conner 
and Heale for their interest and help and 
Secretary Horace Molyneux immediately 
made plans for his end of the work in the 
new program, it being agreed that the 
suggestions of the speaker be followed: 

Mr. Miller said that the Hardware 
Boosters have always been the Metropoli- 
tan district hardware merchants’ best 
friends. 








| 


S. J. Milligan Reelected President 
Metropolitan Hardware Ass’n 
Sidney J. Milligan, Hoboken, N. J., was 

reelected president, Metropolitan Hardware 

Association at that organization’s regular 

meeting held Friday, March 23, at the 








SIDNEY J. MILLIGAN 











Hardware Club, New York City. Other 
officers chosen to serve another year were, 
First Vice-President Walter Baxter, Ma- 
maroneck, N. Y., Second Vice-President 
H. R. L. Rohlfs, Brooklyn, N. Y., Secre- 
tary William F. Littell, Jr., Newark, N. J., 
and Treasurer Arthur Shimel, New York 
City. Past President H. A. Cornell was 
chairman of the nominating committee. 

Guests present were: John B. Foley, 
secretary New York State Retail Hard- 
ware Association, and Llew S. Soule and 
Charles J. Heale, HARDWARE AGE. 


Edward Nicholson Passes Away 


Edward Nicholson, who conducted a re- 
tail hardware business at 990 Sixth Ave- 
nue, New York City, for over forty years, 
passed away in his store on March 7. He 
was 65 years of age and his death was due 
to an unexpected heart attack. 

Mr. Nicholson was born in England and 
came to this country as a child. He at- 
tended local schools before entering the 
hardware business. His brother-in-law, 
Phillip Vollono, will continue the manage- 
ment of the business. 


| Sears Roebuck Wilt Open Retail 


Store in St. Louis 


Sears, Roebuck & Co., Chicago, IIl., has 
announced that work will start immediately 
on the erection of two additional units in 
St. Louis, Mo., to their chain of retail 
stores. The total investment in the build- 
ings will be approximately $2,000,000. 

One store is to be located on the North 
Side of the city, the other on the South 
Side. Each building will be three stories 
and basement, and parking space for 300 
cars at each unit will be provided. 
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Improved Hygia Receptacle 


Hygeia Can Co., Inc. 139 Franklin 
Street, New York City, has made several 
improvements on its Hygia waste recep- 
tacle and is now marketing the improved 
product through the regular channels. 

This new product is as sturdy and dura- 
ble as the old one, and is more attractive. | 








Dealers can now secure the Hygia with 
its top, handle and bottom band finished 
in either red, blue, green, orange or yel- 
low. These colors stand out against the 
white enamel finish of the remainder of 
the receptacle, making a pleasing and color- 
ful appearance. 

The handle of the Hygia is always on 
the outside and can never come in contact 
with the waste matter. It may be used to 
carry the pail, or the pail with the stand. 

The galvanized inner pail is leak proof 
and can not rust. Its rim comes in direct 
contact with the enameled top of the outer 
shell, sealing the pail tightly at all times. 

A patented device detaches the cover 
from the frame, permitting the removal 
of the pail while still tightly covered. 


Cypress Fence and Trellis 


Woodcraft Products Co., Milford, Ind., 
is manufacturing several new _ products 
made from cypress wood. The lawn and 
garden trellis are painted white and trimmed 








with green, if so desired. The heavy bor- 
ders are bored to slip over the fan ribs. 

The lawn fence can be obtained in sec- 
tions 6 ft. in length, or joined to form a 
continuous fence. Every third paling is 
30 in. in length and is pointed, to be driven 
into the ground. The fence can be ob- 
tained in a combination of white and green. 
The products are all well made. 





Empty Dumpty Incinerator 


A rubbish and litter burner with sev- 
eral advantageous features has been placed 
on the market by the Ledden Incinerator 
Co.,Inc., Ridgway, Pa. The Empty Dumpty, | 
as it is called, has a capacity of about two | 
bushels and can dispose of the rubbish in | 
a very short while. It stands 46 in. high | 
and is 17% in. in diameter. 





| sure, and sanitary. 


| cludes a composition steering wheel, motor 


The drum is constructed of a heavy 
metal which has been double-coated and 
baked with vitreous porcelain, making it 
rustproof. Both the top and bottom of 
the drum have been equipped with an open 
grate, which facilitates rapid and thorough 
combustion. The bottom grate is rigid, 





while the top one is hinged. By means of 
a handle, the Empty Dumpty drum can 
be turned over and the ashes dumped into 
the receiving pan below. The top grate 
is always kept closed during incineration, 
as .a protection against flying embers. 
The Empty Dumpty is said to be safe, 


Toledo’s New Aeroplane 


The Toledo Metal Wheel Co., Toledo, 
Ohio, recently brought out a new juvenile 
pedal vehicle in the form of an aeroplane. 
The body of this aeroplane is 62 inches 
long and the wing spread: is 28 inches. The 
body is finished in silver gray and the 
wings in ocean green. The equipment in- 








buzzer, propeller and oil can, 12-inch bal- 
loon type roller bearing disc wheels with 
34-inch rubber tires and adjustable rubber 
pedals. 





Tri-Plex Wonder Saw 


The Machine Craft Co., Valpariso, Ind., 
is manufacturing the Tri-Plex Wonder 
Saw, which operates on a 110 volt current 
and can be attached to any light socket. 
With it, all kinds of wood working can 
be done. It operates under load at 1725 
r.p.m., which means that there are that 
many downward strokes of the saw each 
minute. It is useful in the home of car- 


| penter shop and can turn out all classes of 
| work, from precision cutting and pattern 
| work to cutting two inch planks. 


The motor is an integeral part of the 
machine, having been specially designed 
and constructed so that the power would 
be delivered directly to the blade. It is 





entirely enclosed and all working parts 
run in a bath of oil. The bearings are of 
bronze and vibration has been practically 
eliminated. 

Holes are provided for fastening to 
work bench or table. The complete equip- 
ment includes two saw blades, ripping 
guide, saw guard, eight foot electric cord, 
plug and switch. Saw is finished in black 
lacquer with all machine parts brightly 
polished. 


Bottle Opener Key 


Independent Lock Co., Fitchburg, Mass., 
is offering to the retail trade a combination 
key blank and bottle opener, which has 





been designed to eliminate the carrying of 
a bottle opener on a key ring. There are 
25 styles of blanks made up with the bottle 
opener in the handle. 

Dealers who wish to try the Bottle 
Opener Key can secure 25 dozen keys and 
two attractively colored advertising dis- 
play cards, which may be placed on a 
counter, shelf, or in a window. 
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Washington News Letter 


Domestic Commerce Division plans to help the small business 

man—Early report expected on price standardization bill from 

Federal Trade Commission—Commissioner Costigan’s resignation 
from Tariff Commission 


(Washington Bureau of HARDWARE AGE) 

The Domestic Commerce Division, 
Department of Commerce, has set up 
a special section to handle the many 
problems of the small business man. 
This has been done in recognition of 
the unusual character of these prob- 
lems as shown by queries received by 
the division from small merchants or 
citizens planning to engage in business 
on a limited scale. These queries con- 
stitute a substantial percentage of the 
13,000 letters which have been received 
by the division. 

According to Dr. Frank M. Surface, 
assistant director of the Bureau of 
Foreign and Domestic Commerce, who 
supervises that bureau’s service facili- 
ties applying to market problems in the 
United States, “the smaller business 
men’s questions have ranged over a 
great variety of subjects related to the 
profitable operation of retail stores.” 
While the meat and grocery trades 
have originated the largest share of 
the queries, many other lines,, includ- 
ing hardware, have sought information 
from the division. 

In explaining the functions and fa- 


cilities of the Domestic Commerce Divi- | 


sion, Dr. Surface pointed out that the 
new section was established to balance 
the service that division is in a position 
to render American citizens generally. 
He said that information gathered as 
a result of the recent trial distribution 
census in 11 important cities in the 
United States indicated that there is 
an enormous number of merchants 
who operate on a relatively small 
scale. The returns disclosed that in 
one city nearly 33 per cent of the 
retailers were doing less than $5,000 
worth of business a year. Some con- 
cerns were not reported because they 
did less than $500 worth of business 
annually. Over 18 per cent of the re- 
tailers reported from all 11 cities did 
from $5,000 to $10,000 worth of busi- 
ness a year and over 28 per cent did 
from $10,000 to $25,000 annual busi- 
ness. The information indicated that 
perhaps 79 per cent of all the retailers 
operating might be termed “small busi- 
ness establishments.” 

It was stated by Dr Surface that the 
prime purpose of the new unit is to 
operate with these merchants in help- 
ing them to help themselves. He said 
that much information has already 
been collected by the department which 


| pects to get a report soon from the | 





By L. W. Moffett 


may be had upon request dealing with 
a wide range of retail store problems, 
such as store location and planning, 
education of retail sales forces, budget- 
ary control in retail store management, 
department leasing of retail stores, 
vehicular traffic congestion and retail 
business, measuring a retail market, 
etc. 

In the opinion of Dr. Surface, “‘it is 
the socalled little fellow in business,” 
who can often profit to greater advan- 
tage from governmental assistance of 
the type outlined and as a result 
special efforts are made to provide de- 
tailed answers to all requests of this 
kind. He said that as the department’s 
work develops a much greater range 
of information will be available to the 
business man to assist him in avoiding 
the mistakes and pitfalls which have 
wrecked so many small businesses in 
the past. An examination of the rec- 
ords of the morgue of business fail- | 





ures, according to Dr. Surface, shows | 
that mismanagement is the cause of | 
the greater percentage of commercial | 
deaths. 


* * * 


The sub-committee of the House 
Committee on Interstate and Foreign 
Commerce which has the Kelly-Capper 
price standardization bill before it ex- 


Federal Trade Commission regarding 
the inquiry the latter is conducting on 
resale price maintenance. Also it is | 
understood that the subcommittee has | 
sought an expression from the Depart- | 
ment of Commerce concerning the pro- | 
posed legislation. The report from the | 
Trade Commission likely will come in | 
the nature of a general survey of the | 
subject based only partially on the re- | 
turns from the questionnaire because | 
it has just been started well under 
way and the complete report probably 
will not be ready for a number of 
months. However, if information be 
obtained from the Department of Com- 
merce, the Commission and other 
sources, such as witnesses who have 
been heard on the subject, the sub- 
committee will proceed to report to the 
general committee. It is hoped by 
proponents of the measure that the 
latter will report the bill favorably to 
the House and that the latter will pass 
on it in time for the measure to go to 
the Senate and be acted on before 
Congress adjourns. 





| sailed his colleagues. 





The purpose of the Federal Trade 
Commission inquiry is to obtain in- 
formation of a definite quantitative 
nature regarding the business effects 
of the practice of resale price mainte- 
nance in the belief that it may con- 


| tribute materially to final conclusions 


on this subject. The study was taken 
up because the courts have construed 
the Sherman act as placing limitations 
in any contract or combination to en- 
force the policy of resale price mainte- 
nance and the question of legislative 
sanction of this practice has been 
urged in Congress for many years 
without definite result. 

- * * 


The resignation of Commissioner 
Costigan, Democrat, as a member of 
the Tariff Commission, has been ac- 
cepted as further evidence of the in- 
herent political bias associated with 
the tariff. Mr. Costigan long has been 


| considered a stormy petrel in the Com- 


mission and frequently publicly as- 
His letter of 
resignation, addressed to Senator 
Robinson, Democrat, Arkansas, minor- 
ity leader, was particularly bitter in 
attacking the Coolidge administration 
and some of his colleagues for their 
attitude toward the tariff, especially 
the operation of the flexible provisions. 
Mr. Costigan’s chief complaint seemed 
to be thatethe Coolidge administration 
had ordered more increases than de- 
creases in rates of duties, a not un- 
natural thing it would appear, under 
a Republican administration. which is 
committed to a protective policy rather 
than a policy of revenue only. This is 
not to say that there should not be 
justification for such course but it is 
evident that the President felt investi- 
gations made under the flexible provi- 
sions did fully warrant the action 
taken. It is altogether conceivable 
that under a Democratic administra- 
tion contrary action would have been 
taken in some instances at least but 
nailing the tariff question down to an 
exact science is something that never 
has been and never will be done. The 
President has nominated Frank Clark, 
Democrat of Florida, to succeed Mr. 
Costigan. Mr. Clark formerly served 
in the House of Representatives for a 
long period. The naming of a Demo- 
crat was necessary in view of the act 
setting up the Tariff Commission 
which provides for a bi-partisan body. 























HARDWARE AGE for MARCH 29, 1928 








General Market News 





a) 











Most Hardware Market Centers Re- 
port Improvement in Spring 
Business Conditions 


NEw YorK, March 27—Normally active conditions prevail in 
the hardware trade according to reports from the various hardware 
market centers. Building in some sections of the country is re- 
ported to be far in advance of this same period last year, and the 
springlike weather of the past week has lent considerable activity 
to this class of trade. On the whole the hardware business has 
shown quite an improvement. ; 

It is interesting to note from the reports that rural dealers are 
finding trade more active proportionately than are those in the 
cities. This, of course, may be attributed to the fact that rural 
customers are buying equipment related to spring work on the land. 

The iron and steel industry is showing improvement, and unem- 
ployment may be expected to diminish considerably with the ad- 
vent of real spring weather. 

Prices on practically all commodities are very firm and collec- 
tions are in the main satisfactory and in some cases showing im- 
provement. 


Crump’s index for the week on the re- 
| vised 1926 level was 93.5. 
The Italian index on the revised 
level for the week ended March 9 was 74.6. 
The February average was 74.7. 


Bank Debits Drop Off 5.2 Per 
Cent in Week 


Debits to individual accounts as reported 
to the Federal Reserve Board by banks in 
leading cities for the week ended March 
14 aggregated $15,033,000,000, or 5.2 per 
cent below the total of $15,856,000,000 re- 
ported for the preceding week. 

Debits for the week under review are | 
$212,000,000, or 1.4 per cent above those | 
reported for the week ended March 16, 
1927. New York City reported an increase 
of $649,000,000 and San Francisco $40,- 
000,000, while a decrease of $111,000,000 
was reported for Boston, of $60,000,000 for 
Philadelphia, of $48,000,000 for Chicago 
and of $41,000,000 for Pittsburgh. 

Agregate debits for 141 centers for 
which figures have been published weekly 
since January, 1919, amounted to $14,308,- 
711,000, as compared with $15,070,587,000 
for the preceding week and $14,048,518,000 
for the week ended March 16, 1927. 





Sees Undue Alarm Over 
Unemployed 





Francis I. Jones, Director General of the 
United States Employment Service of the 
Department of Labor, declared in a formal 
by exaggerated reports 


unduly alarmed 


that a serious unemployment situation 
exists.” 

“There is no question,” Mr. Jones says, 
still, some unemployment apparent. It is 
the industrial conditions of the country 
may be there is more or less unemploy- 
ment. Students of economics who 
recognized as authority on this subject, 


Week’s Price Index 97.3 Per Cent, 
Says Fisher 


times there are always a million or more 


tarily and others from involuntary causes. 


Prof. Irving Fisher of Yale University 
“For the past few years the Department 


announced March 18 that the preceding 
week’s wholesale commodity prices, based 
on Dun’s quotations, averaged 97.3 per cent 
of the 1926 level, says the Journal of Com- 
merce. The purchasing power of the dol- 
lar was 102.8 on a 1926 basis or 100c. 


creasing installation of the labor saving 
machinery which has undoubtedly displaced 
a number of workers. It is also to be 
observed that in November and December 





1926 | 


report March 21 “the country has been | 


} 
| 
| 
| that have been circulated widely stating | 
| 
| 


“that there has been, and that there is | 


also true that no matter how prosperous | 


are | 


workers out of employment, some volun- | 


of Labor has kept in touch with the in- | 


| last production exceeded consumption. 
| Since then, however, consumption has in- 
creased. 

“With consumption resumed at the nor- 
| mal rate, unemployment usually shrinks. 
| This may be expected now. 

“The horizon is clearing, and the em- 
ployment outlook encouraging. The 
iron and steel industry, long recognized 
as a reliable barometer, has shown a defi- 
nite improvement in both production and 
| employment. Orders for structural ma- 
| terials, railroad cars, rails and other equip- 
ment, not to mention the increase in the 
demand for automobile materials, practi- 
cally assures a steady increase to the 
| forces employed in this basic industry. In 
| view of this there must follow a corres- 
ponding increase in allied plants and fac- 


is 


tories. 

“With the advent of spring weather a 
| further improvement in the unemploy- 
| ment situation will materialize.” 


Term Present Situation One 
of “Selective Prosperity” 


The present business situation is one of 
selective prosperity, with recovery in full 
swing in some industries, but lagging be- 
| hind in others, says the Union Trust Co., 
| Cleveland, in its current survey of trade 
| conditions. Unemployment, recently some- 
what aggravated in certain centers, 
steadily diminishing, according to the bank. 

“While much of the current unemploy- 
ment, which is variously estimated at from 
1,000,000 to 4,000,000, must be attributed 
to the slow industrial situation in some 
; lines, nevertheless the season itself has had 
| an added effect,” says the bank in its maga- 
zine, Trade Winds. “The mild weather 
has made it unnecessary to perform a con- 
siderable amount of work which would 
have been done in a severe winter. 

“It seems probable that as the season 
becomes more advanced, and there ensues 
| a wider and more general spread of in- 
dustrial activity, the slack of employment 
will be steadily taken up. Furthermore, 
recent reports show a very considerable 
| gain in employment in Cleveland, Detroit 
and Toledo.” 


is 


Small Town Radio 
Turnover Is $5,000 


| Small-town radio dealers average $5,200 
worth of business a year, compared with 
about four times that, or $22,800, by the 
average dealer in New York, further ex- 
amination of statistics on radio equipment 
stocks on Jan. 1 in the hands of radio deal- 
| ers in the United States reveals, according 
| to the electrical equipment division, De- 
| partment of Commerce. 


estimate that even in our most properous | 
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Buying Is Increasing as Season Advances— 
Chicago Prices Are F'irmer 


(Chicago office of HARDWARE AGE) 


CHICAGO, March 27.—There is a steady although gradual increase 
in the demand for spring and summer hardware items as the season 


advances. 


However, retailers in the cities are complaining that 


their spring business is slow in starting, although rural dealers are 
reporting sales ahead of this same time last year. 

While there are slight price reductions reported this week on lin- 
seed oil and turpentine, the general tendency in the hardware mar- 


ket seems to be one of increasing firmness. 


The price was between 


the manufacturers of prepared roofing, which was evidenced by 


drastic cuts in all grades of roofing last week, still continues. 


Hoy- 


ever, the prices on the cheaper grades have been advanced again 
slightly as the last reductions were almost suicidal. 

Railroad and structural material buying continue to feature the 
local steel situation, although all classes of manufacturers are spe- 
cifying rather freely. Operations in the Chicago mills remain 
considerably above normal in spite of a very slight dropping off 


during the past week. 


Actual construction work is running far ahead of this same period 
last year and materials prices are firm with some advances pre- 


dicted. 


Collections are only fair but compare favorably with this season 


last year. 


AUTOMOBILE ACCESSORIES.— | 


Sales are normal and prices are with- | 


out change. 


We quote from jobbers’ 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, for Fords, 
50c. each; regular, 58c. each: Cham- 
pion X, 45c. each; Champion Blue 
Box line, 58c. each; A. C., 53c. each: 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Sm. —Appleton, No. 3280, 
$6.50 ea 

A 5 ee dozen pair lots, 
35 per cent discoun 

Jacks.—National Standard, No. 21, 
$1.30 each 
, 1% in. 


Tires “and Tubes.—30 x 3% over- 
size cord tires, $8.30 each; regular 
cords, $6.10 each; gray inner tubes, 
30 x 3%, $1.24 each; red inner tubes, 

30 x 3%, $1.45 each. 
AXES.—Current orders are light, but 
fall futures are coming in fair volume. 
Prices are established for the 1928 
season. 

We quote from jobbers’ stocks. 
f.o.b. Chicago: Single bit base weight 
axes, unhandled, at $14 per doz.; han- 
dled, at $19.25 per doz.; double bit 
base weight axes, unhandled, at $19 
per doz.; handled, at $24.50 per doz.: 
second quality, handled, at $15.00 per 
doz. 

BASEBALL GOODS.—There seems to 
be a better demand than ever this sea- 
son, and manufacturers are talking of 


an advance in prices. 


stocks, 


cylinder, 


We quote from jobbers’ § stocks, 
f.o.b. Chicago: Goldsmith Official 
League ball, $15.00 doz.; Louisville 


Slugger bat, $16.20 doz. 
BOLTS AND NUTS.—Sales are satis- 
factory and prices are firm. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Carriage bolts, cut 


thread, 60 per cent discount, small 


| 
| 


| 





carriage bolts, rolled thread, 60-10 
per cent discount; machine bolts, cut 
thread, 60 per cent discount; small 
machine bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 75- 
10 per cent discount; lag screws, 60 
per cent discount. 


BUILDERS’ HARDWARE.—Prices are 
very firm and the demand is seasonally 
good. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $2.07 
per doz. pair, case lots; less quanti- 
ties, 9c. per doz. pair higher; 4 x 4 
steel butts, old copper and dwil brass 
finish, $2.90 per doz. pair, case lots; 
less quantities, 10c. per doz. pair 
higher; heavy steel bevel inside sets, 
$5.75 per doz. sets, case lots: steel 
bit-keyed front door sets, $1.45 per 
set; wrought brass, bit-keyed front 
door sets, $2.49 per set; cylinder front 
door sets, $6 per set. 


CHAIN.—Sales are good, with the de- 
mand for coil chain especially active. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: % in. proof cow 
chains, $8.50 per 100 lb. Tensco Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-444 electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 

There is a good active demand at the 

recently advanced prices. 
We quote from jobbers’ 


f.o.b. Chicago: Copper rivets and 
burrs, 40-24% per cent discount. 


ELECTRICAL MERCHANDISE.— 
Lamp cord prices have been reduced, 
but other prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Electrical merchan- 
dise, No. 14 rubber covered wire, 
$5.80 per 1000 ft.; in less than 1000 
ft. lots, $6.30; No. 18 lamp cords, 
$10.25 per 1000 ft.; in 1000 ft. lots, 
$12; %-in. brush brass key sockets, 


stocks, 





154%4c, each; two-way plugs, 45c. 
each, in lots of 10, 40c. each; two- 
piece attachment plugs, see each; 
dry cells, boxes of 50, 324%4c. each; 
less than case lots, 36c. each. 

Electrical Appliances.—Iron, Hot 
Point, $4.20; in lots of six, $3.90; Sun- 
beam, $5; lots of six, $4.75. Per- 
colator, Universal 9169, $16.65. 

Radio Ag a Ee? B batteries, 
D 779 $1.40 each; base lots of 5, 
$1.30; No. 770, $3.40 each; No. 770, 
packages of 5, $3.17; No. 772, $2.62 
each; packages of 5, $2.44; No. 480, 
tt each; No. 486, packages of 5, 


Battery Chargers.—Apco line, lots 
of less than 10, $9.90 each. 


FILES.—The demand is normal and 
prices are without change. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files 50 
per cent off list; Black Diamond files, 
50 per cent off list. 


GALVANIZED WARE.—There has 
been a satisfactory pre-season move- 
ment in watering pots on spring dat- 
ings, and now interest in reviving in 
dairying utensils at normally 1927 
prices except as distributors cut their 


margins. 

We quote from jobbers’ stocks. 
f.o.b. Chicago: Standard galvanized 
after made tubs. No. 1, $5.75; No. 2. 
$6.50; No. 3, $7.65; 10 at. galvanized 
after made pails, $2.00; 12 qt.. $2.25; 
14 qt., $2.50; 1 gal. all galvanized oil 
cans, special, $2.35 doz.; 2 gal., $4.00 
doz.; 3 gal., $5.75 doz.; 5 gal., $7 doz.; 
1 bu. galvanized baskets, $6.25 doz.; 
No. 26, baled % bu. ralvanized meas- 
ure, $4.50 


GLASS AND PUTTY.—The demand is 
showing a seasonal activity and prices 
are firm. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Single strength A, all 
brackets, 89-5 per cent discount; sin- 
gle strength B, all brackets, 90-7% 
per cent discount; double strength A, 
all brackets, 89 per cent discount; 
double strength B, all brackets, 90-5 
per cent discount; putty, pure grade, 
$4.25 per 100 Ib.; commercial, $3.50 
per 100 Jb 


GLASS SUBSTITUTES.—Spring or- 
ders are large. There are no recent 


price changes. 

We quote from jobbers’ stocks. 
f.o.b. Chicago: Cel-O-Glass. 100 x 3 
ft., full rolls, $36 each; Glass-Cloth, 
150 x 3 ft., full rolls, $12 each. 


HANDLED HAMMERS.—With very 
firm market prices, orders for these 
tools are active. 


HAMMERS— 

We quote from jobbers’ stocks. 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 oz. machinists’ ham- 
mers, first quality, $9.20 doz.; com- 
petitive grade, 16 oz. nail hammers, 
$6 to $8 doz 


HATCHETS— 

We quote from jobbers’ stocks. 
f.o.b. Chicago:. First quality hatch- 
ets, No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, AGRICULTURAL.—The 
demand is fair. Prices are very firm; 
in fact, there is some talk of an ad- 


vance. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Hay fork handles, 
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straight, chucked and bored, X 4 ft., current l.c.l. stock orders, $3.10 per dvane P 
$2.40 per doz.; 4% ft., $2.70 per doz.: keg base, Dec. 1, 1927, extras. . “sa by the manufacturers. Sales 
= 4 ft., $3.90 per doz.; 4% ft., $4.20 = P are snowing a seasonal increase. 
De f doze; ash fork handles gpent. PAINTS AND OILS.—Both linseed oil We «este: trem. febbere’ stocks 
chucked and bore t per and turpentine drop slightly. The de- f.o.b. Chicago: No, 7 standard brands. 
doz.; 4% ft., $3.20 per doz.; ash hay P he th $7.90 per doz. hanks, No. 8, $8.90 per 


fork’ handles, bent, with strap, fer- 
rule and cap, X 4 a., $4.90 per doz.; 
4% ft., $5.25 per doz.: XX 4 ft., $6.15 
per doz.; 4% ft., $7.10 per doz.; bent 
manure fork handles, plain, 6, 
SS 05 per doz.; 4% ft., $3.40 per doz.: 

4 ft., $4.65 per doz.; 4% ft., $5 
pon] doz.; bent manure fork handles, 
with strap, ferrule and cap, X 4% ft., 
$6.65 per 


ft. a 
doz.; XX 4% ft., $3.70 per doz.; rake 
handles, X 5% ft., $3.50 per doz.; 
XX 5% ft., $5.65 per doz.: shovel 
handles, reeular F pattern, X 4% ft., 
$4.25 Be doz.; XX 4% ft., $5.95 per 
doz.; peers handles, = $5.25 per 
doz.; per doz.; wood D 
spade poe X, $4.90 per doz.; D 
shovel handles, X, I. D. L. top, $4.45 
per doz.; Sturd-E top, $4.50. 


HANDLES, HICKORY.—With the ex- 
ception of axe handles, all items are 
in active demand. No price changes 
recently. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 (new W.) 
hickory, $4 doz.; No. 2 (new B. RD 
: doz.; second growth hickory (new 

W.), $5 doz.; finest selected second 
Sonik hickory (new A. A.), $6.50 
doz 

Hatchet and Hammer Handles.— 
No. 1 (new S. B. R.), 90c, doz.; finest 
second growth hickory (new S. A. 
W.), $1.80 doz. 


HINGES.—There is a fair volume of 
business being placed and prices are 
firm. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: ag strap — 
in bundles, ; = 92c.; in., $1.22; 
6 in., $1.54; 8 in., ” $2. 47; 10 in.. $4.00 
per doz. pair; extra heavy = hinges 
in bundles, 4 in., $1.26; 5 in., $1.56; 
6 in., $1.87; 8 in., $2.80; 10 in., $4.50 
per doz 


ICE CREAM FREEZERS.—There is a 
good, steady demand and prices are 
unchanged. 


We quote from jobbers’ stocks, 
a Chicago: White Mountai m, i 
$4.80 list; 2 qt., 
36:75 iit: € ,, 
$10.45 list; 8 at., 
$17.90 list; 12 at., $21.50 list; 15 at., 
$25.60 list; 20 qt., $33.20 list; 25 at., 
$42.60 list, Arctic, 1 at., $4 list; 2 at., 
$4.60 list; 3 qt., $5.45 list; 4 at.. $6.80 
list; 6 qt., $8 .60 list; 8 at., $11.10 list. 
All the above less 50 per cent dis- 
count. Alaska, 1 qt., $2.95 list; 2 qt., 
$3.45 list; 3 qt., $4.10 list; 4 qt., $5 
list; 6 qt., $6.30 list; 8 qt., $8.20 list; 
10 qt., $10.75 list; 12 qt., $14 list; 15 
t., $17 list; 20 qt., $21.50 list. A dis- 
count of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
doz.; 2 qt., enamel, $10 per doz.; 4 
qt., enamel, $18 per doz. Above prices 
are net. 


NAILS.—There is a steadily bettering 
volume of buying. Prices are quite 
strong. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: l.c.l. quantities com- 
mon wire and cement coated nails, 





mand is good. 


We quote 
f.o.b, Chicago: 

Linseed Oil, Raw.—Barrel lots, 85c. 
per gal.; 5 barrel lots, 82c. per gal. 

Linseed Oil, Boiled.—Barrel lots. 
87c. per gal.; 5 barrel lots, 84c. per 


gal. 
Denatured Alcohol. — Barrel lots, 
58l4c. per gal.; steel drums, extra $6, 


from jobbers’ stocks, 


returnable. 

Turpentine.—Drum lots, 7lc. per 
gal., net. 

White Lead.—100 lb. lots, $13.25; 50 
Ib. lots, $6.75; 25 Ib. lots, $3.40; 12%, 
Ib. lots, $1.75. 

Shellac.—(4% Ib. cuts), white, $2.60 


per gal.; orange, $2.30 per gal. 
English Venetian Red.—In barrels. 
$3.50 to $6.75 per 100 Ib. 
- Dry Paste.—Barrel lots, 
a. 


PREPARED ROOFING.—Prices are 
firming considerably, although the price 
war between the manufacturers con- 
tinues. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.75 per 
square; best grade tale surfaced, 
$2.15 per square; medium tale sur- 
faced, $1.30 per square; light tale 
surfaced, 90c. per square; red rosin 
sheathing, $55 per ton. 


PYREX WARE.—Business in this line 
is good for the season, with dealers 
making Easter displays. 


We quote from jobbers’ 
f.o.b, Chicago: 

Bread Pans.—No. 212, $7.20 dozen; 
No, 214, $12 dozen. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz - 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow ‘Oval, No. 642, $12 doz.: 
No. 643, $14 doz 

Pie Plates. ate. 208, $6 per doz.; 
No. 209, $7.20 per doz. 

Tea Pots.—2 cup, $21 doz.; 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, 
232, $14 doz. 

Iced Tea Sets.—$4 per set. 


ROLLER SKATES.—Present weather 
conditions and the absence of snow is 
making a very large demand. There 
is talk of a manufacturers’ advance on 
girls’ skates due to the high cost of 
leather. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates, 
boys, $1.40; girls, $1.50; Chicago roller 
skates, boys, $1.30; girls, $1.40. 


ROPE.—Present low prices being as- 
sured for March and April, spring buy- 
ing is on in full force. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: No. 1 Manila standard 
brand, 21c. to 23c. per Ib.; No. 2 
Manila, 20c. per lb.; No. 1 sisal, 14%c. 
to 16c. per lb.; No. 2 sisal, 13%c. to 
15c. per Ib. 


SASH CORD.—Jobbers’ prices are un- 
changed as yet following the recent 


7T%ec. per 


stocks. 


4 cup, 


$8 doz.: No. 








doz. hanks. 
SASH PULLEYS.—There is a fair vol- 
ume of business and prices are firm. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Common sash pulleys, 


55c. per doz.; barrels, 50c. per doz.; 
Common Sense, 2 in., 55c. doz.; bar- 
rels, 50c. doz.; No. 110, 50c. doz.: 
barrgls, 45c. doz. 


SCREWS.—There is an unusually good 
demand and prices are very firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: (New lists Jan. 3, 
1928. Flat head bright screws, 50 per 
cent; round head, blued, 45 per cent; 


flat head brass, 45 per cent; round 


head brass, 40 per cent. 
SOLDER AND BABBITT.—Prices are 
at very favorable levels and orders are 
thereby considerably stimulated. 

We quote from jobbers’ stocks. 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $35 per 100 Ib.; medium 45-55 
solder, $33 per 100 lb.; tinners 40-60 
solder, $30.50 per 100 lb.; high speed 
babbitt metal, $20 per 100 lb.; stand- 
are No. 4 babbitt metal, $12 per 100 


STEEL SHEETS.—Prices are firm and 
unchanged for the second quarter. Or- 
ders are being placed freely. 
We quote from jobbers’ stocks. 
f.o.b. Chicago: 28 gage galvanized 


sheets, $5.30 per 100 Ib.; 28 gage 
black sheets, $4.20 per 100 Ib. 


WIRE PRODUCTS.—Prices are show- 
ing a decided firmness as the spring 
demand increases in activity. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 9 black annealed 
wire, $3.30 per 100 lb.; No. 9 gal- 


vanized plain wire, $3.85 per 100 Ib.; 
catch weight spools galvanied cattle 
or hog wire, $3.80 per 100 lb. Polished 
fence staples, $3.55 per 100 lb. Wire 
cloth black, 12-mesh, $1.85 per 100 
sq. ft.; galvanized, 12-mesh, $2.05 per 
100 sq. ft.; bronze, 14-mesh, $5.60 per 
100 sq. ft. Galvanized poultry net- 
ting, galvanized before made, 60 per 
cent discount; galvanized after made, 
50-10 per cent discount. 


WRENCHES.—While there are no 
price changes, manufacturers are 
claiming that they are not making any 
profit at the present quotations. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10-5 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Stillson 
wrenches, 70-10 per cent discount; 
Trimo, 70-5 per cent discount. 

Snap-on Wrenches.— Radio and 
electrical sets in metal cases, $2.75; 


No. 101, Master Service Set, $13.75; 
No. 202, Heavy Duty Set, $3.80; No. 
404, Flexible Socket Set, $8.80; No. 
608, Crankecase Drain Plug Socket, 
$3.20; No. 90, Square Socket Set, 
$3.70; No. 1817, Giant ‘‘Snap- -on with 


extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less : 33% per cent 
discount. 


Markets for Hand Tools in Continental Europe 


from the United States to continental | American manufacturers find it difficult 
Europe were valued at $2,577,995 in | 


“Markets for Hand Tools in Conti- 
nental Europe” is the title of trade ‘in- 
formation bulletin No. 533, compiled by 
E. B. Morse, Iron and Steel Division, 
Department of Commerce, in coopera- 
tion with representatives of the State 
Department and other representatives 
of the Department of Commerce. The 
report shows that exports of hand tools 








1926, a sharp decline from those of the 
previous year, when the value was $3,- 
606,479. A large part of this decline 
is attributed to the concentrated effort 
on the part of European tool manufac- 
turers to sell their surplus manufac- 
tures at very low prices, against which 





to compete. France is the principal 
continental purchaser of American hand 
tools, while other important markets 
are found mainly in the Scandinavian 
countries and in Italy, Germany and 
Spain. French purchases of American 
hand tools dropped from 1,167,646 in 
1925 to $613,096 in 1926. 
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Warmer Weather Improving Northwest Trade 
—Market Reported Steady—No Price Changes 


MINNEAPOLIS, March 27.—Conditions in the Northwest tributary 
to the Twin Cities are practically the same as last week. With the 


approach of warmer weather the snow-blocked roads are becoming 
mud-blocked, off from the main traveled lines. 
of but a short time, however, before that condition is past and spring 
trade will be on in full swing. Dealers are ready for the trade, 
having practically completed filling their stocks. 

All indications continue to point to a very good year. 
greater part of the territory there has been sufficient moisture to 
insure a good start for the crops and in a few advanced sections 
some early seeding has been done. 


be general. 


The market is very steady, showing no changes in prices. 
lections are slightly better than a few weeks ago. 


It will be a matter 


Over the 


Optimism for the year seems to 


Col- 





AXES.—Demand is steady though 
showing some falling off as spring ap- 
proaches. Stocks are in good condi- 
tion, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes, $16; double bit base 
weight, $21.50; Plumb Dreadnaught 
single bit, unhandled axes, $14.50; 
double bit, $19.50; handled single bit, 
$19.25; double bit, $24.25 per doz., net. 


BOLTS.—Call is slightly better, with 
the shops and factories starting their 


work for the spring building scason. | 
| are well filled, and prices firm. 


Prices are firm as quoted. 


We quote from Jobbers’ stocks, 
f.o.b. Twin Cities: Carriage and ma- 
chine bolts, all sizes, 60 per cent; 
stove bolts, 75-10 per cent; and lag 
eee 60 per cent from standard 
ists. 


BRADS.—Sales are slowly building up 
in quantity. Building is just starting 
for the season. Stocks are well filled, 
with prices unchanged. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Steel wire brads, 
75 per cent from lists. 


BUILDING PAPER.—Demand is show- 
ing a slight increase, with dealers 
keeping their stocks in proportion. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Rosin sized build- 
ing paper at $2.75 cwt., and tarred 
felts at $3.10 cwt., net. 


BUILDERS’ HARDWARE.—Plans are 
“on the boards” for a building program 
which will surpass that of last year, 
in all of the principal lines of the 
business. Some deliveries are being 
made, but the work is still mostly in 
the estimating stage. 


We from jobbers’ stocks, 
f.o.b. Twin Cities: 3% x 3 steel 
butts, old copper and dull brass fin- 
ish, 19c. pair, in less than case lots; 
18c. pair, in case lots: 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, 26c. pair, less than case lots 
25c. pair, in case lots; broad bevel 
steel inside sets, old cupper or dull 
brass finish, one piece knobs, less 
than case lots, $7 doz., sets; case lots, 
$6.75 doz. sets; steel bit-keyed front 
door sets, $1.85 per set; cylinder 
brass outside trio, bit- keyed front 


quote 














door sets, $1.85 per set cylinder 
front door sets, $6.50 per set. 

Light plain strap hinges, 3 in., 56c. 
doz. pair; 4 in., 75c. doz. pair; heavy 
plain strap hinges, 4 in., 93c. doz. 
pair; 5 in., $1.22 doz. pair; f in., $1.56 
doz. pair; light plain tee hinges, 3 in., 
62c. doz. pair; 4 in., 78c. doz. pair; 
heavy plain tee hinges, 4 in., $1.06 
doz. pair; 5 in., $1.20 doz. pair; 6 in., 
$1.40 doz. pair; 8 in., $1.95 doz. pair; 
extra heavy plain tee hinges, 4 in., 
$1.28 doz. pair; 5 in., $1.58 doz. pair; 
6 in., $1.89 doz. pair; 8 in., $2.83 doz. 
pair; 10 in., $4.53 doz. pair, net. 


CHAINS.—Automobile skid chains still 
continue to lead in interest. Stocks 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities; ing chains, 4 x 
14, $13.85; % x 14, $10.80; % x 4 
$10. 20; proof coil chain, 4 in., $12; 
in., $8.95; % in. $8.35; %& in., 35.36 
ewt., net. 

EAVES TROUGH CONDUCTOR PIPE 
AND ELBOWS.—Dealers have their 
stocks filled for the spring demand, 
which is just showing signs of getting | 
under way. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities; Eaves trough, 28 
ga., 5 in., S.B., slip joint, in crates, 
$5.50 per 100 ft.; conductor pipe, 28 
ga., 3 in., in crates, not nested, $5.40 
per 100 ft.; 3 in., $1.73 doz., net. 

FILES.—Call for files shows a steady 
demand, with stocks well filled. Prices 
have not changed. 


We quote -from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files, 
60 per cent from lists. 


GALVANIZED WARE.—Demand for | 
garbage cans and galvanized tubs is | 
improving. Stocks are filled, with 
prices firm. 


| 
| 
| 
| 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard 10-at. 
$2.55; 12-qt., 


alvanized pails at 
7 70; 14-qt., $3; 16-qt. stock pails, $3; 
18 ~at., $5.50: standard galvanized 
tubs, "No. 1, $7; No. 2, $7.90; No. 3, 
9.20: heavy galvanized tubs, No. 1, 
12.85; No. 2, $14.05; No. 3, $15.25 
doz., net. 


GLASS AND PUTTY.—Dealers are 
preparing their stocks for the spring 
trade. Prices are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities; Single and double 








strength glass, Minnesota prices, 87 

per cent; and strictly pure putty in 

50 Ib. containers, $4.85 cwt., net. 
HAMMERS AND HATCHETS.—Hand 
tools are showing an increased sale, 
though the real spring demand is still 
to come. Stocks have been filled up 
for the trade. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities; Maydole, No. 11% 
carpenters’ hammers, $12.60; Plumb 
No. HF81, $12; Plumb broad hatchets, 
No. 2, $16.40; shingling, No. 2, $12.50, 
and claw, No. 2, $13.75 doz., net. 


LAMPS AND LANTERNS.—Sales are 
fair, with stocks ample. Demand for 
home use has dropped down, and call 
for touring and camping use is still 
in the future. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Coleman lamps, 
No. C329, $6.25; No. C318, $7; No. 
C317, $7.40 each; lanterns, No. L327, 
$5.25; No. L427, $6; No. L227, $6. 16 
each; tubular, long or short globe 
lanterns, $13 doz., net. 


NAILS.—Sales are still rather slow, 
with stocks being held down by the 


dealers. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 


nails, and cement coated wire nails 
in 100-lb. kegs at $3.20 per keg, 
base. 
PYREX OVENWARE.—Call is steady, 
though not so heavy as in the colder 
weather. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 624 casseroles, $1.33; No. 
634 casseroles, $1.33; No. 212 bread 
pans, 60c; No. 200 pie plates, 67c.; 
No. 209 pie lates, 60c.; No. 231 util- 
ity dishes, 67c.; No. 12 tea pots, $1.67; 
No. 26 tea pots, $2.33, and No. 953 
percolator tops, 7c. each net. 

REGISTERS.—Stocks are ready for 
the building season, with prices un- 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron regis- 
ters, 20 per cent and wrought steel 
registers, 40 per cent from lists. 

REGISTER AND RADIATOR 
SHIELDS.—Call shows the advance 
of the season. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Floor register 
shields, $12 doz.; wall, $6 doz., and 
sheet steel adjustable radiator 
shields, $2.67 to $4.37 each net. 

ROPE.—Sales are fair, with stocks 
well filled. There has been no change 
in prices. 

We quote from_ jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 23c. per Ib., base, and best 
grade sisal rope at 17c. per lb., base. 


SANDPAPER.—Demand is _ steadily 
gaining, with the starting of the spring 
decorating work. Stocks are well 
filled, and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sand- 
paper, No. 1, 85c. per box of 75 


sheets; second grade, No. 1, hig per 

box of 75 sheets; garnet No. 

per ream, net. 
SANITARY PRODUCTS.—Sales in 
many of the items are showing a very 


» $16.75 
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‘ good volume. Stocks are kept well as- 
sorted. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 

Presto Products — Oil soap, 16 oz. 
size, $2.60 per dozen; bowl cleaner, 22 
0z. size, $1.85 per dozen; pipe opener, 
16 oz. size, $2 per doz.; tile and por- 
celain cleaner, 16 oz. size, $1.20 per 
doz.; Met-L-Shyn, 8 oz. size, $3.60 
doz.; Silvershyn, 4% oz. size, 
$1.80 per doz.; Waterless cleaner, 2 
pt. size, $5.40 per doz.; same, 5 pt. 
size, $9 per doz.; Window cleaner, 6 
oz. size, $3.60 per doz.; same, 12 oz. 
size, $5.40 per doz.; Presto Lustre, 6 
oz. size, $2.60 per doz.; 12 oz. size, 
$4.32 per doz.; 16 oz. size, $5.40 per 
doz., and Dry Cleaner, 8 oz. size 
$3.60 per doz. 

Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2.15 per doz.; 
and in gross lots, $2 per doz. Desolvo, 
triple strength, 16 oz. size, case of 2 
doz. cans, $4. per doz.; half gross lots, 
$3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, tripple strength, in 2 Ib. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean, 22 oz, size, less than 
case lots, $2.25 per doz.; case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 

Tubola, 12 oz. cans, less than case 


lots, $2.25 per doz.; case of 2 doz. 
cans, $2.15 per doz.; gross lots, $2 
per doz. 


Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per at., 
and dozen quantity, $1.75 per qt. 

Hercules tile and porcelain cleaner, 
$2 doz. less than gross lots and $1.90 
doz. in gross lots; Hercules Radiator 
Stop Leak, 8 oz. cans, 1, 2 and 3 dozen 
cans to the carton, $4.50 dozen; 
Hercules boiler compound, quart cans, 
$2.00 each. 

Economy Plumber, drain _ pipe, 
cleaner, 1 Ib. cans, $2 per doz.; 2 Ib. 
cans, $3.90. The 1 lb. size is packed 
1, 2 and 3 dozen to the carton and the 
2 lb. size is packed 1 and 2 dozen to 
the carton. 


SCREWS.—Demand is increasing, with 





stocks well filled. Prices have not 


changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 50 per cent; flat head 
japanned, 37% per cent; round head 
blued, 45 per cent; flat head brass, 
45 per cent, and round head brass, 
40 per cent from new lists. 


SKATES.—Retail sales in roller 
skates are starting to show improve- 
ment. Stocks are ready for the de- 
mand, with prices steady. 


: We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Plain steel roller 
skates, 75c. pair; Speed King, boys’, 
$1.35 pair, and girls’ Speed King, 
$1.30 pair, net. 


SOLDER.—Sales are slightly better, 


| with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Strictly half and 
half solder at 34c. per lb., and war- 
ranted half and half solder at 35c. 
Ib., net, in 100-lb. boxes. 


STEEL SHEETS.—Call from shops 


| has improved, with stocks well filled 








for the construction season. Prices 
are unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt., base (24 ga.), 
and black steel sheets at $3.95 cwt., 
base (24 ga.) 
TIN.—Demand is slightly improved, 
with stocks well filled. There is no 
change in prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke tin, 
ICL, 20 x 28, $14.50 box, and roofing 
tin, IC, 20 x 28 8-lb. coating, $15.50 
box, net. 

WINDOW VENTILATORS.—Call for 
window ventilators is steady, and par- 
ticularly good at present. Stocks are 
well filled, with prices firm. 








We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 02 steel frame 
window’ ventilators, $4.80; No. 2, 
$5.60; No. 3, $6.40, and No. 4, $7.60 
doz., net. 

Continental 


ventilators, wooden 


type, No. 923, $3.65; No. 937, $4; No. 
949, $5.50; No. 959, $6.05; No. 1537, 
$5.25; No. 1549, $7.10, and No. 836, 


$3.35, all prices per dozen. 
Continental ventilators, metal type, 
No. 833, $4.60; No. 837, $4.75; No. 
1137, $5.30; No. 1145, $6.35; No. 1437, 
$6.90, and No. 1445, $7.80 doz., net. 


WIRE.—Fence wire is beginning to 
move more freely, with stocks ready 
for the spring demand. Prices have 
not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized cattle 
barbed wire, $3.17 per 80-rod spool; 
galvanized hog barbed wire, $3.39 per 
80-rod_ spool; painted cattle barbed 
wire, $2.97 per 80-rod spool; painted 
hog barbed wire, $3.18 per 80-rod 
spool, No. 9 (base) smooth galvanized 
wire, $3.65 cwt.; No. 9 (base), smooth 
back wire, $3.20 cwt. 

WHEELBARROWS.—Call 


from the 


contractors is starting, with stocks 
ready for the demand. Prices are un- 
changed. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Fully bolted barrel 

type tray wheelbarrows, $34 doz.; 

No. 2 tubular, $7.33 each, and No. 1 

garden, $6.25 each, net. 
WRENCHES.—Sales are steady, with 
a fair increase. Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 
pipe wrenches, 65 per cent from list. 
Bemis & Call long sleeve nut, 10 in. 
$1.70; 12 in., $2.06; 15 in., $2.75 each, 
net. 


No Material Change Is Noted fan N ew 
England Hardware Situation This Week 


(Boston office of HARDWARE AGE) 


Boston, March 27.—No material change is noted in the New En- 
gland hardware situation this week. The comeback in retail busi- 


ness is slow. 


pear to be better off than most of those located in large cities. 


So-called country, or small-town retail dealers, ap- 


In 


the cities high rents, keen competition for business and a lack 
of active public buying combine to make for generally unsatisfac- 


tory conditions. 


The small town dealer, on the other hand, has less 


competition, and a regular line of customers who buy when neces- 
sary, which appears to be fairly often now that outside work is pos- 


sible in many farming localities. 


There are not the price-cutting 


display windows noted in the cities. 
Jobbers’ sales are expanding, although slowly, despite general 


conditions in the retail field. 


It is evident the average retailer is 


endeavoring to keep stocks well assorted and complete, yet not large. 
The individual order placed with the jobber still has the character- 
istic conservative figures as to quantities noted since the turn of 
1928. Buying embraces a wide variety of merchandise, but very 
largely seasonal or standard. Paints, poultry supplies, nails, bolts, 
nuts, roofing materials, lawn accessories and fishing tackle are 
among those items perhaps enjoying the widest distribution just 


now. 
futures. 


The average retailer continues to display little interest in 
It is possible forward buying this year will be the smallest 


for any spring in the history of the New England hardware trade, 


figured on a percentage basis. 





AXES.—Jobbers announce there will 
be no change in quotations on axes 


for 1928. Current retail buying is on 
a very small scale. 
We quote from Boston jobbers’ 
stocks: 
Axes.— Standard makes’ without 


handles, $14.50 per doz. net. The usual 
extras for weights and handles ob- 
tain. ° 
Handles. — Single bit, 
Pride, 28 in., $7 per doz. 
York, 30 in., $6.40; 32 in., $6.40; Sun- 


Woodman's 
net; New 


flower, 32 in., $4.86; Northern New 
York pattern, Triumph, 30 and 32 in., 
$5.30 per doz. net; Hercules, 30 and 
32 in., $4.76; Success, 30 and 32 in., 
$4.05; Eagle, 30 and 32 in., $2.97. 
French pattern, Triumph, 28 in., 
5.67; Hercules, 28 in., $5; Success, 
28 in., $4.16. 


BATTERIES.—It is announced by job- 
bers that new prices will be issued on 
batteries as of April 1, which will show 
reductions ranging from 75 cents to $1 
on some items. It is also reported a 
new layer built battery will be made 
public at that time. 
We 
stocks: 
Batteries.—Columbia, dry cell, in 
lots of 50, 32%c. each net, freight al- 
lowed. Hot Shot, in barrel lots, No. 
1461M, $1.65 each net; No. 1562M, 
$1.97; No. 1662M, $2.34. In less than 
barrel lots, No. 1461M, $1.75; No. 
1562M, $2.07; No. 1662M, $2.45. 
Radio.—Dry cell, in lots of 50, No. 


quote from Boston jobbers’ 

















8&4 
7111, 35c. each net; in smaller lots, We quote from Boston jobbers’ 
40c. each net. B batteries, in units stocks: 
of 10, No. 764, $1.14 each net; No. 760, Fly Paper.—8 x 14 in., in case lots 


$1.30; No. 771, 39c. Storage batteries, 
6 to 9, $9.75 each net; 6 to 11, $11.10; 
6 to 13, $13.05. Radio, No. 486, $5 list. 
Barc, A’s, 6-9, $8.50 each net; 6-11, 
$9.50; 6-13, $11.50. 


BICYCLES AND TIRES.—From vari- 
ous New England localities are coming 
a sprinkling of orders for bicycles and 
tires. The spring buying movement is 
not really under way, however. 

We quote from Boston jobbers’ 
stocks: 

Bicycles.— Men’s, 20 in., $30.50 each 
net; 22 in., $30.50; arched bar, $31.25; 
motor bike type with double bar, 
$32.75. Women’s, 20 in., $32.75; boys’, 
18 in., $29. 

Tires.—Guaranteed, 
$2.75 per pair net; Thornproof, 
of 25 pair, $3.40 per pair. 


BOLTS AND NUTS.—While nothing 
definite is said on the matter, a move- 
ment is on foot among jobbers to make 
an extra charge for broken packages 
of bolts and nuts. Just how soon the 
change in selling policy takes place 
is problematical. 

We from 
stocks: 

Boits.—In full packages, 
50 and 5 per cent discount; 
carriage, 50 and 5 per cent; 
bolts, 70 and 10 per cent; coach 
screws, 50 and 5 per cent; Eagle 
carriage, 50 per cent; counter-sunk 
Eagle, 40 per cent; counter-sunk ma- 
chine, 25 per cent. In less than full 
packages, add 25 per cent. 

Nuts.—In full packages, semi-fin- 
ished, U.S.S. and S.A.E., 25 per cent 
discount; caStellated, S.A.E., 25 per 
cent. In less than full packages. 


BOLT CUTTERS.—An advance has 
been made in the Porter line of bolt 
cutters and parts, following the issu- 
ance of new lists by the manufacturers. 


lots of 25 pair, 
lots 


quote Boston jobbers’ 
machine, 
common 
stove 


We quote froin Boston jobbers’ 
stocks: 

Bolt Cutters.—Porter line, list with 
30 per cent discount. Parts, 30 per 


cent discount. 


CELLAR WINDOW WIRE.—Retailers 
are ordering in conservative amounts 
of cellar window wire. It is believed 
retail stocks in general are small. 
We from Boston jobbers’ 
stocks: 
Cellar Window Wire. — Standard, 


three mesh, 24 to 48 in., $4.45 per 100 
sq. ft. net; 12 to 20 in., $4.70. 


FISHING TACKLE.—With the official 
opening of the trout season in New 
England but a short time ahead of us, 
retail dealers are showing increased 
interest in all kinds and makes of fish- 
ing tackle. 

We 
stocks: 

Rods.—-Steel bait, Vim, 55c. each 
net; Sunnybrook, $1; bait casting, No. 
854, $1.56; Sunnybrook fly, No. BF, 
$1.10; telescope, No. 86, 8% ft., $1.65, 
No. 96, 9% ft., $1.6 

Reels. ae. "35, $3.50 per doz. net: 
No. 75, $6; No. 150%, $10.50; No. 
725, $12; No. 250, $18.75; No. 350, $26; 
No. 500, $36. 

Rigged Lines.—No. 5, 40c. per doz. 
net; No. 550, 80c.; No. 1000, $1.20; No. 
2000, $1.75. Cod lines, No. 2500, $2.40 
per doz.; No. 40, $4; No. 50, $6. 


FLY PAPER.—Jobbers continue to re- 
ceive advanced orders for fly paper and 
kindred merchandise. While it could 


quote 


quote from Boston jobbers’ 


be larger, advanced business is slightly 
ahead of last year, according to job- 
bers. 








(five cartons), $5.50. 
Sprays.—% pints, $4 per doz. net; 
pints, $6; quarts, $10; gallons, $32. 
Sprayers. — Standard makes, $2.80 
per doz. net. 


Ribbon.—In case 
tons), $3.50 net. 
Tree Tanglefoot.—1 lb. 
per doz.; 5 lb. can, $22 per doz.; 
Ib., $42; 25 Ib., $96. 
INSECTICIDES.—Reports as to the 
condition of the market for insecticides 
are optimistic. Retailers in general 
are anticipating requirements, and 
there is every indication as much or 
more will be sold in 1928 as in 1927. 


lots (four car- 


can, $4.80 
10 


Hellebore.—Powdered, white, % lb. 
packages, 48c. per lb. net; % Ib., 35c.; 
1 ib., 27c. 

Pine Tar.—In cans, \% pints, $1.10 
per doz. net; pints, $1.65; quarts, 
$2.75. 

Crow Repellent. — Stanley's, small 
containers, 70c. each net; large con- 
tainers, $1.05. 

In-A-Minute.—Insecticide, $3 per 
doz. net. 

Bug Death.—One Ib. packages, $1.44 
per doz, net; three lb., $3.75; five Ib., 
$5.62; 12% Ib., $13.50; 100 ib., 7.50 
each. 


IRONS.—Three numbers of Universal 
electric irons have been reduced in 
price. No. 9070 now costs the retail 
dealer $2.65 each net and retails at 
$3.95, as compared with $5, heretofore. 
No. 909 costs the retailer $3.30, and 
retails at $4.95, as against $6 hereto- 
fore. No. 9191 costs the retail dealer 
$3.95 and retails at $5.95, as compared 
with $6.75 heretofore. 


We quote from Boston jobbers’ 
stocks: 

lrons.—Travelers’, Sunbeam, steel 
case, No. CS60, in lots of less than 


$4 each net; in lots of six or 
Torrid, two pounds, No. 
151, $3.50 each list; in lots of less than 
six, 30 per cent discount; in lots of 
six or Tore, 33 1-3 per cent discount. 
Universal, No. 9021, $2.65 each net. 
Universal in fireproof case, No. E9909, 
6 Ib., $4.50 each net; No. £99043, 3 
Ib., $3.35; No. 9070, $2.65; No. 909, 
$3.30; No. 9191, $3.95; No. E9092, su- 
per-automatic safety, six or more, $5; 
less than six, $5.16 


LAWN ACCESSORIES.—Additional 
sales of all kinds of lawn accessories 
are reported by the jobbing trade. 
Sales of rubber hose, however, do not 
measure up to expectation. The retail 
carry-over last season is believed to 
have been fairly large. 


six, 
more, $3.78. 


We quote from Boston jobbers’ 
stocks: 

Lawn Mowers. — Plain line, Her- 
cules, roller bearing, 16 in., $18.25 
each net; 18 in., $19.50; 20 in., $20.75; 
Pilgrim roller bearers, 16 in., $16.75; 
18 in., $17.50; 20 in., $18.75. Auto- 
matic, style ¥1-5, 16 in., $12; 18 in., 
$13; 20 in., $14. Style 10-4, 14 in., 
$9.75; 16 in., $10.50; 18 in., $11. ~¢ 20 
in., $12. Style 9-4, 14 in., $9; 16 in., 
$9. 50; 18 in., $10; 20 in., $10. 50. ont 
versal, ball’ bearing, Grand, 16 in., 
$14.25; 18 in., $15.50; 20 in., $16.75 
Giant, 14 in., $9.75; 16 in., $10.50; 18 
in., $11.25; 20 in., $12. igh wheel. 
14 in., $9; 16 in., $9.50; 18 a2 $10; 20 
in., $10.50. Special, style 8-4, 14 in., 
$8.50; 16 in., $8.90; 18 in., $9. 30. Spe- 


cial Yankee, style 8-3, plain bearing, 
12 ae $5.40; 14 in., $5. 80; 16 in., $6.20: 
18 in., $6.60. 


Hose.—Rubber, garden, Commer- 
cial % in., 6%c. per ft. net; Leader. 
% in., 6%c.; % in., 7%4c.; Vigilant, % 
in., 8%c.; Olympia, 5% in., 8144c.; Good 
Luck, % in, 10c.; Milo, 8% in., 10%c.; 
~ | Dog. in., "1316. 

Is.— Donley ‘Alsteel, No. 2, 


$1. Rs each net. 
Couplings.—Hose, 

ing, $2.25 per doz, net. 

ers, $8.40 per gross. 


Perfect Clinch- 
Hose mend- 
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Lawn Trimmers.—Popular makes, 
$15 each list. Discount, 50 per cent. 
Factory Shipment.—On direct fac- 
tory shipment up to 30c. freight on 
ten or more machines is allowed. 
Lawn Roller.—Water weighted, 18 
in. diameter x 24 in. long, $13.24 each 
sib 84 24 in. diameter x 24 in. long, 
ne a fountain, $6 per 
doz, net; fountain half circle, $5.50. 
Rain King, $2.34 each net. 
Rakes.—Wooden lawn, three bow. 
Hub, $8.75 per doz. net; steel, 
Rugg, steel, No. 37X, 0 per doz.; 
win hay, two boy, $6.90; steel. 
iv. 


MASONS’ TOOLS.—During the past 
week or ten days a fair business has 
developed in masons’ tools. Instances 
are reported where retail dealers have 
made displays in windows and cleaned 
up stocks, necessitating the placing of 
orders with jobbers. 

We from Boston jobbers’ 
stocks: 

Masons’ Tools. — Bags, 18-in., $24 
per doz. net; 20-in., $27; 22-in., $30; 
24-in., $33; Hawks, 13 x 13 x 3/32-in.. 
$20 per doz.; darbies, 3% x 42 x 
3/32-in., $22; flats, 5 x 12-in., $12. 

RIVETS.—Structural rivets have been 
advanced 25 cents per 100 lb., and 
more money is now asked for broken 
packages of soft steel rivets. 


quote 


We quote from Boston jobbers’ 
stocks: 

Rivets. — Structural, %-in. and 
larger, $4.75 per 100 lb. base. Soft 


in full kegs, 40 and 10 
per cent discount; less than full kegs 
of a size and package, 40 per cent 
discount. All manufacturers extras 
for quantities must be added to the 
list price before deducting the dis- 
count. 


ROOFING MATERIAL.—Slightly 
lower prices have been made by job- 
bers on certain kinds of roofing ma- 
terial. The market for roofing papers, 
however, remains as heretofore. 


We from Boston jobbers’ 
stocks: 

Roofing Paper.—Roll, 
face, Continental 
roll net, extra heavy, 
medium, $1.50. Battle ase, light, 85c., 
medium $1.05, heavy $1.3 Mineral 
surface, Continental ae quality, 
$1.80; Balmar, $1.60 

Building Papers.—Red Star sheath- 
ing, 25 to 30 Ibs. to roll, $1.15 per roll 
net; Continental black, 35 to 40 Ibs. 
to roll, $2.25; Red Rosin, 20 Ibs. to 
roll, $61 a ton, 25 Ibs. to roll, $61. 
Deadening, $113 a ton. Asphalt felt, 
$64 a ton. 


steel rivets, 


quote 


smooth sur- 


Shingles. — Hexagon strip, 10-in., 
$3.85 per square net; %-in., $5.10. 
Giant individual, $7.15; standard in- 
dividual, $5.70. 


SLEDS.—Both manufacturers and job- 
bers have made it known that next 
season’s prices on the Flexible Flier line 
of sleds will remain as it has been. 
We from Boston jobbers’ 


stocks: 

Sleds. a ae og No. 99, $10.80 
per doz. net; No. $12; No. 150, 
$14.40; No. 200, 318; es 250, $20.40; 
No. 300, $25.20. Flexible Fliers, No. 


quote 


1, $2.50 each net; No. 2, $3.17; No. 3, 
$4; No. 4, $4.84; No. 5, $5.84. Racer, 
$4.34 each net. Racer, Jr., 50. 


Framed sleds, No. 52, $11.40: No. 64. 

$17.40; Clipper. No. 2, $10.80; No. 4, 

$14.40: No. , $18. Baby sleighs, No. 

0, $10.80 each net; sleigh boxes, $43.20 

per doz. Lightning snow scooter, $24 

per doz. net. 
STANLEY GOODS.—The Stanley 
Works, New Britain, Conn., has notified 
the hardware trade there has been a 
general advance of approximately 5 
per cent in goods manufactured by 
them. Jobbers have not received full 


details. 
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Pittsburgh Reports Sea sonal Lines Active— 
New Price Lists on Bolts and Nuts 


(Pittsburgh office of HARDWARE AGB) 


PITTSBURGH, March 27.—Hardware business in this territory has 
been running behind March of a year ago, but with the advent of 
really seasonal weather there has been a quickening in the call for 
seasonal goods and the jobbers at last are beginning to feel a little 


more cheerful about the prospects. 


As outdoor activities get under 


way, there is nothing in the way of increased sales by the jobbers, 
as retailers have been stocking spring goods with a little less free- 
dom than usual this year and naturally will have to buy when the 


consumptive demand increases. 


Makers of bolts and nuts have 


issued new price lists in which both full and broken case lots are 


quoted. 


In the original list, merely the full case lot prices were 


shown and broken case lots were included as an extra of 10 per cent. 
It is going to be difficult for small lot users of small spikes to buy 
them except through the warehouses as the makers quite generally 
have announced that carloads are to be the minimum quantity they 


will sell from now on. 


go to makers and get pickup lots at the carload price. 


For years it has been possible for buyers to 


In carload 


lots the prices range from $2.70 to $2.80, base, per 100 lb., while 
for small lots, regardless of size, the prices are from $4.65 to $4.75 
per 100 lb., the wide differential being due to the fact that a number 


of sizes carry rather stiff extras. 


One make of vacuum sweepers 


has been reduced slightly in price, but generally there is not much 


change in hardware prices. 


are slow. 


New prices for dry cell radio batteries 
effective Apil 1 have been announced by local jobbers. 





AUTOMOBILE TIRES AND TUBES. 
—Sales still are disappointing, espe- 
cially when current takings are com- 
pared with those of March, last year, 
which was a big month. Prices to re- 
tailers of the popular sizes of tires and 
tubes sold through the hardware trade. 


Casings.—High pressure, cord, 30 x 
3% in. a. rs 10 each; same ex- 
tra —_ ag thy x 4 in., $1 3; 32 x 4 

13.80; gd * $14.50; box 4% 
20.20; 33 x 5 in., $25.50; balloon, 
29x 4.40 in., $9.15; 30 x 5 in., $13; 31 
x 6 in., $13.55; 30 x 5.25 in., 20 in. 
rim, $15.15; 21 in. rim, $15.65; 30 x 5.77 
in., $20.85; 30 x 6 in., $20.40; 32 x 6 
in., 20 in. rim, $21.10; 21 in. rim, 
$21. 80. 


Tubes.—High pressure, tan, 30 x 
oi, os oat a © agg Sot x 4 in., 
$2. 2.50; 4 in., 
30°60: ie x «4% =. $550: 33. x 44 In in., 
$3; 34 x 4% in., $3.10; 33 x 5 in., $3.7 
gray tubes sell 15c. to 50c. less; Sale 


in., 


loon, gray, 29 x 4.40 in., $1.85; 30 x 5 
in., 32 25; 31 x 5 in., $2.30; 30 x 5.25 
in., 20 in. rim, gt 55; 21 in. rim, $2.65; 
30 x 5.77 in., $3.10; 32 x 6 in., 3.10; 
33 x 6 in., $3 55. 


AXES.—Fairly good demand is noted 
for light weight axes. Jobbers quote: 
Red Warrior, 3% to 3% Ib., han- 
dled, single bit, $18.85 per doz.; double 

bit, $24 

BATTERIES.—Prices of dry cell radio 
batteries have been revised and the 
new prices effective April 1, are some- 
what lower on most numbers than the 
old ones. There is a fairly good de- 
mand for these batteries, but it lacks 
the snall it had a short time ago. Job- 
bers quote: 








Collections 
Broken Unit 

Packages Package 
No. $2.33 
No. 3.33 
No. 1.92 
No. 2.80 
No. 1.14 
No 39 
No .97 
No 1.30 
No 1.30 
No. 1.92 
No. 6 dr ee ignition type unit 

packages, 32%c. each. 

Flashlights. ox #935, 9%4C. each; No. 


: ae 790, 18%6c.; No. 705, 
#4 18%c.; No. 761, 25e. 
solsr Shot. aha 1461, $1.67; No. 1661, 


BOLTS, NUTS AND RIVETS.—Job- 
bers report a fairly good demand, but 
some difficulty in obtaining full quota- 
tions on account of outside competition. 
The regular jobbing discount on bolts 
and nuts is 60 per cent off list, but it 
is still necessary to quote 62% per cent 
discount to get a good many orders. 
Manufacturers are holding to their 
guns on the extra 10 per cent for 
broken cases and in new price list just 


issued, both broken and full case lot | 


prices are shown. Rivet manufactur- 
ers are insisting on the recent advance 
of $3 a ton on large rivets. Jobbers 
quote: 


Bolts.—All styles except stove and 
tire bolts, per 100 pieces, 60 to 62 
per cent off list; stove bolts, 75 an 
10 per cent off list; tire bolts, 50 and 
10 per cent off list 


Nuts.—All styles, 60 to 62% per 
cent off list. 
Rivets.—Large, $3.50 base per 100 








pieces; small wagon and tinners’ riv- 
ets, 60 per cent off list. 
BUILDERS’ HARDWARE.—Demand, 


though not really active, is better as 
weather conditions grow more favor- 
able to building activities. Prices are 
firm. Jobbers quote: 


Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 
lots, 3 in. x 3 in., $18.50 per 100 pair; 


Hinges.—Heavy strap, 
per doz.; 8 in., $2.95; 
extra heavy, T, 6 in., $2. 
3 in., $3.40; 10 in., $5.40; light strap, 
with —/ packed one pair in a 
box, 3 in., $9.60 per 100 pair; 4 in., 
+. 05 ene T, 3 in., $11 per 100 pair; 

n 


Hasps.— Hanger, without screws, 


single dozen lots, 3 in., 65c. per doz.; 
4 in., 79c.; 6 in., $1.05; safety, 3 in., 
97c. per doz.; 4% in., $1.14; 6 in., 
$1.60. 

Garage Sets.—Swinging hinges, 10 


in., $3 per set. 
CARPET SWEEPERS.—Sales are con- 
stant in this territory and of good vol- 
ume. Jobbers quote: 


Bissel’s Grand Rapids, japanned 
trim, $44 pe sr doz.; nickel-plated trim, 
$48. Universal, $42: standard, $36: 
Junior, $16; Little Gem, $4; Sterling 
Sweepers, $24 per doz. 


DRINKING CUPS.—Retailers are be- 
ing urged to take on paper drinking 
cups, which in the past have been more 
readily found in department and chain 
stores than in retail hardware stores. 
They come in packages of eight deco- 
rated cups, which retail at 10 cents 
per package and cost the retail dealers 
$1.65 per case of 25 packages. 


EGG CARRIERS.—Local jobbers still 
note a strong demand for aluminum 
egg carriers, which they quote: 
Egg Carriers.—1% doz., 85c. each; 

2 doz., $1; 3 doz., $1.20; 4 doz., $1.35; 

6 doz., $1.85. 
ELECTRIC DRILLS.—Jobbers here 
find that there is an increasing number 
of retailers who are stocking small 
electric drills. At wholesale they 
range in price from $24 to $48 each, 
while retail prices, range from $30 to 
$60. 


FARM, GARDEN AND LAWN SUP- 
PLIES.—Good demand is noted for 
forks and rakes and other items are 
expected to get going actively in the 
next few weeks, as weather conditions 
are improving for outdoor work. Job- 
bers quote: 


Forks, Rakes and Hoes.—Manure 
forks, No. 31, $13.63 per doz.; No. 41, 
$15. 24; spading forks, No. 84, $10. 80 
per doz.; No. 72, $14.28; a ree 
No. 014, $5.64 per doz.; No. 512, $8.64; 
No. 514, $9; lawn rakes, No. 124R, 
$5.50 per doz.; field hoes, $6 per doz. 

Barrows. — Garden, No. 81, $3.65 
each; No. 82, $4.75; No. 83, $5; No. 84, 
iS 75; No. 45, $4.50; No. 35, $5.75; No. 

$6.25. 
go —Garden, N $1.40 per 
oes No. 803, 90c.; ican $69, $2; No. 
"$3. 50; No. 85, 80c.; No. 02, 75c. 

y B Hooks and Shears.—Hooks, 

o. 7, $2.50 per doz.; No. 450, $4; Ger- 
man, $3.60; nglish, $7. Shears, No. 
360, $3 per doz.; No. 380, vr _ No, 
520, $5.50; No. 525, $7; No. 540, $6. 
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Shears. — Pruning, No. 25, $2 per 
doz.; No. 0, $4.50; No. 533, $6.50; No. 
4671, $9; hedge, 8 in. blades, $1.25 to 
$1.75 each; 9 in., $1.40 to $1.90; 10 in., 
$1.60 to $2 

Pruners.— Tree, Water, $1.30 to 
$1.60 each; Disston, $2 to $2.10; Rock- 
dale, $1.35 to $1.65; McKinney, $2.60 


60. 

Hose, Reels and Nozzies.—Garden 
hose, in 50-ft. rolls, % in., 9c. per ft.; 
in., 9%c.; % in., 1llc.; nozzles, 

.60 to $6 per doz.; reels, $1 to $4 
each, 

Sprinklers.—Ring, 50c. each; Rain 
King, $2.35; Giant Rain King, $7.50; 
Pluvius, $1. ‘15. 

Sprinkling Gane—Galvanised, 4 4 om 
$6 per doz.; » $6.60; 8 qt., $7.50; 
10 qt., 6 

Lawn Mowers.—12 in., $5 to $8.75 
each; 14 in., $5.25 to $13; 16 in., $5.75 
to $13.50; 18 in., $8.50 to $14; 20 in., 
$10.50 to $15. 

Sprays. —Bordeaux mixtures, 1 Ib. 
papers, 25c. per Ib.; in 100-lb. ‘drums, 
15c. per Ib.; arsenate of lead, b. 
papers, 25c. per lb.; in 100-Ib. drums, 
16c. per Ib. 


HOUSE-CLEANING SUPPLIES. 
—This is usually a period of active de- 
mand and this year is fulfilling expec- 
tations in that respect. Jobbers quote: 


Mops.—O-Cedar, 33% per cent off 
list; Cotton, best grade, No. 12, $4.20 
o doz.; No. 20, $6; No. 30, $10; No. 

$1 18.50. Second grade, No. 12, 
32. 75; 20, $4.50; No. 30, $6.75; No 
36, $8 40, 

Chamois Skins.—12 x 14 in., $3.50 
per doz.; 13 x 17 in., $6; 14 x 18 in., 
$7.50; 15 x 20 in., $9.20. 

Waxes. Johnson paste wax, . Be: 
cans, 85c.; 2 lb. cans, $1.7 4 Ib. 
cans, $3; & Ib. cans, $6; Old Hnglish, 
1 lb. cans, 85c.; 2 Ib. cans, $1.70; 4 Ib 
cans, $3; liquid wax, Johnson, Bon 
75c.; quarts, $1.40; Old English, pints, 
75c.; quarts, $1.40. Dealer’s discount, 
33% per cent. 

Sponges.—According to size and 
quality, $2 to $9 per doz. Assortment 
of 22 sponges with wire racks, $6 per 
assortment. 

Wall Cleaners.—Smoky City and 
Cleveland, 85c. per doz. cans; Climax, 
$1 per doz. cans; Perfection paint 
cleaner, $3.25 per doz. 

Step Ladders.—Standard full rodded 
iodo. 28c. per ft.; extra, 40c. per ft. 

Floor Polishers.—Johnson’ s electric, 
$22.12 each net; hand, $3.75 each; Old 
English, $2.60 each. 

Carpet Beaters.—Justrite, $1.10 
doz.; No. 4, $1.20. 


INCUBATORS AND BROODERS.— 
Demand holds up well in these items, 
which jobbers ep 


Incubators, No. $26.25 each: No. 
2, $31.15; No, 3, $40. 43; No. 4, $47. 60; 
No. 5, $74.90; No. 14B, $11.55; No. 16E; 
$19.25; No. 17E, $25.73: brooders, 


ortable, No. 20, $8.23 each; No. 21, 
10.85; No. 21, $13.30; blue flame, No. 
80, $14; No. 81, $15.75; coal burning, 
No. 117, $15.05; No. 118, $18.55: No. 
119, $21. 


PAINTING SUPPLIES.—Linseed oil is 
higher, but prices otherwise are un- 
changed. Demand shows steady ex- 
pansion. 


Prices to retailers: Ready mixed 
paints, best grades, $2.60 per gallon: 
lower grades, $2.00 (whites and dark 
greens, l5c. per gal. higher: white 
lead, 13%c. per Ib. in 100-lb. lots; 10 
per cent less in lots of 500 lb. or more 
and extra 4 per cent less in lots of a 
ton or more; turpentine, 77c. per gal- 
ton in barrel lots; raw linseed oil, 
11.6c. per lb. in barrels lots. 


PAPER HANGERS’ SUPPLIES.— 
Jobbers do not yet detect any falling 
off in the demand, as paper hangers 
are busy and their needs are large. 
Jobbers quote: 

Smoothing rollers, No. 4, $9.60 per 
doz.; No. 8, $10.50; seam rollers, No. 
11, $2.75 per doz.; No. 17, $4.00: 
brushes, $3.60 to $13 per doz.; shears. 
$17 to $24 per doz. 

POULTRY NETTING.—Good move- 
ment still is reported, with jobbers 
quoting galvanized netting at 50 and 
10 per cent off list after weaving. 


POULTRY SUPPLIES.—This is the 
season for active demand for poultry- 
raising supplies and this year is prov- 
ing the rule. Jobbers quote: 
Fountains, 25c. to $1 each; feeding 


troughs, 20c. to 85c. each; mash hop- 
pers, $1.30 to $2.10 each. 


SANITARY GOODS.—Demand still i 
strong in this area. Jobbers quote: 


Desolvo, No. 16, $3.75 per doz. in 
lots of 3 doz. or more; less than 
3 doz., $4; No. 10, $2.15 per doz. in 
lots of 3 doz. or more; less than 3 
doz., $3.25; Kloset Klean, $2 per doz.: 
Saniflush, $2.25 per doz.; Presto pipe 
opener, $2 per doz.; tile and porcelain 
ae $1.20 per doz.; bow] cleaner. 

oo. 


~ 
nm 


SCREEN WIRE CLOTH.—Retail de- 
mand has not yet begun to show much 
volume, but the movement to retailers 
is good on old orders. Jobbers quote: 


Black, $1.80 per 100 sq. ft.; opal, 
$2.10; Bronze, $5.50. 


SPIKES.—Small lot business of the 
future is to be entirely a warehouse 
proposition, as makers have announced 








| carload lots as the minimum quantity 
| they will sell hereafter. 


VACUUM SWEEPERS.—Universal 
vacuum sweepers are slightly lower at 
$33, each, including the attachments. 
A new sweeper made by the same 
manufacturer, called Univac is being 
sold at $27.50 each, including attach- 
ments. 


VENTILATORS.—Jobbers still report 
a good, steady demand for window 
ventilators, which they quote: 


Continental ventilators, wood 
type, No. 923, $3.65; No. 937, $4. 00: 
No. 949, $5.50; No. 595, $6.05: No. 
1537, $5.25; No, 1549, $7.10, and No. 
836, $3.35, all prices per dozen. 

Continental ventilators, metal type, 
No. 833, $4.60; No. 837, $4.75; No 
1137, $5.30; No. 1145, $6.35; No. 1437, 
$6.90, and No. 1445, $7.80, all prices 
per dozen. 

Diamond E _ ventilators, all metal 
type, No. 01, $4.40; = 02, $4.80: No. 
03, $5.60; No. 1, $5.20; No. ‘ $5.60; 
No. 3, $6.40; No. 4, $7. "io: No. 5, $8.40. 
All prices per dozen. 


WIRE PRODUCTS.—Fairly good is 
reported by jobbers for nails and there 
is a steady expansion in the movement 
of fence and fencing material. 

We quote from Pittsburgh jobbers’ 


stocks: 
(Fence Wire 
per 100 lb.) Annealed Gntpesines 
No. 6 to 9 gage....... $3.0 $3. 
ey BE esse 310 Ar 
ED: Sige aes 3.15 3.60 
“St Mee Pere roe 3.20 3.70 
ee ee recsaose tag aee 3.30 3.85 
ee” eS rety es ee 3.40 4.05 
St ME. Se Pas 259 408s Vin 3.60 4.30 
“Tip , Berrie ore 3.80 4.45 
Barbed Wire (per 80-rod spool): 
a SS aS? $2.97 
ee ere CP eee 3.18 
EA a ie wo os pains dks Haye ee 3.43 
OER EOD ok 0 cSF ob ob 00 6455 040 3.17 
2-point cattle (special) ......... 2.25 


Field Woven Wire Fence (per 100 


rods) 

2 re ee eer re st $39.80 
oL.. PER SS eer e 55. 
BOE” ios kao ddles aeuangesaweeo eu 27.70 
DC Sey ech tude tae caan een 37.00 
| Bee & ere re Lyre te 35.80 
EIR on eiraivcrtin cae 4 Seaakgs ORNS o 49.20° 

Poultry: 

MS MRS Ra ee ae Se ee $36.50 
Re eer a errr ere. 44.00 
te RS eee aa 49.50 


Steel Fence Posts: 
Galvanized Painted 
Tubular Formed 


BB. cevecendess «de Jaseb000) 
Seis sstusteaseeas 55c. each 38c. each 

Ba a ka Watee Cae ae 65c. each 40c. each 
TOR EE. Sokonkys cece eane meee 45c. each 


‘bright nails, base, per keg, $2.85. 





Security Metal Weatherstrip 


The Security Co., 255 Grove Ave., De- 
troit, Mich., is offering to the retail trade 
the Security Hemmed Bronze Weather- 





strip. It is easy to apply, and its use is 
said to cut down fuel bills. 

The weatherstrip is of 30-gage spring 
bronze, 1% in. in width. Both edges are 


the loose side, also keeps the strip against 
and free from kinks. 

It is easily applied, for all that is needed 
is a pair of scissors, a small tack hammer, 
and a sharp-pointed nail. The weather- 
strip comes in a package containing 20 ft. 
of strip and sufficient bronze nails to prop- 
erly equip the average door or window. 
Complete instructions for installing, fully 
illustrating each operation, are inclosed 
with each box. 





Registration Plate Bolts 


Reed & Prince Mfg. Co., Worcester, 
Mass., has placed on the market a set of 
bolts to hold the registration plates of 
automobiles. These bolts are rust-resist- 
ing, cadmium-plated, and are packed 100 
to a box. They are furnished in two styles. 





Reading matter continued on page 88 


hemmed, which strengthens the nailed and | 





No. 1 set consists of four bolts, is assem- 
bled complete with one bolt, two square 
nuts, and two washers. The No. 2 set of 
four bolts is made of one bolt, one square 
nut, one wing nut, and two washers. The 





extra square nut on the No. 1 set and the 

wing nut on the No. 2 set serve as a check 

nut to hold the plate securely in place. 
The size of the bolts is % by 12/24 in. 
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The Remington Weekly Letter 


WHO’LL GET KLEANBORE PROFITS FIRST? 


Our advertisement on the colored in- 
sert in this issue is the signal to go. All 
over the country dealers have been hold- 
ing back their orders for metallic am- 
munition, waiting for the full line of 
Center Fire and Rim Fire Kleanbore car- 
tridges. No need to wait any longer. 
Now you can get Kleanbore for all stand- 
Carry 


the complete line. Turn to our advertise- 


ard rifles, pistols, and revolvers. 


ment in this issue, and read the story. 


We delayed this announcement in 
order to give you ample time to move old 
stocks at full prices. If you still have 
some old stock on hand, it may be Klean- 
bore, because we have been shipping it 
under the old style labels with a star 
stamped on the bottom of every card- 
board box and on the front end of every 
case to the left of the red ball. All 
Smokeless loads marked with the star are 
Kleanbore. Black Powder loads in which 


We have had a number of requests 
for reprints of these Weekly Let- 
ters, to be distributed to salesmen 
and others. We shall be glad to 
supply any of our customers with 
copies, upon request. 


the Kleanbore primer is used also carry 


the star, but, of course, Black Powder 


loads are not Kleanbore. 


Kleanbore ammunition will sweep the 
whole metallic field this year just as it 
swept the .22 caliber field last year. 
Starting with the April issues, it will be 
advertised to over 13,000,000 readers of 
general magazines, sporting papers, farm 
papers, and boys’ publications. The 
shooting public has been waiting for 
We have been 
deluged with letters from sportsmen ask- 


Kleanbore Center Fires. 


ing when they would be available. The 
dealer who gets his stock first will take 
the cream off the rush of business that 
is bound to follow our announcements in 
consumer publications. If you want 
your share of the cream, don’t delay. 
Place your orders with your jobber at 
once and underscore Remington Klean- 


Don’t submit to substitutions. 


President 


bore. 


REMINGTON ARMS COMPANY, Inc. 


The Originators of Kleanbore Ammunition 


25 Broadway, New York City 


Telephone, Bowling Green 3392 


Manufacturers of Arms, Ammunition, Cutlery, Cash Registers and Service Machines 
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Cincinnati Market Conditions Satisfactory 
—AIlI Seasonal Lines Moving in Good Volume 


(Cincinnati office of HARDWARE AGE) 


CINCINNATI, March 27.—The amount of spring business being placed 
with local hardware jobbers is indicative of the confidence of the retal 


trade in the soundness of business 
public to buy a normal volume of 


conditions and in the ability of the 
merchandise. 


Comparison with previous years shows that both sales and shipments 
from Cincinnati warehouses have been on a par with those in 1927 and 
have been better than those in 1926. This is a source of satisfaction, 
in view of all that has been said recently about business being below 


normal. 


the commodities which have been 


While such may be the case in some lines, it certainly is not 


true so far as hardware is concerned. 
Early spring items have been moving in good volume. 


Included in 
particularly active in the past two 


weeks are fertilizer, seeds, hoes, rakes and poultry netting. Paint prod- 
ucts also are commanding much more attention on the part of buyers. 
An increase in the sales of shelf goods is noted. Coming as it does 


concurrently with the improvement 


tributed much to the betterment in the local market. 


Prices are showing a tendency 


s in spring merchandise, it has con- 


to remain firm. In radio batteries 


there has been a reduction in certain items, while square bevel inside 


sets have been cut 75c. per dozen. 


ucts an increase approximating 10 per cent has been made. 


In one line of forged hardware prod- 
Aside from 


these three instances, quotations are the same. 


AUTOMOBILE ACCESS ORIES.— 


Sales have not been up to the volume 


that jobbers and dealers had antici- | 


pated. The inclement weather is at 
least partially responsible for the un- 
satisfactory condition in the local mar- 


ket. Quotations in general are un- 
changed. 

We quote from Cincinnati jobbers’ 
stocks: 

Tires 30x3% 29x 4.40 
Cheap grade ..........$§ 5.00 $6.30 
Medium grade ........ 6.10 7.55 
Se ED 5 sinew derive 8.75 9.65 

Tubes: 

Cheap grade ........... 1.00 1.25 
Medium grade ........ 1.25 ae 
ere 1.45 1.85 

Note—30x 3% unguaranteed cord 


tires, $4.25 each. 

Spark Plugs.—Splitdorf spark plugs, 
32c. each; 30c, in lots of 100; Ford 
spark plugs, packed one set of four 
to a box, $1.10 per box. 

Chamois Skins.—13 x 16 in., 38c. 
each; 14 x 18 in., 54c. each; 15 x 20 
in., 65c. each. The chamois skins are 
packed one to an envelope and 12 
envelopes in a box. 

Polish.—HLF polish in % pints, 
packed 24 to a case, 50c. per % pint; 
HLF polish in pint bottles, packed 
12 to a case, $1 per pint; HLF polish 
in quarts, packed six to a case, $1.50 
per quart. On the above prices there 
is a discount of 40 per cent on indi- 
vidual packages, 40 and 5 in case 
lots, and 40 and 10 in % gross lots. 


BOLTS AND NUTS.—Orders placed 
with jobbers in the past two weeks 
have been of fair proportions. 


We quote from Cincinnati jobbers’ 
stocks: 

Cut thread carriage and machine 
bolts, 60 per cent off list; rolled- 
thread carriage and machine bolts, 
60 and 10 per cent off list; stove bolts, 
30 per cent off list; square, hexagon 
and tap nuts, 60 per cent off list. 


BUILDERS’ HARDWARE.—In this 
line there has been a distinct improve- 
ment, and the outlook for spring is 
much better than a few weeks ago. 


| Jobbers now are of the opinion that 


| their business in the next few months 
will be good. There has been an up- 
ward revision of about 10 per cent in 
the prices of forged iron hardware 
| manufactured by the McKinney Mfg. 
Co. Competition on inside sets has 
| been so severe that concessions have 
| been made by jobbers with the result 
| that prices have dropped 75c. per 
dozen. 


We quote from Cincinnati jobbers’ 
stocks: 
Sash Weights.—Sash weights, $1.75. 
Inside Sets.—Square bevel inside 
| sets in case lots, $5.75 per doz. 
| CAMP STOVES.—It is a’ little early 
for this item to move in quantities. 

We quote from Cincinnati jobbers’ 
stocks: 

Coleman No. 2, $8.50 each; Coleman 
No. 9, $6.25 each; Gypsy, $4.70 each. 

COOK STOVES.—Business is_ begin- 
ning to pick up in this item. 

We quote from Cincinnati jobbers’ 
stocks: . 

Coleman gasoline pressure cook 
stove No. 322, $76 each; No. 329, $35 
each; No, 328, $48 each; No. 325, $30 
i No. 324, $26 each; No. 330, $23 
eacn 

CROQUET SETS.—Jobbers are receiv- 
ing a small number of orders. 


We quote from Cincinnati jobbers’ 
stocks: 
5, four- oatOn set, $1.40; No. 10, 
No 


No. 
set, 1. A, eight- 


six-ball 
ball set, $2; No. '3, eight- ball set, 


$3.80; No. 1, eight-ball set, $2.80. 
GALVANIZED SPRINKLERS. — Re- | 
tailers are starting to take a small 
quantity of this item, and prices are 
firm. 
We quote from Cincinnati jobbers’ 


stocks: 

Four qt. sprinkling pots, $5.25 per 
doz.; 6 qt. sprinkling pots, $5.95 per 
doz.; 8 qt. sprinkling pots, $7.10 per 





| doz.;.10 qt. sprinkling pots, $7.90 per 
| om; 12 qt. sprinkling pots, $9 per 
| aoz. 


|GARDEN HOSE.—In this line dealers 
; are now placing orders for delivery in 
the next 30 days. 


} We quote from Cincinnati jobbers’ 
stocks: 
Rubber Hose.—5 ply, % in., 7c. per 

ft. in 50-ft. lengths; 6 ply, % in., 8%c. 

per ft. in 50-ft. lengths; 7 ply, % in., 

10%4c, per ft. in 50-ft. lengths; double 

braid in % in., 500-ft. coils, 8%c. 

per ft. 

HOES.—Orders for future delivery are 
being booked at a fair rate by local job- 
bers. 
We quote from Cincinnati jobbers’ 
stocks: 
First grade true-tempered socket 
garden hoes in 6 in. size, $9.84 per 
| doz.; 6% in., $9.96 per doz.; 7 in., 
$9.96 per doz. 

True-tempered cotton hoes in 6 in. 
size, $7.44 per doz.; 6 .» $7.68 per 
| doz.; 7 in., $8.40 per doz. 

Black finish pg in 6 in. size, $6.36 
| per doz.; 6% in., $6.72 per doz. 


(HOSE ATTACHMENTS.—Here also 
business is being taken by jobbing 
houses for shipment during April. 


We quote from Cincinnati jobbers’ 
stocks: 

Diamond nozzles, $3.60 per doz.; 
Pet nozzles, $4.90 per doz.; Gem 
nozzles, $5.50 per doz. 


HOSE REELS.—Business is starting to 
improve, although sales are not ex- 
pected to reach liberal proportions un- 
til next month. 


We quote from Cincinnati jobbers’ 
stocks: 

Wooden hose reels, $14.50 per doz.; 
Victor iron hose reels, $2 each; No. 
10 iron hose reels, $3.55 each. Donley 
Alsteel hose reels, $1.65 each. 

ICE CREAM FREEZERS.—Jobbers 
are soliciting orders for this commodity 
for spring delivery. 

We quote from Cincinnati jobbers’ 
stocks: 

White Mountain.—1 qt., $2.43 each; 

2 at., $2.83 each; 3 qt., $3.38 each; 
4 qt. $4.13 each; 6 qt., $5.33 each; 
8 qt., $6.75 each. 

Arctic.—1 qt., $2 each; 2 qt., $2.30 
each; 3 qt., $2.78 each; 4 qt., $3.40 
each; 6 qt., $4.30 each; 8 qt., $5.55 

} each, 

| Peerless.—1 qt., $2.95 each; 2 qt., 
| $3.45 each; 3 qt., $4.10 each; 4 qt., $5 
| each; 6 qt., $6.30 each; 8 qt., $8.20 
| 








each. On all sizes of Peerless a dis- 
count of 25 and 10 per cent applies on 
| the above prices. 
| JUVENILE VEHICLES. — As the 
| spring season approaches, business has 
| improved somewhat and dealers are 
| finding it advantageous to carry a well- 
rounded stock of merchandise. 


| 
| We quote from Cincinnati jobbers’ 
| stocks: 
| Scooters.—No. 109, $2.90 each; No. 
110, $3 each. 
Sidewalk Cycles.— No. 11, $11.50 
each; No. 12, $12.75 each. 
Velocipedes.—No. 6 $2.90 each; 
No. 7E, $3.30 each; No. 46, $7.40 each. 


LAMPS.—Sales are about normal for 
this time of the year. 


We quote from Cincinnati jobbers’ 
stocks: 
Gasoline Lamps. TS, $7.40 each; 





fm. 6.25 each; C318, $7 each; C324, 
eac 

Lanterns. —L327, $5.25 each; L427, 
$6 each. 


Reading matter continued on page 90 
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‘Quality leaves 
its imprint” 











METTLE not METAL 








The Real Gold of a Trademark 








‘‘Slidetite’’ 
Garage Door Hardware 
Vanishing Door Hangers 
Barn Door Hardware 


*“Ideal’’ 
Elevator Door Hardware 


Partition Door Hardware 
Industrial and Milltype 
Door and Hardware 
OveR-Way 
Conveying Equipment 
Automatic Fire Doors 
and Fire Door Hardware 
AiR-Way Multifold 
Window Hardware 
Mounted Grindstones 
Door Closers and Checks 
Woodworking and Man- 
ual Training Benches 


Rapid Action 
Woodworking Vises 


Symbolizes Quality and Service 


A Richards-Wilcox trademark fashioned of gold would, 
if appraised by a goldsmith, be worth only the market 
price of the metal. As a symbol of R-W service and 
quality an R-W trademark has a value to the user of 
R-W products not restricted to dollars and cents. 


For.45 years the Richards-Wilcox trademark has rep- 
resented the highest quality of workmanship, the finest 
materials, and the most economical and satisfactory 
method of handling doors. 


This trademark stands for the solution of every doorway 
problem—house, elevator, barn, industrial, fire and garage. 
Every door equipped with R-W hangers slides right. 
Joined to good products is good service—alert, practical, 
helpful. There’s an R-W branch near you—or write our 
Engineering Department for all the co-operation you need 
to make doorways serve as doorways will when properly 
equipped. This service—symbolized by the trademark 








—is without cost or obligation. 

















AURORA, ILLINOIS, U.S. A. 


New Orleans 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis : 
Jetroit 


Chicago Minneapolis KansasCity Los Angeles SanFrancisco Omaha _ Seattle 
Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON,ONT. - Winnipeg 
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LAWN MOWERS.—In this line sales 
to dealers have been fairly good, and 
deliveries on spring orders are now 
being made. 
We quote from Cincinnati jobbers’ 
stocks: 


Cheap Grade.—12 in., .85 each; 
14 in., $5.15 each; 16 in., $5.45 each. 


Ball Bearing.—14 in. medium grade 
$8.15 each; 14 in., good grade, $9.25 
each; 14 in., best e, $11 each; 
. $8. '50 each; 16 
in., good grade, $9.75 ‘each; 16 in., be 
grade, $11.50 each; 18 in., ne 

e, $8.85 each; 18 in., good grade, 
— each; 18 in., best grade, $12 
each. 


LAWN RAKES.—Retailers are stock- 
ing this item at a fairly satisfactory 
rate. 


We quote from Cincinnati jobbers’ 
stocks: 


Wire lawn rakes, $6.75 per dozen; 
wooden lawn rakes, $6.50 per dozen. 
NAILS.—Business has been rather light 

in the past two weeks. 
We quote from Cincinnati jobbers’ 
stocks: 
Common wire nails, $2.95 per keg; 
cement coated nails, $2.95 per keg. 
POULTRY NETTING.—Dealers report 
that this line already is selling in good 
volume, and the spring season promises 
to be about normal. 


We quote from Cincinnati jobbers’ 
stocks: 


Poultry netting, galvanized after, 
60 per cent off list; pouttey netting, 
galvanized before, 60 and 1 per cent 
off list. 
RADIO BATTERIES.—A considerable 
reduction in certain numbers of B bat- 
teries has been announced by local job- 
bers, the new prices to go into effect on 
April 1. In addition, the manufacture 
of a new B battery, to be known as No. 
22308, has been added to the present 
line of merchandise by Cincinnati job- 
bing houses. 
We outs from Cincinnati jobbers 
stocks: 


n 
Unit In Unit 


Seana Each Each 

$0.40 $0.35% 
B o 1.05 0.97 
i Sx 1.22 1.14 
“Bl 1.40 1.30 
me Ned 1.40 1.30 
wi See 1.93 1.79 
ac 2.53 2.33 
ox ee .06 1.92 
is 3.00 2.80 
my 3.58 3.33 
Se. 0.28 0.26 
phe! .. 0.42 0.39 
m hye . 0.59 0.55 
no ge 1.22 1.14 





Note.—Nos. 5156, 5308, 2308, 10308, 
21308. “6360, so and 5156 are in unit 
packages of 5. Nos. 4156, 2156, 2158 
and 2370 are in unit packages of 10 
No. 6 is in a unit package of 50. 


RAKES.—Sales have been of fair pro- 
portions. 


We quote from Cincinnati jobbers’ 
stocks: 

True-tempered grade 12-tooth 
rakes, $9.12 per doz.; 14-tooth, $9.84 
per doz.; 16-tooth, $10.56 per’ doz.: 
competition grade, 12-tooth rakes, $5 
per doz.; 14-tooth, $5.25 per doz.: 16- 
tooth, $5.85 per doz. 


ROOFING MATERIAL.—Jobbers are 
offering a variety of roofing material 
to the retail trade, and dealers are 
stocking rather heavily in anticipation 
of good business. 
We quote from Cincinnati jobbers’ 
tocks: 
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Roofing Paper. — Light a. 
$1. 10; medium standard, $1.35 
tandard, $1.60; light giioldtast. ve 36: 
median ‘Holdfast, $1.60; heavy Hold- 
fast. $1.90; red. and gteen slate 
face, $2.10. 

“Rooting Coating.—Coal tar, refined. 
in barrel lots per gal.; in half 
barrel | lots, 28c, per ‘gal.; coal tar, 
crude, in barrel lots, 24c. per gal.; in 
half-barrel lots, 27c. per gal. 

Roofing Cement.—Liberty elastic, 1 
Ib., 12c.; in 5-lb. cans, 94%c. per. Ib.; 
in 10-Ib. cans, 9c. per Ib.; in 25-lb. 
cans, 8c. r lb. Certain-teed ce- 
ment, 36 Ib. to the case, $4.25 per 
case; in 5-lb. cans, 12 cans to the 
box, 8%c. per lb.; in 10-lb. cans. 6 
cans to the box, 7%c. per Ib. 


ROPE.—Shipments from local ware- 
houses have been in good volume. 


We quote from Cincinnati jobbers’ 
stocks: 


a. pope, 23%c. a lb.; sisal rope, 
14%c. al 


SANITARY PRODUCTS.—Business in 
these commodities has continued to be 
good. 


We quote from Cincinnati jobbers’ 
tocks: 


Desolvo special pipe cleaner, 10 oz. 
size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2.15 per doz.; 
and in gross lots, $2 per doz. Desolvo. 
triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in gross lots, $3.50 per 
doz. Desolvo, triple strength, in 2 Ib. 
cans, case of 1 doz. cans, $7 per doz., 
and gross lots, $6.50 per doz. 

Kloset Klean, 22 oz. size, less than 
case lots, $2.25 per doz.; case of 2 
doz. cans, $2.15 per doz.; gross lots, 
$2 per doz. 

Tubola, 12 oz. cans, less than case 
lots, $2.25 per doz.; case of 2 doz. 
cans, $2.15 per doz.; gross lots, $2 
per doz. 

Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per at., 
and dozen quantity, $1.75 per at. 

Presto Products.—Oil soap, 16 oz. 
size, $2.60 per dozen; bowl cleaner, 
22 oz. size, $1.85 per dozen; pipe 
opener, 16 oz. size, $2 per doz.; tile 
and porcelain cleaner, 16 oz. size, 
$1.20 per doz.; Met-L-Shyn, 8 oz. size, 
$3.66 per doz.; .; Silvershyn, 4% oz. 
size, $1.80 per doz.; Waterless cleaner, 
2 pt. size, $5.40 per doz.; same, 5 pt. 
size, $9 per doz.; Window cleaner, 6 
oz. size, $3.60 per doz.; same, 12 oz. 
size, $5.40 per doz.; Presto Lustre, 
6 oz. size, $2.60 per doz.; 12 oz. size, 
$4.32 per doz.; 16 oz. size, $5.40 per 
doz., and Dry Cleaner, 8 oz. size, 
$3.60 per doz. 

Hercules tile and porcelain cleaner. 
$2 per dozen; in gross lots, $1.90 per 
dozen. 

Hercules Radiator Stop Leak, 8 oz. 
cans, 1, 2 and 3 dozen cans to a car- 
ton, $4.50 per dozen. 

Hercules boiler liquid, quart cans, 
$2.25 each. 

Econom plumber, drain pipe 
cleaner, $2 per dozen 1-lb. cans. Same 
in 2-lb. cans, $3.90 per doz. The 1-Ib. 
size is packed one, two and three 
dozen to a carton. The 2-lb. size is 
packed in one and two dozen cartons. 


SCREEN DOORS.—Retail dealers are 
fairly well stocked with this item. 


We quote from Cincinnati jobbers’ 
stocks: 
Screen Doors.—No. pei, , -- - 


$25.30 per rong ; No. 5 "$34. 90 i, 
doz.; No $32.10 per ye No. 
315, galvanized, $32.60 per doz. Note 


that all of the above quotations are 
on the size 2 ft. 10 in. x 6 ft. 10 in. 


SCREWS.—In this line there has been 
a moderate amount of business placed 
in the past two weeks. 


We quote from Cincinnati jobbers’ 
stocks: 

Flat head bright screws, 60 and 7 
off list; flat head blue screws, 60 an 
2 off list; flat head brass screws, 

, 10 and 10 off list; round h 
blue screws, 50, 10 and 10 off list; 
round head brass screws, 50 and 16 





off list; bright wire goods, 85 and 25 
off list. 


SHEARS.—Retailers are ordering stock 
in larger volume. 


We quote from Cincinnati jobbers’ 
stocks: 
promes A ee Ser be IIS, $4.20 


ed doz. ; - - ‘ng. : 
92V, $7. ab ‘per ge 0 , $11.45 
r doz.; ; No. 4192F, $15.. per doz.; 
0, 4155F, $31 per doz 
neg! ‘hoers-—8 in, iin, $P30 
pair;, 9 in. per pair; n., 
per pair; lady’s size, No. 100L, 80c. 
per pair. 


SPADING FORKS.—Here is a line 
which has improved substantially in the 
last two weeks. 


We quote from Cincinnati jobbers’ 
stocks: 

Light weight spading forks, $10.80 
er g0z.; heavy grade steel D forks, 
fis, per doz.; heavy grade wooden 

forks, $18.80 ‘per doz.; Jumbo forks, 
$21.12 per doz. 


SPRAYERS. — Shipments to dealers 
have been heavy, and the spring season 
promises to be a normal one. 


We quote from Cincinnati jobbers’ 
stocks: 

Paragon sprayers, 30 and 5 off list; 
in lots of 5 or more, 35 off list. 


VENTILATORS.—The demand from 
the retail trade has been holding up 
well. 


We quote from Cincinnati jobbers’ 
stocks: 

Continental veutliasers, wooden 
type, No. 923, $3. No. 937, $4; No. 
949, $5.50; No. Att $6.05; No. 1537, 
$5.25; No. 1549, $7. 10, and No. 836, 
$3. 36° all prices per doz. 

Continental ventilators, metal type, 
No. 833, $4.60; No. 837, $4.75; No. 
1137, $5. 30; No. 1145, $6.35; No. 1437, 
$6. 96 and No. 1445, $7.80, all prices 
per dozen. 

Diamond E ventilators, all metal 
type, No. 01, $4.40; No. 02, $4.80; No. 
03, $5.60; No. 1, $5. 20; No. 2, $5.60; 

3, 0; og ‘60, and No. 5, 
$8. 40. All diencond prices are per 
dozen. 


WATER COOLERS.—It is too early in 
the season for dealers to buy this item 
in any considerable volume. 


We quote from me 9 jobbers’ 
stocks: 2 gal. cooler, $1.80 each; 
al. conte, e 05 each; v ea cooler, 
$2.40 each; 6 gal. cooler, 2.90 each; 
8 ro cooler, $3.90 each; 10 gal. cooler, 
$5 each; Twentieth Century cooler 
with bottle, No. 50, in mahogany fin- 
ish, $10.80 each; Twentieth Century 
cooler with bottle and stand, No. 

in mahogany finish, $13. "15 “each; 
Twentieth Century cooler ro bottle 
No. 50, in white finish, $11.25 each; 
Twentieth Century cooler with bottle 
and stand, No. 500, in white finish, 
$14.50 each. 


WINDOW SCREENS.—Dealers are 
now in a position to supply their cus- 
tomers with their screen requirements. 


We quote from Cincinnati jobbers’ 
stocks: 

Window Screens.—No. 1833, $4.10 
per doz.; No. 1833 galvanized, 4.25 
per doz.; No. 2433, $4.85 per doz.; 
No. 2433 galvanized, $5 per doz.; 
No. 3037, $6.55 per doz.; No. 3037 gal- 
vanized, $6.85 per doz. 


WIRE CLOTH.—Business continues at 
a fair pace, and shipments made by job- 
bers have been of good volume. 


Pinal quote from Cincinnati jobbers’ 
sto 

12-mesh black cloth, $1.75 per a 
sq. ft.; 12-mesh opal cloth, = 10 
1 . ft.; 14-mesh opal cloth 50 
84. 5 ES ¥ mesh opal "cloth, 
per 100 sq. ft.; 14-mesh bronze 
cloth, P55. 15 oer * 100 sq. ft.; — 
bronze cloth, $5.55 per 100 ‘sa. 
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| The New Genuine 
Universal Vacuum, 




















Hottle to Retail for | 00 


in dozen lots 
PINTS 6 hed and 6 Bine 70¢ 
each 
Package No. 840—The number is the price 


in half d lots 1 ¢ 
QUARTS 3 Red and 3 Blue $1.30 
each 
Package No. 780—The number is the price 
5% discount on orders for 


6 packages, pints or quarts 
or assorted 





A quality product throughout 
—equipped with the regular 
Universal high-grade filler and 
patented spring shock absorber, 
attractively finished in a choice 
of two beautifully colored 
enamels—Cardinal Red and 


Peacock Blue. A welcome boon 














for your spring trade. 


Landers, Frary & Clark, New Britain, Conn. 
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Slight Improvement Reported by Jobbers 
Serving New York Trade Territory 


NEW YorRK, March 27.—Jobbers serving this territory report a slight 
improvement in business during the past week. They feel that con- 
tinued increase in sales may be expected, not quickly but steadily. 
Prices generally are firm though there is rumor of some competition 


on certain spring lines. 


The trade feels that the hardware business needs a prolonged period 
of warm weather to stimulate the proper demand for spring goods. Re- 
tailers are displaying steel goods, seeds and kindred seasonal lines. 
Consumer buying on spring merchandise has only been fair to date, but 
as mentioned previously will undoubtedly show more activity with warm 


weather. 





BATTERIES.—Local jobbers announce 
a reduction on two popular numbers of 
radio B batteries. These are on No. 
772 and No. 770. They also announce 
the introduction of a new Layerbilt 
number, 485, which is priced lower than 
the well known No. 486. Prices shown 
here include the new quotations, which 
become effective April 1. 

JOBBERS’ tte fae ze RE- 
TAILERS, F.O.B. 

Dry cells, No. ry pe tenenny 
32%c.; No. 7111, same type, 
each. 

Hercules, No. 6 ignition type, 23c. 
each in lots of 50. 

B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.06 each; in units of 5, 
$1.92 each; heavy duty vertical type, 
No. 770, $3.00 each; in units of &, 
$2.80 each. Layerbilt No. 486, $3: 59 
each; units of 5, $3.33; New Layerbilt, 
No. 485, $2.53 each, in units of 5, $2.33 
each. 

BUTTS.—Jobbers report that leading 
manufacturers withdrew prices on 
wrought hardware effective March 19 
and that the general line of butts and 
hinges will be advanced approximately 
5 per cent. Further details should be 
available next week. 


BOLTS AND NUTS.—Demand is nor- 
mal, with prices unchanged. Stocks 
appear ample. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK. 


Carriage bolts, 50 and 10 off list. 
Case bolts, 60 per cent off list. 
. Stove bolts, 75 and 10 per cent off 
8 


Machine bolts, % by 6 and smaller, 
50 and 10 off list; larger to 1 by 30, 
- gaa cent off list; 1% to 1%, 30 off 

st. 


50 and 10 off list. 
Step 


type, 
35 4c. 


Coach screws, 
Case bolts, 60 per cent off list. 
bolts, 50 per cent off list. 

CARPET SWEEPERS.—Demand is 
better and should be more active due 
to spring cleaning selling campaigns. 
Prices are the same. Local stocks ap- 
pear adequate. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0.B. NEW YORK. 

Carpet sweepers, Standard, $3 
Universal, apanned, 3.50 
Universal, nickel plated, $3.83 
Grand Rapids, japanned, $3.67 
Grand Rapids, nickel plated, $4 
Elite, $5 each; Princess, $4.17 

and American > ere" $4.50 
Sterling, $2.10 each 

CLOCKS.—Prices are the same, with 
the demand moderate. Stocks are con- 


sidered satisfactory. 


each; 
each; 
each; 

each; 
each; 
each; 
each; 





JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK. 
Alarm clocks, Big Ben, $2.29; same 
luminous, $3.16; Baby Ben and Baby 
Ben luminous ‘take same respective 


gg Ben Hur, $1.76; same lumin- 

ous, 3 
Black Bird, luminous dial, $1.76. 
Blue Bird, $1.22. Sleep Meter, 4 
0 


Jack-O- Lantern, luminous dial, 
American, $1.05. 
Auto clocks, Westclox, plain, $1.76; 
same luminous, $2.46. 
Prices are each. 


HOSE REELS.—Demand is fair and ex- 
pected to be quite active soon. Prices 
are firm in this market. Stocks are 
satisfactory. 

NAILS.—Fairly good demand reported. 
Expected to improve. Prices are fairly 
even in this section, with stocks ade- 


quate. 


JOBBERS’ QUOTATIONS al RE.- 
TAILERS, F.O.B. NEW YOR 

Common wire nails, oright, - $4.25 

alg keg: 6d, $4 per keg; d, $3.85 per 

$3.75 per keg. Common wire 
— hy poke doy 4d, $6.75 per keg; 
6d, $6.50 per keg; 8d, $6.35 per keg, 
and 10d, $6.25 per keg. 

Wire box nails, smooth, 4d, $4.45 
per keg; 6d, $4.10 per keg, and 8d, 
$3.95 per keg. Wire finishing nails, 
bright, 4d, $4.95 per keg; 6d, 4.35 
per keg; 8d, $4.10 per keg, and 10d, 
$4 per keg. Wire finishing nails, gal- 
vanized, 4d, $7.45 per keg; 6d, $6.35 
er keg: 8d, $6.60 per keg, and 10d, 
6.50 per keg. 


RADIO TUBES.—Sale is steady in this 
section, with prices unchanged. Local 
wholesale stocks are ample. 


JOBBERS’ se typ ty a A RE- 
TAILERS, F.O.B. NEW Y 
nbtgg 
$4.00 











" Dealer 
$2.80 
1.05 


2.45 
1.40 


CX300A 


ts 
—_ 


Wi ioiohsinminmnins 





SOBOMSMAAMNHonN 





SASH CORD.—Jobbers have not wat | 
followed the recent advance of 2 cents 
per pound on sash cord which was made 
by manufacturers. Demand is fairly 
good. Local stocks are apparently 
adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK. 
Sash cord, Samson spot No. 8, 70c. 
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to 72c.; Aetna No. 8, 3lc., and Phoe- 
nix No. 8, 38c. to 39c. 
No. 7 is 1c. higher and No. 6 is 3c. 


higher on all brands. 
SCREWS.—Demand is moderate, with 
stocks adequate. Prices are the same. 


JOBBERS’ oe tet tthe TO RE- 
TAILERS, F.0O.B. NEW YORK. 
Wood Screws, flat head, bright iron, 
50-10-10 round heads, blue, 45-10-10, 
round head, iron, nickel plated, 27%- 
10-10; flat head, galvanized, 20-10-10; 
flat head, brass, 45-10-10; round: head, 
brass, 40-10-10.. These discounts ap- 
ply to new standard screw lists. 
Machine screws, flat and round 
head, iron 75 per cent off list. Same 
fillister head 75 per cent off list. 
Machine screws, flat and round 
head, brass, 70 per cent off list. Same 
fillister head 70 per cent off list. 


SANITARY PRODUCTS.—Fairly good 
demand is reported, with prices the 
same. Local stocks are adequate. 


JOBBERS’ QUOTATIONS ag RE.- 
TAILERS, F.0.B. NEW YOR 
Economy plumber, Pa pipe 
cleaner, $2 per dozen 1-lb. cans. Same 
in 2-lb. cans, $3.90 per doz. The 1-lb. 
size is packed one, two and three 
dozen to a carton. The 2-lb. size is 
packed in one and two dozen cartons. 
Desolvo special pipe cieaner, 10 oz. 
size, less than case lots, $2.25 per 
doz.; case of 3 doz., $2.15 per doz.; 
and in gross gs $2 per doz. Desolvo, 
triple strength, 16 oz. size, case of 2 
doz. cans, $4 per doz.; half gross lots, 
$3.75 per doz.; in gTOSs lots, Me" = per 
doz. esolvo, triple strength, 2 Ib. 
cans, case of 1 doz. cans, $7 Joe doz., 
and gross lots, $6.50 per doz 
Kloset Klean, 223 oz. size, scab than 


case lots, $2.25 per doz.; case of 2 
doz. cans, $2.15 per doz.: gross lots, 
$2 per doz. 


Tubola, 12 oz. cans, less than case 
case of 2 doz. 


lots, $2.25 per doz.; 
cans, $2.15 per doz.; gross lots, $2 
per doz. 


Chaco boiler liquid, single quarts, 
$2.50; half dozen quantity, $2 per at., 
and dozen quantity, $1.75 per qt. 

Presto Products — Oil soap, 16 oz. 
size, $2.60 per dozen; bowl cleaner, 
22 oz. size, $1.85 per dozen; pipe 
opener, 16 oz. size, $2 per doz.; tile 
and porcelain cleaner, 16 oz. size, 
1.20 per doz.; Met-L-Shyn, 8 oz. size, 
3.6% per doz. ; Silvershyn, 4% oz. 
size, $1.80 per doz.; Waterless cleaner, 
2 pt. size, $5.40 per doz.; same, 5 at. 
size, $9 per doz.; window cleaner, 6 
oz. size, $3.60 per doz.: same, 12 oz. 
size, $5. 40 per doz.; Presto Lustre, 
6 oz. size, $2.60 per ‘doz.; 12 oz. size, 
$4.32 per doz.; 16 oz. size, $5.40 per 
doz., and Dry Cleaner, 8 oz. size, 
$3.60 per doz. 


SPRING GOODS.—Dealers are display- 
ing steel goods, seeds, garden hose and 
kindred seasonal spring lines. Consumer 
buying has been light to date, but will, 
it is said, show more activity when 
warmer weather continues. With few 
exceptions prices are fairly even in this 
section. 


JOBBERS’ eau vor tg RE- 
TAILERS, F.0.B. NEW 


Garden iio 


Ladies, garden hoes, 5 


steel blade, solid shank, 4 
63 1-6c. each. 

Meadow hoes, forged steel blade, 19 
gage, polished and bronze_ socket 
shank, 4% ft. handle, 93c. each. 

Nursery hoes, forged steel blade, 
polished and bronzed, solid shank, 
4% ft. handle (ash), 7 in. blade, 
814c. each. 

Onion hoes, square top, polished 
forged steel blade, 7 x 1% in. bronze 
finish, 4%4 ft. handle, 81%4c. each. 


in. forged 
ft. handle, 
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asuse BINS / 


Dependable Sales DependableService 


WILCOX 


Dependable Hardware 


HERE the service is severe; where 
breakages would be costly and 
defects fatal, WILCOX - CRITTENDEN 
Sea-Seasoned hardware is selected 
©) because it has stood the test... . 
G Q 81 years of dependable MARINE 








hardware manufacture — a field 
where strength and quality is all- 
important —is our guarantee of the re- 
liability of the many industrial and 

(9) general hardware items we manu- 
facture... GQ Call on us—through 

your jobber— for your new supply of 
drop forged steel turnbuckles, chain 
&, repair links, eye hoist hooks, wire 
ropesockets, clipsand thimbles, line 
cleats, etc. All items may be had black 
or galvanized by hot dipped —" 


NOTE: Why not put in our special ‘ 
assortment of fittings for Outboard 
; Motor Boats? A field 3000 live 
| hardware merchants are finding ex- 
ceptionally profitable... You can 
cash in on this popular demand : 
, with an investment of less than $100. } ja 











COMPLETE HARDWARE EQUIPMENT for ail 
types of boats and many industrial uses. 
10,000 filled bins of sea-seasoned 
merchandise insures prompt delivery. 











6 x, 
WILCOX, CRI PTENDEN & CO.. INC. 
77 SOUTH MAIN STREET ~, MIDDLETOWN, CONNECTICUT a 
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Garden hoes are packed 12 in a 
bundle. 

Warren type hoes, 86c. each. 
Scuffle type hoes, 81c. to 92c. each. 


Mortar Hoes 


Polished forged steel blade, bronze 
finish, solid shank, 6 ft. ash handle, 
9 in. blade, $1.09 each. Same with 
2 holes and 10 in. polished steel 
blade, $1.09 each. 

Mortar hoes are packed 12 in a 


bundle. 
Steel Rakes 


Light weight, black finish, ash 
handle, 12 teeth, 46c. each; with 14 
teeth, 50c. each; with 16 teeth, 51%c. 
each. 

Medium bronze finish, straight 
teeth, 5 ft. ash handle, 12 teeth, 
Tic. each; 14 teeth, polished, 83%c. 
each; 16 teeth, 871%. each. 

Steel bow rakes, curved teeth, pol- 
ished bronze head, 5% ft. ash handle, 
16 teeth, $1.09 each; with 14 teeth, 
$1.02 each. 

Rakes packed 6 in a bundle. 


Cultivators 


Floral cultivator, adjustable 3 
forged steel prongs, malleable iron 





socket, enamel finish, ¢ ft. ash han- 
dies, 60c. each; same with 5 forged 
steel adjustable prongs and 4% ft. 
ash handle, 85%c. each. 

Packed 6 in a bundle. 


Potato Hooks 


Solid steel, goose neck, black and 
gold finish, 4% ft. handle, 5 round 
tines, $1.03 each. Same, with bent 
head, polished and bronze finish, 4 
angular black tines, 96%4c. each. 

These are packed 12 in a bundle. 


Manure Forks 


Strapped ferrules, oval drop forged 
tines, selected D ash handles, 4-12 
in. tines, bronze finish, $1.71 each. 
Same, 5-12% in. tines, $1.89%4 each. 

Strapped ferrules, drop forged oval 
tines, polished and bronzed with 4 ft. 
ash handles, 4-12 in. tines, $1.56 each. 
Same with 56-12% in. tines, $1.90 
each. 

Heavy mill or street forks, strapped 
ferrules, bronze finish, wood D han- 
dle, with 4 oval 15 in. heavy tines, 
$2.17 each. All of these manure 
forks are packed 6 in a bundle. 





Hay Forks 


Strapped ferrule, selected ash han- 
dies, bronzed and polished, 3 oval 12 
in. drop forged tines, with 5 ft. bent 
handle, $1.15% each and with 6 ft. 
bent handle, $1.39 each. 

Hay forks are packed 12 in a 
bundle, 

Five per cent off all prices on 
spring goods in bundle lots. 


VENTILATORS.—Fair demand is re- 
ported. Prices are the same. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK. 
Continental ventilators, wooden 
. $3.65; No. 937, $4.00: 
949, $5.50; No. 959, $6.05; No. 

1537, $5.25; No. 1549, $7.10, and No. 
836, $3.35, all prices per dozen. 
Continental ventilators, metal type, 
No. 833, $4.60; No. 837, $4.75; No. 
1137, $5. 30; No. 1145, $6. 35; No. 1437, 
$6. 96, and No. 1445, $7.80, all prices 
per dozen. 

Diamond E ventilators, all metal 
type, No. 01, $4.40; Be. 02, $4. ;50; *S: 


6.40; No. 4 , $7. 60, and No. 5. 
prices are per 





Remington Uses Kleanbore in All Metallic Cartridges 


The Remington Arms Co., Inc., 25 Broad- 
way, New York City, interested the shoot- 
ing world in 1926 with the announcement 
that its ballistic engineers had developed a 
non-corrosive priming mixture for rim-fire 
ammunition which absolutely prevented 
corrosion, rust and pitting in the bores of 
rifles, pistols and revolvers adapted for the 
rim-fire cartridges, thereby eliminating for 
all time the necessity for cleaning. Within 
a very short time after this announcement, 
the company placed on the market its now 
famous line of Kleanbore cartridges, which 
definitely established its claim as origi- 
nator of this non-corrosive type of metal- 
lic ammunition. 

Announcement has recently been made 
by the Remington company that its entire 
center fire line of revolver, pistol and rifle 
cartridges has been perfected in Klean- 
bore, and the second phase in the history 
of the development of the non-corrosive 
type of ammunition is now complete. This 





will be good news to sportsmen every- 
where. 

Shipments of the new center fire Klean- 
bore ammunition are now being made to 
hardware and sporting goods dealers every- 
where; in fact, for some time past the 
dealers have been accumulating a stock of 
these cartridges without their knowledge, 
as the cartridges were shipped in the old- 
style boxes not marked Kleanbore. On the 
bottom of each box, however, a star ap- 
pears with the usual code mark. This 
means that the contents of- the box is 
Kleanbore Smokeless Powder cartridges, 
and may be sold as such. Some of the 
black powder cartridge boxes may also 
have the star code, but while the Klean- 
bore priming mixture makes them a dis- 
tinctive improvement over the old-style 
black powder cartridges, they do not give 
complete protection to the bore of the rifle 
or pistol. 

Coding the boxes in this manner was 





done to protect the dealers’ stocks of the 
old-style ammunition and to permit him to 
gradually accumulate a stock of the new 
cartridges while working-off the old type; 
thus when the announcement of the new 
Kleanbore development came he would 
have a fairly complete line of Remington 
Kleanbore cartridges .of the new type in 
his stock to meet the demand of the con- 
sumer. In this way hexwould suffer no 
loss from dead stock. The dealer may now 
determine whether he hag Kleanbore car- 
tridges- jn. stock=by simply glancing at the 
bottom “of the box to sex a a9 accom- 
panies the code. 

“Beginnitg ‘April 1, h iesicety" of prac- 
tically ait "Remington catttidges will be 
made in the familiar greensbox, and it is 
expected that by the efid of April the fac- 
tory will be op a production basis suffi- 
cient to-meet fhe enormous deniand from 
sportsmen everywhere for this new and 
wonderful cartridge. 





Basford Camp Stove No. 6 


Hugo Mfg. Co., West Duluth, Minn., 
manufacturing a new camp stove known as 
the Basford No. 6. It is entirely contained 
within the case when packed for a trip and 
when opened, the convenient high legs sup- 





port the stove with its 11 by 22 inch cook- 
ing surface. There are two burners, as- 
sembled as a unit, combining valves, gen- 
erator, burner and tank, making it possible 
to remove for cleaning. The unit is easy 
to handle and there is only one joint be- 





tween the tank and generator, This tends 
to minimize any leaks that rough handling 
might develop. A special shutter regulates 
the flow of oxygen, giving a more intense 
and balanced flame. The large tank is 
equipped with a pressure gage and a sepa- 
rate shut-off for the left hand burner is 
provided. A convenient warming oven 
keeps food hot. 

The case, Windshield and warming shelf 
are made of Armco stamping iron, with a 
khaki enamel finish. 

EE 


Compact and Handy Chisel 


The L. & I. J. White Co., Inc., Buffalo, 
N. Y., recently placed on the market a 
new chisel which is about one-half way 


is 


between the socket butt and the socket 
firmer. It has a 4% inch blade, ground 
thin, a shorter socket and a slightly short- 
er handle. Being compact and handy, it 
can be used for both purposes. 








Color, Trimmed Gas Miideo Flues 
in Color 


Universal Heater Mfg. Co., 4343 Dun- 
can Avenue, St. Louis, Mo., is :manufac- 
turing Universal Gas Range Flues which 
are trimmed in colors to match the pre- 
dominating shades used in kitchens today. 


‘these flues fit any vent opening, either 
round or oval, and are provided with a 
rust proof copper filter. No tools are 
needed for installation. The flues are fur- 
nished with black japan or aluminum 
stacks and trimmed in mandarin red, delft 
blue, apple green, canary yellow, French 
gray or white. These flues permit gas 
rauge ovens to operate at full efficiency 
and at the same time prevent smudging 
vapors from soiling the walls. 
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Branded on 
the handle of 


every genuine 
RUE 
EMPER 


tool 











Operations To Insure 


TRUE TEMPER Ay 
Quality 










HIS simple, True Temper three tine hay fork re- 

quires over 75 separate and distinct operations in 
its manufacture. , 

Beginning as a bar of solid steel, the head is forged in 

special rolls by many passes before it is shaped, and 

then it must be ground, oil tempered, finished and in- 

spected before it can be labeled True Temper. 

It takes nearly two years to make, the handle from 

selected white ash—two years in airing, seasoning, work- 

ing, finishing and waxing before the finished handle can 

be applied to the tool. 

This is one of the reasons why True Temper means: 

“The best tool that can be made—in design, in quality 

and in workmanship.” 

It is a talking point that helps you sell more tools when 

you can offer your customers the True Temper line. 


The American Fork & Hoe Company 
General Offices: Cleveland, Ohio 


Makers of Farm and Garden Tools for over 100 years. 


IRUE TEMPER 748"4%° IDOL 
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A Low Price Porcelain 
Lined Refrigerator 


This new Challenge Wolverine has the right 
combination of features and price to make you 
many profitable refrigerator sales this coming 
season. It combines the convenience and cleanli- 
ness that only a porcelain lined box can give, with 
a price that is moderate and within reach of the 
families of slender incomes. The Wolverine is 
reliably built, in every way, of good materials. The 
case is made of hard, clear, kiln-dried ash, with 
multiple wall insulation, including corkboard and 
Cabot quilt. It possesses the same scientific air 
circulation as on our most expensive boxes, has 
a full size ice chamber and extra capacity pro- 
vision chambers. Write us for details. 


. 


CHALLENGE REFRIGERATOR COMPANY 
GRAND HAVEN, MICHIGAN 


One of the Oldest and One of the Largest 
Refrigerator Factories in America 











Good Will Tour Built Trade 


(Continued from page 62) ‘ 


for carrying this to the loud speaker upon the sides of 
the car. This was connected through amplifiers. The 
truck also carried a phonograph which was also con- 
nected to the same speaker and transmitted electrically. 

As soon as the band had rendered its program a 
member concealed in the covered part of the truck would 
make a speech to the community addressing jokes to the 
club members, play a number or two upon the phono- 
graph. Certain pieces of music were through the court- 
esy of one of the local Medina merchants. 

After this had been started merchants would move 
about the gathering and distribute souvenirs to the people 
and many useful gifts were handed out at each stop in- 
cluding many samples from one of the local drug stores 
and other stores whose merchandise warranted samples. 
Boxes of souvenirs sufficient for the pupils were left in 
boxes at the schools. 

Huge signs “Make Medina your Trading Center” 
were posted along the route and considerable sign post- 
ing was carried on. The schedule called for a pavement 
dance in the evening and a parade of the townspeople 
upon their return although rainy weather prevented this. 

The whole cost was assessed to members of the club 
which included banners, flags, and advertising. The 
noonday meal was served by a church society in one of 
the towns they were passing through. The whole trip 
covering over two hundred miles cost a little over four 
dol ars including the cost of the noon meal. 


Verified News of Retail Stores 
WESTERN 


Vern Stock Hdwe. Store, Sheldon, N. D., recently suffered a serious 
loss through fire. c 

W. H. Welling & F. C. Mehl have opened a hardware store at Indian 
School Rd., and 3rd St., Phoenix, Ariz. They also have a store at Van 
Buren and 2nd Sts., Phoenix. 

B. J. Jarrett Hdwe. Co. have succeeded to the Ezra W. Thayer Hdwe. 
Co., at 124 E. Washington, in Phoenix, Ariz. 

Erwin-Stokes Hdwe. Co., Batesville, Ark., has taken over the business 
of the Erwin-Craig Hardware Store. 

M. Vise has opened a retail store in Cabot, Ark. 

Lofton Hdwe. Co. has been opened by O. L. Lofton on Main St., 
Dierks, Ark. 

Famous Hdwe. Co., Springfield, Ark., is remodeling the store and will 
build a 20 foot addition. 

Walter A. Hucke has taken over the business of Harry F. Russell, 
at 6215 College Rd., Oakland, Ca 

Holser & Bailey of Santa Maria, Cal., are erecting an addition to their 
store. 

George Helmer has succeeded to the business of G. A. R. Cassie in San 
Leandro, Cal. 

Lowell Hdwe. & Implement Co., Loveland, Colo., is now conducting the 
business of Ferguson & Sons, Inc., of that place. 

Huyser Bros., Pueblo, Colo., have finished remodeling their store, which 
had been damaged by fire. 

Daviess Hardware, Nampa, Idaho, has succeeded the Nampa Hard- 
ware Co. 

R. L. Culley has taken over the business of I. W. Creasey Hardware & 
Furniture Co. in Rupert, Idaho. 

Frank Yarnell and Charles Harrison are now conducting the business 
of E. M. Logan in Morrill, 

J. & R. Blankenfeld have succeeded the Whipple Hardware Co., 
Niobrara, Neb. 

P. H. Pettygrove, Hardware, is conducting the business of Pettygrove 
Bros. in Oxford, Neb. 

St. Paul Cash Hardware Co. have succeeded J. P. Johnson & Son in 
St. Paul, Neb. 

Panter Bros., Wilber, Neb., have succeeded Dunder & Kach of that 
place. 

Adams-Connolly Hdwe. Co., Devils Lake, N. D., reports that Fred 
Scott has purchased the interest of J. Q. Adams in the business. 

Mansfield Hardware Co., has succeeded C. P. Kopplin, in Tuttle, N. D. 

Harrover & Treece have bought out the stock of T. W. Lemmon Hdwe. 
Co., in Alva, Okla. 

Schulze-Abercrombie Hdwe. Co., is now conducting the business of 
T. M. Lumly Hdwe. Co., in Cushing, Okla. 

Wm. Rosenberry has succeeded the Cummings-Rosenberry Co., in 
Goltry, Okla. 

Carmeen-Reynolds Hdwe. Co. have taken over the business of the 
Colvin Hdwe. Co., in Okmulgee, Okla. 

Stockyards Saddlery Co., Oklahoma City, Okla., have added a line of 
general hardware. 

B. & O. Cash Store, Temple, Okla., recently suffered a slight fire loss. 

J. E. Farley has succeeded J. S. Farley, in Milbank, S. D. 
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The section in which the Feinman store is located permits the 
display of seasonable merchandise on the sidewalk. 


Feinman Brings in Extra Sales by 
Expert Repair Work 


HEN Maurice T. Feinman leaves his busy 

hardware store at 1413 Nostrand Avenue, 

Brooklyn, N. Y., and goes out to repair a 
vacuum cleaner cord or change a tire lock, he often comes 
back with an order for a dozen electric light bulbs or an 
assortment of paints and brushes. More than once has 
he jumped into the faithful flivver and driven eight or 
ten miles to another part of the city, to do a job for a 
man who has heard of his ability in electrical repairing 
and installation, also all types of odd jobs. Then when 
he gets to the job, it does not take him long to discover 
what is wrong, for he has the faculty of detecting trouble 
and making things right, 

While he is working, he looks around and notes a 
broken electric connection, a rusted faucet or missing 
bulbs in a fixture, etc. He suggests improvements and 
nine times out of ten departs with an order for mer- 
chandise. His “black book” which is kept on the 
counter of his store, has recorded hundreds of similar 
cases each week of the year. 

For each installation or repair a service charge is 
rendered at the rate of $2 an hour for time, plus ma- 
terials. This charge is never disputed for the amount 
is lower than could be obtained elsewhere. 


Mr. Feinman was formerly employed by a large insur- 
ance company and after that by an electrical repair shop. 
His ability to “fix things” coupled with a broad under- 
standing of electric installation, stirred him to capitalize 
on these points. He went into business for himself, 
opening the Flatbush Hardware & Electric Co. about 
two years ago. It is on a busy commercial street which 
bisects a thickly populated residential area. 

The store is not very large but is filled with mer- 
chandise that sells. There is no room for too large a 
stock and while he does not carry as much merchandise 
as do some stores of similar size, his stock turnover is 
very rapid. Radio accessories and electrical supplies are 
always in the window and on display in the store. Tools, 
housefurnishings, paints and implements are among the 
best sellers, contributing a good percentage of the yearly 
sales volume. 

Mr. Feinman’s convincing personality and ability to 
serve his customers are his great assets. 
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A Real Good Lacquer 
Sprayer Priced for 
Large Volume Sales! 


Here’s an excellent chance to net an extra 
profit on the annual spring rejuvenation of the 
home when porch furniture, garden furniture 
and many items of household furniture, to- 
gether with many a family car will acquire a 
new coat of lacquer or paint. 


People have got the spraying idea. They know 
that it is infinitely easier, quicker and more 
convenient than brushing, and the Lowell Lac- 
R-Spray meets the demand for a good, low 
priced lacquer sprayer as no other equipment . 
does. It functions perfectly—throws fine or 
coarse spray as desired, and costs no more than 

a good brush. 


Capitalize to the full extent on the big de- 
mand for lacquer sprayers this spring by 











stocking the Lowell Lac-R-Spray at once. 
If your jobber can’t supply you write us 
direct for proposition. 


) Oe > on 


SPECIALTY CO. 
LOWELL, MICHIGAN 








Your Legacy! 


a D in the pocket of a ragged old coat that 
belonged to one of the insane patients in the Chicago 
poorhouse was a will, part of which reads: 

Item: I give to good fathers and mothers, in trust for 
their children, all good little words of praise and en- 
couragement, and all quaint pet names and endearments. 

Item: I leave to children inclusively, but only for the 
term of their childhood, all and every one of the flowers 
of the fields and the blossoms of the woods, with the 
right to play among them freely. 

Item: I devise to boys, jointly, all the useful idle 
fields and commons where ball may be played, all pleas- 
ant waters where one may swim, all snow-clad hills 
where one may coast. 

Item: To lovers I devise their imaginary world, 
with whatever they may need... . 

Item: To young men jointly, I devise and bequeath 


| all the boisterous, inspiring sports of rivalry. ... 


Item: And to those no longer children or youths or 
lovers, I leave memory. . . . 

Item: To our loved ones with snow crowns, I 
bequeath the happiness of old age, the love and gratitude 
of their children until they fall asleep. 

And was he so poor and insane? Did he not live in a 
world which was richer than that in which we move about 
freely? To each of us he bequeathed something: let us 
not bury our talent.—Slices. 


The Smile in Your Voice 
By Charles Elbert Whelan 


Keep the smile in your voice, 
As the day wears through, 
For others have problems 
As well as do you. 
It may be their worries 
Have caused their upset. 
Keep the smile in your voice, 
And you'll never regret. 





Keep the smile in your voice, 
' Though the world looks awry, 
And it seems all storm clouds 
, Have massed 4n your sky. 
Make your own silver lining 
To lighten the gloom: 
Keep the smile in your voice 
And ’twill brighten your room. 


Keep the smile in your voice: 
See the grouches you kill 
With a soft word and cheerful, 
Brought out by your will, 
In atmosphere cheering 
The grouches won’t live. 
Keep the smile in your voice! 
Watch the pleasure you give. 


Boosting Sales of Mowers 


A Pittsburgh suburban hardware dealer built up a big 
sale of lawn mowers every spring by keeping a record 
of all mowers sold. Every two years this dealer sends a 
letter to the buyers of mowers giving his list of prices 
and styles. Most mowers are beginning to show wear at 
the end of two or three seasons and replacement is in 


order. 
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Coming Hardware 
Conventions 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
AND SOUTHERN HARDWARE JoOBBERS’ ASSOCIATION 
Jotnt Convention, Edgewater Gulf Hotel, Edgewater 
Park, Miss., week of April 16, 1928. Charles F. Rock- 
well, secretary-treasurer, 342 Madison Avenue, New 
York City. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
rion, Hotel Marion, Little Rock, May 15, 16, 1928. 
L. P. Briggs, secretary, 815-816 Southern Trust Build- 
ing, Little Rock. 

HARDWARE ASSOCIATION OF THE CAROLINAS CONVEN- 
TION, Charleston, S. C., June 5, 6, 7, 1928. Arthur R. 
Craig, secretary-treasurer, 804-806 Commercial Bank 
Building, Charlotte, N. C. 

LouIsIaNA RETAIL HARDWARE IMPLEMENT AsSO- 
CIATION CONVENTION AND EXHIBITION, New Iberia, 
June 4, 5, 6, 1928. S. H. Sale, secretary, Shreveport. 

Mississippi! RetTaiL HARDWARE AND IMPLEMENT 
ASSOCIATION CoNVENTION, Edwards Hotel, Jackson, 
June 12, 13, 1928. Guy Nason, secretary, Starkville. 


MINNESOTA RETAIL HARDWARE ASSOCIATION 


Con- | 


| 7 MINGES 








VENTION, February 19, 20, 21, 22, 1929. Place to be de- | 


cided later. 
at Twenty-fourth Street, Minneapolis. 

HARDWARE ASSOCIATION COoN- 
June, 1928. H. P. Sheets, secre- 
Washington Street, Indianapolis, 


NaTIONAL RETAIL 
GRESS, Boston, Mass., 
tary-treasurer, 130 FE. 
Ind. 

PANHANDLE 
TION ConveNTION, Amarillo, Tex., 
Headquarters, Amarillo Hotel. 
tary-treasurer, Canyon, Tex. 


HARDWARE AND IMPLEMENT ASSOCIA- 


South Dakota RetatL HARDWARE ASSOCIATION 
ConvENTION, Sioux Falls, February 5, 6, 7, 1929. Chas. 
C. Casey, manager, Nicollet at Twenty-fourth Street, 
Minneapolis, Minn. 


SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT | 
ASSOCIATION, composed of Alabama, Florida, Georgia | 


and Tennessee, Convention and Exhibition, Atlanta, Ga., 
May 22, 23, 24, 1928. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 


SOUTHERN HARDWARE JOBBERS’ ASSOCIATION AND 
AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
Joint Convention, Edgewater Gulf Hotel, Edgewater 
Park, Miss., week of April 16, 1928. John Donnan, 
secretary-treasurer, Richmond, Va. 

Texas HARDWARE JOBBERS ASSOCIATION CONVENTION, 
Houston, April 13, 14, 1928. Headquarters, Rice Hotel. 
LeRoy B. Everett, secretary-treasurer, P. O. Box 117, 
Houston. 


Chas. C. Casey, manager-treasurer, Nicollet | 


A wide range of use is 
found for this popular 
GRIFFIN Fleur de Lis 


Hinge that combines 


April 9, 10, 11, 1928. | 


C. L. Thompson, secre- | 


beauty of design with 


precision in every 


manufacturing detail. 


RIFFIN 


Manufacturing Co 


ERIE. PENNSYLVANIA 
| — Branch Offices. 


New York, 45 Warren St. 
Chicago, 555 W. Randeiph St. 
Bosten, 76 Ba’ mareh. 
San Franeisce, 708 Market St. 
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S-tro-LAC 
‘hour DRYING ENAMEL 


An improved quick-drying finish. Easy to apply. No 
objectionable odor. Most economical because it 
covers better. An article that fully meets the present- 
day demand for a successful quick-drying finish—one 











IAberal Supply of Attractive Ad- 
ote ned matter furnished to our 
ere. 


that you can sell and 
recommend strictly on 
its merits as an outstand- 
ing quality specialty. 


12 attractive colors. In- 
side and outside use (it’s 
waterproof). 


Co-operative Dealer Sales 
Plan, to meet your indi- 
vidual requirements, at 
our expense. Get our 
proposition to Jobbers 
and Dealers at once— 
territory now available. 


Prices and samples on 
request. .Write—or wire 
for quick action. 


COLONIAL WORKS 


225-237 Norman Ave., Brooklyn, N. Y. 
Manufacturers of COLONIAL PAINTS and 
VARNISHES 


BRONZITE—the Permanent Green Paint. 
ADHESIUM—the Remarkable Wall Size. 
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wi “4 Builders’ Hardware 


EAL hand-forged Hardware 

that will appeal to the dis- 
criminating builders. We illus- 
trate three pieces, of Colonial 
design. Others may be had. 
Special pieces made to order on 
short notice. In three finishes: 
Half 
Black. Specify in ordering. 
Forged iron nails supplied for 
all Hardware. 






Polish; Rust; Dead 


No. 587-R_ 11” Rim, Thumb 
Latch, .00 ea. 
No. 5 24” Chimney Brace, 


ea. 
No. 583 21” Offset Hinge 
Strap, $2.70 ea. 


Write for Complete 1928 Oatalog 


The TREASURE CHEST, Asheville, N. C. 











The Man Most Wanted! 


HE man who is most to be wanted for positions 

of trust is the one who does not work for mere 
selfish gain, but for the love of the task. If he does 
his work for love of it, and not out of consideration 
alone for the result, he will serve his own interest best, 
for he will do his work well and thereby make himself 
indispensable to his employer ; and when the time comes 
to choose a man for a higher position, the choice will 
likely fall upon him who has done his work well. 

The new order that is coming to the fore in the busi- 
ness world is looking for the man who will work for 
the satisfaction of work well done—for the joy of 
achievement. For him there are large opportunities. 
—Taft. 


Respect a Frosty Reception 


HAT first minute frost that you encounter so fre- 

quently in calling on prospects usually is nothing 
but a pose assumed to discourage a suspected tendency 
on the part of salesmen to make a morning or an 
afternoon of it. 

A great many prospects who are lacking in courtesy, 
are so because they have found cordiality to salesmen 
costly in time loss. 

Don’t waste time and opportunities resenting chilly 
receptions. Don’t blame the prospect for his attitude. 
Regard it as what it is—a condition created by other 
salesmen who have taken advantage of your prospect’s 
hospitality. 

Holding this viewpoint on curt or cold receptions is 
important. It insures your accepting them understand- 
ingly. It also prompts you to do the essential thing, 
which is to prove as quickly as possible that you are 
not a time-wasting interloper. 


New Revolvo Nail Bin Counter 


The Wellston Mfg. Co., Wellston, Ohio, has produced 
a new type of nail bin-counter, called the Revolvo No. 
NBC-240. The frame is of tee steel and the bins are 
made of roller leveled sheet steel. There are 24 separate 
compartments, each capabfe of holding 120 Ib. of nails. 





The counter top is made of green linoleum bound with 
metal. Each compartment is designed to revolve easily 
as they are mounted on ball bearings. This model is 
finished in olive green enamel. 

Floor space required, 7 ft. by 41 in. Counter is 3514 
in. high, 32 in. wide and 7 ft. long. Shipping weight, 
750 Ib. 
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The Trend in Radio 
(Continued from page 72) 


desire. With the wealth of entertainment and informa- 
tion now on the air, radio is fast moving from the class 
of a luxury to that of a necessity. 

A few years ago some New York financing companies 
were badly hit on radio paper. As a result no finance 
company would handle radio paper for a considerable 
time. A few lines have, however, become so well estab- 
lished that dealers are now able to finance their time 
sales in this way if they desire. 

A change in our merchandising methods during the 
past year has resulted in so much added satisfaction and 
profit to ourselves, as well as being satisfactory to our 
customers, that it may be worth passing on. From the 
time when we began to sell complete radio receivers it 
has been the practice to install outfits in the homes of 
prospective customers in the belief that once the prospect 
had himself begun to use the set he would never see it 
leave his home. One reason or another, possibly poor 
radio receiving conditions or interference frequently 
made it impossible to close the sale, sometimes over a 
period of weeks. 

While a radio was installed only on approval, it was 
very easy for a prospect to find minute flaws and troubles 
which would never occur to him had he purchased the set 
before installation. 

Then, too, some people discovered that they were real 
live prospects for radio just before a national event was 
about to be broadcast and afterward concluded that they 
would wait until radio had been somewhat more per- 
fected! The result was that during the height of the 
season there were sets out on approval scattered all 
over the town and surrounding country and the tendency 
was for salesmen to get so many sets out in this way 
that they could not possibly find the proper time to close 
all the various trades. 

As a result, it was decided to try out the plan of in- 
stalling a set only when it had actually been purchased. 
This, of course, made it necessary that we fit up an 
attractive room in which are displayed the various models 
of receivers and cabinets and in which the radio may be 
dernonstrated. It is not difficult to persuade an enthu- 
siastic purchaser to allow us to bring a prospect to his 
home. 

This plan was working out excellently when the A. C. 
sets came onto the market. Our salesmen then suggested 
the desirability of taking these sets, which can easily be 
carried about and hooked up within a very few minutes, 
to prospects’ homes where an evening’s entertainment 
would be given. If the sale is not closed, the salesman 
brings the set and speaker back with him the same eve- 
ning. Under this plan our sales have shown a marked 
increase and we have much less trouble from dissatisfied 
customers. 

It may be interesting to note that while originally we 
did not expect to make radio sales except during the late 
fall and early winter or until after Christmas, radio now 
sells nearly all the year round, with the low point in May 
and June and the high point about Christmas. 

As to the future of radio, with electric sets and tele- 
vision and with the very remarkable improvements in 
tubes recently announced, the wildest guesses and pre- 
dictions may, in a few years, be considered to have been 
conservative. In view of the figures quoted at the begin- 
ning it seems to us that the hardware trade in general 
might well give more consideration to the opportunities 
in radio. 











Whenever You Sell 
GARDEN HOSE 


Protect your customers by using and 
selling Sherman Wrought Brass Hose 
Fittings. Standard for over 20 years. 
They give everlasting service. 

Take the Sherman Diamond Hose 
Nozzle for example. This nozzle throws 
more water farther than any other. It 
gives a straight stream or a perfect spray 
and shuts off tight. It never drizzles 
or leaks. 


The user is insured against wet feet. 
Made in 34” size only. 
The name 


SHERMAN 


on hose nozzles and hose 
clamps is your guarantee of 
a solid wrought brass coup- 
ling that is rust-proof clear 
through and everlasting. 

Remember we use _ heavy 
wrought brass only. A screw- 
driver is the only tool needed 
to apply. These hose clamps 
can be used over and over 
again. Every size for every 
type of hose. 

Your Jobber can _ supply 
you. If not—write us. We 
also make Brass Hose Coup- 
lings. 


H. B. SHERMAN MFG. CO. 
Battle Creek Mich. 





Diamond Nozzle 





Sherman Hose Clamp 
(Patented) 














EN ST NN eee 
Small 

articles 
on Top 





Nos. 16 and 17 


Double-Duty Display 
Tables 


They double the use of your aisle frontage making more sales 
per square foot of floor space. Just think of it, 108 square feet 
of actual display space in this group of four tables besides plenty 
of storage space below. 

There is a spot in nearly every hardware store where one or 
more of these tables should be in use. The best paying invest- 
ment any hardware store can make. 


HELLER 


Business Building Store Fixtures 
Check the items you are interested in, W. C. HELLER & CO 


tear out this ad and mail it today. 
O New Display O Pennsylvania 700 Bryant St., Montpelier, Ohio 
20 Vesey St., Suite 500, 


Tables Metal Saw Rack 
©) Nail Counters () Display Door 
New York City 
in the margin below. 


Wall Cabinets 
3-29-28 
Write name and address 
Y 


RR, Th, REINO TRT 
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ACME ice cream nczzen 


The ACME FREEZER is the only ice 
cream freezer made in three sizes—pint, 
2-quart and 4-quart, and in 
two styles—bright galvanized 
and enameled-galvanized. Each 
caters to a large and profitable 
market. 






Retail at: 2-qt. Bright Galv., $1; 2-qt. 
and 4-qt. Enam. Galv., $1.25 and 
$2.25; pint ACME Jr., 60c. 





1i40 BROADWAY, NEW YORK.NY 


BUY FROM YOUR JOBBER 


STUDEBAKER 


announces a new 4 Ton 
Delivery Car Mounted 


on the Erskine Chassis 
{ati brakes; 6 upkeep 





balloon tires; low upkeep 
96.5 cu. ft. loading space. 


Offered in Two Body Styles 
Complete Body and Chassis 


Screen $795 Panel $820 


f.o.b. factory 


KEEP YOUR LAWN MOWER SHARP 


Tell this to your customers and make 
an extra profit. The BERGHMAN 
LAWN MOWER SHARPENER is 


correctly. Full nickel plated steel 
body, forged bolt and wing nut, oil 
tempered springs and an abrasive 
stone of the highest quality make the 
BERGHMAN a sharpener your cus- 
tomers will be glad to buy and to 
recommend, Nationally eabeertion’ in 
Better Homes & Gardens and in de- 
mand everywhere. Retails for $1.00. 


Send for sample order of one dozen in attractive display 
box and start selling now. 


N. Y. City Representative—D. M. Feder Berghman Company 
132 Clymer St., Brooklyn, N. Y. 5737 W. Chicago Avenue, Chicago, III. 



















SO-BOSS 


Cow a & Tail Holder 


You, too, can make real money 
by selling the genuine So-Boss 
Cow Hobble. In real demand 
wherever cows are milked. 
Attractive counter display now 
available to dealers. Every 
farmer and dairyman is a 
prospect. 














SIMONSEN IRON WORKS 


SIOUX RAPIDS, IOWA 





















What Roosevelt, Taft and Others 
Thought of the Sherman Law 


(Continued from page 61) 


tention of the legal profession in an organized, as dis- 
tinct from an individual, way is evidenced by these 
excerpts from the 1927 report of the American Bar 
Association’s Committee on Commerce: 


‘The Sherman Law is economic legislation. It can only be 
helpful if it is subservient and not in opposition to economic 
laws. . . . Not only is the Sherman Law economically 
unsound, but its application to individual cases is uncertain. 
The facts constituting unreasonable restraint of trade cannot 
be catalogued. What is clearly an unreasonable restraint of 
trade in one case may in another case be a reasonable re- 
straint. The result of such a state of complicated uncertainty 
is not only to keep men from violating the law; that is, from 
entering into agreements unlawfully restraining trade, but 
to keep men from entering into any agreements restraining 
trade, even though the restraints be reasonable and, therefore, 
lawful. Lawful agreements are commendable. If fear of the 
law keeps men from entering into lawful contract, the public 
interest is violated. The Sherman Law is the basis of such 
a fear to an extent that cannot be overstated. 

‘It is, therefore, something more than a law—it is a power 
beyond the law. It is the view of your Committee 
on Commerce that the country has outgrown the Sherman 


Law a” 
* * * 


The above quotations from this article are well worth 
reading and thinking about. But the complete article 
should be read carefully. The writer especially recom- 
mends that our Senators and Congressmen study this 
very interesting article—so carefully written after much 
thought and research. The Chamber of Commerce of 
the United States could well afffford to buy a supply of 
these Atlantic Monthlies and mail a copy to each of our 
legislators with the suggestion that they inwardly digest 
and absorb and then meditate upon this article by James 
Harvey Williams. 


The Outlook for 1928 in the 
Hardware Trade 
Hope for Those Who Go After Share 


“We believe that the hardware business for the present year 
will compare favorably with the business done last year. 

“The trouble is that we can increase our volume, but when the 
balance is struck we find that additional expense and overhead, 
which are the hardest things to hold down, have eaten up the 
profits. We retailers give super-service to our clients and then 
are asked to sell at chain store prices. 

“The retail hardware dealer must seek some method of secur- 
ing the merchandise he offers either through cooperative buying 
or affiliation with buying agency which will give him a little edge 
on his competitors. 

“This year will show the big mail order and chain stores reach- 
ing out more and more and entering the field in direct competi- 
tion with the retailer—truly it is a battle of the giants and does 
not look so good to the independent retailer. But there is still 
hope for the fellow who is on his toes and goes out aggressively 
after his share.” 

. (Signed) E. M. Heatey, Dubuque, Iowa, Past President, N. R. 

S & 





Aroused to Necessity of Going After Trade 


“It seems to me that we should do as well in 1928 as in 1927 
and perhaps better, for the reason that we are pretty thoroughly 
aroused to the fact that if we want business we have got ‘to go 
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after it’ and also to the fact that we must watch our expenses and 
our manner of doing business. 

“In general, I should expect the profits to be no more than 
last year except as we may alter our course a point or two to 
bring it more nearly a straight one so as to avoid any extra ex- 
pense for deviation. 

“It seems to me that we cannot look for less competition in 
the retail field than we have had, and probably it will be greater, 
as about us there seems to be looming up all the time catalogue 
house retail stores and more chain stores which deal in our line. 

“T do not think we can gain much by adopting the chain store 
method of retailing, unless we are in a smaller center of popu- 
lation like a suburban village, but must look toward specialties, 
which call for greater intelligence on the part of the sales force, 
with a consequent and legitimate greater charge for service.” 

(Signed) D. F. Barer, President, Chandler & Barber Co., 
Boston, Mass. 


Must Hustle for Trade, Says Senator 
Sprowls 


“There will be fair business in 1928 and especially for the 
dealers that are wide awake and do some tall hustling. For the 
last four or five years 80 per cent of the people of this country 
have not been really prosperous. A dozen years ago about 5 
per cent of hardware was sold outside of hardware channels; 
today about one-third of the hardware is sold outside of real 
hardware stores, and at the same ratio of changes one-half will 
be sold by outside sources inside of five years. This means the 
elimination of many stores: the fittest will survive. It takes to- 
day much harder work to increase sales than it did a few years 
ago. 

“Business in 1928 will be fair to those that really hustle for 
trade. Profits will not be better in 1928.” 


(Signed) Sen. Geo. P. Sprowis, Claysville, Pa. 





No Real Reason for Alarm, Says W. McK. 
Reber 


“I cannot see any real reason for alarm—or, in other words, 
that conditions will not be worse than in 1927, as the majority 
of our mills are working in this section and the average farmer 
is in fairly good shape financially. But I do feel that there never 
was a time when it was more important to pay strict attention to 
business, as the competition has become much keener and there 
does not seem to be any let-up as to the number of stores han- 
dling similar commodities. 

“T have recently learned that this whole section has been sur- 
veyed as to the idea of placing a chain hardware. What the re- 
sults were from the survey I have been unable to learn, but do 
not hesitate to say that if the average dealer will pay attention 
to his own business and promote it with the same diligence that 
the chain store does, he has nothing to fear.” 


(Signed) W. McK. Reser, Bloomsburg, Pa. 


Confine Your Reforming 


ALES folks have to be critical in some respects, 
They frequently have to tear down existing ideas and 
prejudices before they can build up a correct concep- 
tion of what they are selling, and what it means to the 
prospective purchaser. 

Be on your guard, though, against butting in with 
opinions that do not concern your proposition. It is 
easy to fall into a way of telling the other fellow how 
to regulate his private affairs, once we get started 
giving advice as regards our proposition. 

Let’s set ’em straight on what we are selling and 
stop there. Your prospect may be as crazy as a loon 
in his views on many subjects, but if you can persuade 
him to sanity as regards your proposition, leave the rest 
of the reforming that may be necessary, to your way 
of thinking, to his family, friends and neighbors. 








Complete Line of Shovels, 
Spades and Scoops 


The Indiana Rolling 
Mill Co. 
New Castle, Indiana 


Affiliated with 
GALESBURG COULTER-DISC CO. 


*“X-tra Quality” 


Galesburg, Ill. 




















Make Your Own Signs, 


Streamers, Price Cards 


You know the value of 
signs and show cards to 
your business, but do 
you know that you can 
make them yourself in 
unlimited quantities, at 
“ad very low cost? 
The STEN- 
CILOR 
enables 
anyone to 
produce at- 
tractive 
signs, show 
cards, 
s t reamers, 
etc., a8 
good and 
often _ bet- 
ter than 
the work of professional sign painters. ‘Let us send you samples 
that will prove this to your own satisfaction. 

Display your stock with Price Tickets, Show Cards, and Signs 
made up-to-the-minute with the STENCILOR—the apparatus 
that was demonstrated and went over big at the Philadelphia 
Hardware Exhibit. The Stencilor is standard equipment with 
chain stores and others. 


















Attach this coupon to your firm letterhead 
Display Material Co., 
774 Grand Ave., St. Paul, Minn. 


Eastern Agents: Display Material Co., 191 Pearl St., N. Y. 

Canadian Agents: Display Card Co., Ltd., Brockville, Ont. 
Send to your nearest office—Please send me without 

obligation a copy of your book “How to Make Signs!” 
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Causes 









The harder the quality of 
steel used in making nails 
the better they are + + + and 
this fact accounts for the 
outstanding superiority of 
American Steel & Wire 
Company’s nails. 

Examine one of our nails. 
Note its clean, sharp point, 
the firm set head show- 
ing ample metal, the well 
punched barbing, the ac- 
curate gauge, and above all 
test that which does not 
appear at first glance—the 











that holds straight in driv- 
ing according to the work 


for which intended. 


American Steel & Wire Co. 


SALES OFFICES 
CHICAGO .- 208 So. La Salle Street SALT LAKE CITY by er? J Bldg. 


CLEVELAND Rockefeller Building NEW YORK Chureh Street 
ETROIT - - Foot of First Street BOSTON - - - - - Statler Bidg. 
CINCINNATI - Union Trust Building PITTSBURGH - - Frick Bidg. 
MINNEAPOLIS—ST. PAUL PHILAD ELPHIA - Widener Building 
Merchants Nat'l Bank es “Bt. Paul ATLANTA - - 101 Marietta 
8T. IOUIs - - live Street WORCESTER - - 94 Grove Street 
KANSAS CITY - “417 Grand Avenue BAL’ rIMOBE - 82 So. Charles St. 
OKLAHO CITY BUFFALO 670 t 
ee First Nat'l Bank Bldg. WILKES- BARRE - Miners Bank Bide. 
BIRMINGHAM Brown-Marx Bidg. *SAN FRANCISCO Russ Bidg. 
ae <2 2 Ss fe ANGELES 2087 z, Slauson Ave. 
- Union and Planters Bank Bldg. *POR’ 1717 — 8t. 
DALLAS - Praetorian oes *SEATTLE 4th. Ave. So. & Conn. St. 





DENVER First National Bank Bi *United States Steel Products Co. 





great strength of the steel _ 





% HAROWARE 





How much of the rent 


i, Do Your 


Window Displays 
Pay: 


Do you use your windows 
merely to let the passerby 
know you sell hardware, 
or do you put them to 
work as “Silent Sales- 
men?” You know a real 
salesman is much more 
valuable than a _ mere 
“Order Taker!” Why 
not put your window dis- 
plays in the selling class? 


Your files of Hardware 
Age describe and picture 
many window displays 
that have made money— 
displays that “Pay the 
Rent” and bring about 
the much sought Rapid 
Turnover. 


Put these ideas to work! 


HARDWARE AGE 
239 West 39th Street 
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“Free Counter Card” 
The Right Way to sell Crown Caps is 
the “Hold-Tite” Way. 
Put them on the open counter. It’s 
a 10c. package that catches the eye of 
every customer. 


**Cash in on the Hold-Tite Way’’ 


Apex Stamping Company 


Dept £3 Riverdale. Ill. 





Ask Your Jobber or Write Us for Prices 





























72% Greater Holding 
Power Than Wire 
Nails. Won’t Split the 
Wood. Heads Stay on. 


Send for Quotations 
READING IRON 
COMPANY 


Reading, Pa. 
Makers of Cut Floor Natls, Rico Hard 
Floor Nails, Large Head Out Foundry, 
Headless Cut Foundry, Black and Gal- 
vanized Cut Shingle, Cut Clinch and 
Hinge Nails. 


READ 
CUT NAILS 








LANDRETH’S 


Garden and Flower Seeds 
Mixed Lawn Grass 


Now is the time to place your order for 
Fall planting for such seeds as Turnip, 
Rutabaga, Spinach, Winter Radish, Col- 
lards, Mustard, Beans, Kale and Mixed 


Lawn Grass. 


1928 CROP 


Before buying for delivery after 1927 crop, send us a 
list of your wants that we may quote you if our traveler 
does not call upon you at 
the proper time. 


We are the oldest Seed 
House in America, this be- 
ing our 143rd year in the 
Seed Business. Had we not 
grown good seeds, given 
good attention to business, 
good service and fair 
prices, we would not have 
existed so long. 


Business Established 1784 


D. Landreth 
Seed Co. 


Bristol, Pa. 














Sell Them 
by the set 





Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 








It isn’t hard. Every mechanic needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, ete. Try it. 

Forstner Bits are the only bits that are not dependent on a center or a 
level to guide them. They cut from the outer rim. The entire surface is 
at work all the time, no jagged ends; every part of the work is smooth and 

ished. They bore their way through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished surface. 

Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 
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Keep Moving 
the Goods 


i 
Countless tons of hardware 
i are regularly hauled from 
‘ Manufacturers’ Plants. On 
i to the jobbers to be shipped 
’ to the dealers—who keep it 
moving to a ready, waiting 
4 market. 


. 
As 
cee TT Fe: ar 


This ready, waiting market 
is stimuleted by the Dealer 

f —largely through the prac- 
tical merchandising stories 
and proven sales creating 
ideas furnished him weekly 
by his trade paper, Hard- 
ware Age. 


' Hardware Age keeps movy- 
ing the goods. 


Hardware Age 


239 W. 39th St. 
New York City 
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Stock up now with Mueller Red Band Nozzles. 
Be prepared to fully satisfy your customers 


while increasing your own profits. Mueller 
Red Band Nozzles sell themselves, 
The Only Nozzle With All These 
Five Features 
1- Forged Brass—stronger and more durable than 
cast or wrought brass. Absolutely leak-proof. 
2. Heavily  ggiaaastaaaaias in appearance and 
3- Made with a band of bright red ‘‘Duco’ around 
the middle—a trademark that customers remember 
and look for. 
4~ Fitted with “‘Neverlose’ rubber washer. It’s 
threaded and can’t get lost. 
5. Packed in attractive counter display—10 nozzles 
to box. 


non-tarnishing. 
This decimal unit makes it easier to 
order, to price, to sell and to inventory, 






Write Us Direct if Your Jobber Cannot Supply You. 





Mueller 


= aD 
TS] ‘en 9 mang *ufye= 
aren > Three 
Generations 
o 
Brass 
Making 


Mueller Brass Company 
Port Huron, Michigan 











The “Ajax” 


REVERSIBLE BEVELED SIDE PLATES 








Construction and appearance are strong selling 
points for dealers who stock “Ajax” Spring Pivot 
Hinges. 

The “Ajax” is made of high grade material and 
has been designed with many important features 
which dealers will find worthy of special mention. 
These include an adjustable tension, alignment de- 
vice, hardened steel roller bearing for piston and 
ball bearing for carrying the weight of the door. 

The reversible beveled side plates present a 
pleasing and neat appearance when applied to the 
door. 

Send for Catalogue No. H 42 


~~(CHICAGO)— 
SPRING HINGES 


Chicags Spring Hinge Company, 


CHICAGO NEW YORK 
U. S. A. 




















Mower slips into 
sharpener without 
being dismantled 








HUNDREDS 
OF 
STORES 
Find Lawn 
Mower 
Sharpening’ 
Profitable 

with the 
“IDEAL” LAWN MOWER SHARPENER 


These stores have come to realize that many first-class 
lawn mowers they sell fail to give good satisfaction sim- 
ply because of improper sharpening. These dealers, 
by installing an IDEAL LAWNMOWER SHARPENER 
and sharpening the mowers themselves, render a much 
wanted service to their customers and make liberal 
profits themselves. 


$1.50 to $2.00 PER MOWER—15 Minutes Work 


Any boy can operate the IDEAL. charge, $1.50 to $2.50 per 
Slip the mower into the IDEAL mower, is mostly profit. 
without dismantling, make a 

few simple adjustments and in The IDEAL SHARPENER re- 
15 minutes the mower is per- quires little space, operates off 
fectly sharpened— every blade _ a light socket, and its first cost 
with a true keen edge. The usual is extremely low. 


Write for prices and full information. 
THE FATE-ROOT-HEATH CO., PLYMOUTH, OHIO 











: 








No. 10 Ball-Bearing 
No. 110 Cone Bearing 
(2-inch wheel) 
2 popular numbers from a complete line of Ball 
Bearing, Cone Bearing and Axle Bearing p 


GRAND RAPIDS 
ALL ~ STEEL 


SASH PULLEYS 


Grand Rapids Hardware 
558 Eleventh St. 
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The box that 
holds trade be- 
cause of Honest 
pasrcrin Quality Inside. 

it Guarantees 
= Tee Cee Full count, full 
ity at the Price weight, of good 
A SATION honest quality tacks 
— in every Atlas box. 
You can be sure of it 


every time you sell 
one to a customer. 


You can also be sure that each customer will 


continue his patronage. Not only because © 


he will appreciate the full weight, and honest 
quality, but because at no time will any 
single Atlas tack give him cause for un- 
favorable comment or reflection. 


When customers buy Atlas tacks, they re- 
member where they got them. 


ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 








If YOU were 


a Mechanie 


—and used tools, instead 
of selling them, the 
chances are that you 
would eventually be a 
Coes Wrench user. 


Why? Because me- 
chanics who take pride 
in their work need tools 
of Coes Quality. 


Your jobber has a com- 
plete stock. 


Coes Wrench Co. 


“In business since 1841” 
Worcester Mass. 





SELLING AGENTS 
J.C. MeCARTY GOO. bi cee cigs 253 Broadway, New York 
JOHN H. GRAHAM & CO...113 Chambers Street, New York 
Also 61 Shoe Lane, London, E. C., England 
FENWICK FRERES........ 8 Rue de Rocroy, Paris, France 











The heavier sizes 
of Superior Hex- 
agonal Netting are 
being used exten- 
sively for residen- 
tial fencing and 
many other  pur- 
poses. 


This product is 
ideal for this use 
because of its uni- 
formly even mesh 
and perfectly 
straight selvage. 


G. F. Wright 
Steel & Wire Co. 


Worcester, Mass. 











Improved Duplex 
Key Cutting Machine 





A NEW LEADER that has gained great favor with 
those who understand key cutting machines and the fea- 
tures to be desired in a perfect duplicating outfit. 


THE OUTSTANDING FEATURES of the IM- 
PROVED DUPLEX are: 

1. Designed to cut all types of keys; cylinder, flat steel, and 
bit keys. 
2. Separate clamps for each type key noted above (in reality 
triplex). 
3. Special finger gauges for easy alignment. 
4. Ball bearings. 
5. Adjustable carriage stops. 
6 
7 


. Bench space 22%” x7”. 

. Motor may be mounted above, behind, or underneath. 

8. Simplicity, long wear, no changing of cutters, no adjust- 
ments necessary. 


QQDINDEPENDENTIOCKCO.0D 


72-80 WINTER ST., FITCHBURG, MASS. 
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A COMPLETE TOOL CASE LINE 


HERE is a complete line of Armored 

Green Cases. Carpenters, householders 
and machinists all find the Green Line dealer 
prepared to supply them with a case adapted 
to their requirements. 
You can cash in on this feature through increas- 
ed sales, with a minimum amount of stock. 
Write for complete catalog and sales literature. 


GREEN-CASE, Inc. 














Racine, Wisconsin 





No. 135-17—A compact,convenient 
chest. Equipped with six well pro- 
portioned perfectly fitting drawers. 
Size 1014” x 8” x 17’. 








Chicago Office 


Surpless Dunn & Co. 
34 No. Clinton St. 


Eastern Office 


No. 70-25 — A specially designed 
HouseholdersCase. Hasfulllength 5 


89-91 Warren Street 
New York, N. Y . 


compartment tray and saw bracket 


for 20” saw. Size 8" x 8” x 25”. 



























Ne. 101-B 
Blectrici 
Auger Bit 
Quick Boring Thread 
Single Lip and Spur 
Russell Jennings Mfg. Co. 
Chester, Conn. 


Russell Jennings | 
Auger Bits 


Patented by 


Mr. Russell Jennings 


in 1855 








BOLTS +> NUTS 
CAPSCREWS 


in Big Business 


FOSIER: 


APY 
Personal LEK ey 


bay roe 





Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections 
of the country. 


The Foster Bolt & Nut Mfg. Company 


CHICAGO 


6249 to 6265 West 65th St. 
Telephone Hemlock 4484 


CLEVELAND 


Union Ave. and E. 72nd 
Telephone Broadway 840 



































New Packing 


oO 
White Enameled 
(Brass) 


Cup Hooks 


on 10c Cards 
2 doz. cards to carton 
$1.60 per carton. 
Samples on Request 


Also Samples and Prices 
ae Enameled. Thamb- 


The kind your customers 
expect, 





Osborne High Grade Punches 





Arch Punches 


Revolving Punches 


Also: 
and Plumbers’ 


Belt Punches 
Spring Punches 


A varied and attrdctive line for the Hardware Trade. 
aga Workers’, Trimmers’ and Upholsterers’ 


The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog. 


Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 











MOORE PUSH-PIN CO. (Wayne Junction) Philadelphia, Pa. 










































FAULTLESS 
CASTERS 


saa Canadian Factory: Stratford, Ontario 


FAULTLESS CASTER COMPANY 'x'srana 
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THIS MESSAGE 


NEEDS NO SIGNATURE 


Concentrate your buying. Large orders get ser- 
vice—there is real cooperation in close relation- 
ship. 

Choose your points of supply carefully and limit 
them to the fewest possible number. You will 
save money that way—take our word for it. 

We speak as tool manufacturers, yet, 
whether or not you buy from 


MILLERS FALLS, you will find that 
“profits begin with the buying.” 





MILLERS FALLS 
OLS 





lo] 


The CORBIN SCREW CORPORATION 
The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 
Warchouses—New York, Chicage, Philadelphia 
Western Factory—Diytoen, Ohio 














IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mass. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 











WIRE PRODUCTS 


for every need 


Cambria Fence 

Steel Fence Posts 
Wire—Barbed, Barbless and 
Twisted; Processed, Bright 

nized 


and Galva 


Nails—Cement-coated, Bright, 
Blued and Galvanized 


Wire Rods Staples 


BETHLEHEM i een na tal 
General Offices: 


ETHLEHEM 


The reputation of 


Brown 4 SHARPE 
Tou Ls 


for Accuracy and Reliability 
finds them a ready markct 
wherever metal is used 


BROWN & SHARPE MFG cx 
PROVIPENC! RIUSA 


Worlds Standard of Accuracy 











CUSHION TIRE 
























































22: SEEN 
=\ MEP og [ADDERS 
ay 10h STORE METHODS 
ae) provide adequate storage facilities for 


To 

shelf “au make it accessible and con 

venient for clerks and stock men to handle with 

absolute safety—to insure quick service for whole- 

sale or retail trade — install one or more 

MYERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, 

overhead track system, firm construction throughout, 

eliminate vibration and noise and produce a ladder 

of ample strength for safety, convenience and 

efficiency One style only—neat of design— 
attractively finished —any height — 

ly installed—meets most 
























WRITE FOR 
CATALOG 










* and learn why they 
o” x / profit dealers and 






please customers. 







Graff-Underwood 
= Company 

52 C Washburn Ave. 
Cambridge, Mass. 


G-R-A-F-F--C. 


Tfoture Hangers have a nail that can’t fall out. 
ade of heavy steel, — brass finish, in 3 
sizes. 


Stop i in 


We will be glad to help you 
with your sales problems. 


| Hardware Age, 8.752205" 
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their own way through! 
Heavy construction calls for a bit 
that will stand the gaff. Bridge 
builders, miners, contractors, rail- 
road and shipyard workers need 
the Snell Construction Bit. 
Write today for folder and price list. 





SNELL BITS LEAD 











BIT 
Snell Manufacturing Co., Fiskdale, Mass. 


Sales Representatives: John H. Graham & Ce., 113 Chambers St., 
New York City 


Sell DOMES 
of SILENCE 
and Be Sure of 
a Real Profit 


Their reputation and 
known quality make 
them an outstanding 
value at 10 cents per 
set of four. 

Beware of cheap imi- 
tations in which the 
quality as well as 
your profits is sacri- 
ficed. 


DOMES of SILENCE 
21 Pearl St., New York City 
























Easy to buy 
Easy to apply 











oes 





Robertson “Horseshoe Magnet’ Hammer 


THE HAMMER 
HOLDS 
THE TACK 














The best permanent magnet hammer on the market. 


A PRACTICAL AND SUPERIOR TACK HAMMER 
FOR USE IN MANY TRADES AND IN THE HOME. 


Awarded Silver Medal Panama-Pacific Exposition. 


Name and design trade marks registered U. S. Pat. Off. 


ARTHUR R. ROBERTSON, 94 Portland St., Boston, Mass. 


Sole Manufacturer 
























DOOR 
CLOSER 


mnoieo 1.1K. 


REG. U. 8. PAT. OFF. 


Closes the Door for Customers 
Opens the Door to Profit 
for Dealers 
Size for size, not a Door Closer 
on the market has the POWER 
of this one—nor the OON- 
STRUCTION; it’s made right 
and works right ALL the time. 
Fits and operates ALL doors 
satisfactorily. We guarantee 
100% service and live up to our 
guarantee. Our prices are 
worth ‘‘checking up’’ on. 
Look up this Door Closer—it's 
as go as it looks. 
Request catalog No. 40; our 
line will interest you. 


United Hardware & Tool Corp. 


72 Reade St., New York City 








McKAY TIRE CHAINS 


are satisfying motorists everywhere because 
they’re built to last. A steady year-round 
demand for McKays is bringing in worth- 
while profits for McKay Dealers in every sec- 
tion of the country. 
UNITED STATES CHAIN & FORGING CO. 
Union Trust Building, Pittsburgh, Pa. 


MSKAY TIRE CHAINS 








“ _ 
r] re 
(2 
a 


TRADE MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX,and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc 


Send for catalog and samples 


BRAIDED CORDS +» COTTON TWINES 


A Low Priced STAINLESS 
Mincer 


This new Voos 
Mincer is selling like 
sixty. The Stainless 
Steel Blade is highly 
finished and has a 
sharp 5 in. cutting 
edge and _ burnished 
nickel-plated handle. 
Dealers supplied by 


Factory 
Representatives: 
John H. Graham 
& Company, Ine. 
113 Chambers St. 
New York City 


THE =~-YOOS > Co. 161 Porter St., New Haven, Conn. 

















et 
CORRECT 9 DROP 
DESIGN FORGED 


SUPER 
QUALITY 

















—— —<— 


SCREW DRIVERS 
“The Sooty in the Pua Bor” 


AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


WACK SAWS - BAND SAWS = SCREW DRIVERS - GLASS CUTTERS 
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Classified Opportunities 








Opportunity Exchange Section 


Set Solid, Minimum of 5 lines.. eee | 


i MPP eee 





eee 
Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


Each additional nie. cece 


~| 


Positions Wanted Advertisements 
50% off rates quoted 


Address your advertisements and replies to 
Hardware Age, Classified Opper- 





coeceees 4,00 





Each additional line........... 
All or quer Minimum of 5 lines. . panes 
additional 


sisson 10 words to a line 
Allow One Line for Keyed Address 
‘Samples of merchandise, literature, meee etc., 








bon 


Discounts for Classified Advertising 
4 insertions, 10% off; 8 insertions, 15% 
off 
Remittance Must Accompany Order 





tunities, 239 West 39th St.. New 
York City 


Harpware Acp is published each Thursday 
Forms close Nine Days previous to date of 
publication. 


— ane _— ordinary reforwarding postage should not 

















BUSINESS OPPORTUNITIES 


VERY EXTRAORDINARY PLUMBING, HARDWARE and electrical 
business, located in Central Illinois. Sell invoice price, stock $35,000, 
established 25 years, good money maker, owners retiring, no time to talk 
unless you mean business and able to purchase either part or whole. 
Address Box H-910, care of Harpware AGz, New York City. 





FOR SALE—Well established Hardware Business in northern Illinois. 
Best farming community 40 miles from Chicago. Clean stock and fixtures. 
Invoice about $3,500.00. Owner wants to retire on account of age. Brick 
building for sale or rent. Address Box H-905, care of Harpware Ace, 
New York ‘City. 








FOR SALE—Virginia Hardware business and stock consisting of light 
hardware, paints, wallpaper and housefurriishings, located in good town of 
five thousand, can reduce stock to $6,000.00 cash will handle. Address 
Box H-908, care of Harpware Act, New York City. 


HELP WANTED 


WANTED—LARGE MANUFACTURER OF HOUSEHOLD WARES 
in Middle West is looking for an assistant to the Sales Manager. Appli- 
cant to be from 30 to 35 years old, preferably with experience in hardware 
and kindred lines. Splendid opportunity for advancement. Address Box 
H-902, care of Harpware Ace, New York City. 








EXPERIENCED HARDWARE SALESMAN, not over 35 years old, 
sod busy retail hardware firm in New Rochelle, New York. State age, 
rience, salary and references. All replies will be held confidential. 

re dress Box H-906, care of Harpware AcE, New York City. 


POSITIONS WANTED 











PART INTEREST IN OLD ESTABLISHED HARDWARE STORE 
in small town in Western New York doing profitable business. Would 
require investment of not less than $5, 000.00. Man under 40 with hard- 
ware experience preferred. Address Box H-880, care of Harpware Acz, 
New York City. 





FOR SALE—AN OLD ESTABLISHED HARDWARE BUSINESS 
in thriving central Wisconsin agricultural community for sale to settle 
estate. No bonus asked for reputation and nog nvestigate. Address 
Box H-897, care of Harpware Ace, New York City 





FOR SALE—A 50 year established Hardware, Plumbing and Tinning 

business, in manufacturing town. Stock consists of general hardware, 

stoves, radios and ee. Store building may _be purchased or 
tk 


rented. John F. Reger, Gaston Building, Somerville, 


HELP WANTED 








Available— 
Assistant Sales Manager 
Promotion Manager 


A mature executive with a record of substantial results 
with nationally known manufacturers is seeking a perma- 
nent association. Lecturer, fluent writer, correspondent, 
field salesman. Familiar with Paint and Varnish in- 
dustry. An exceptional opportunity to obtain a compe- 
tent associate for your sales department. Address Box 
H-903, care of HARDWARE AGE, New York City. 





HELP SPECIALISTS 


FOR THE HARDWARE INDUSTRY .IN NEW YORK 
STATE 


MALE AND FEMALE 


PVERY APPLICANT INVESTIGATED AND GUARANTEED 
FOR TEN TIMES THE WEEKLY SALARY INVOLVED 


ABBYE EMPLOYMENT AGENCY, INC. 
Remington Building 


113 W. 42nd Street Bryant 7374-5-6 , 


be = 











DWARE MAN, 12 YEARS’ EXPERIENCE, thoroughly familiar 
elf and builders’ hardwage, tools, plumbing, electrical and paint 
supplies. Can schedule and list hardware from blue — and take com 
plete charge of Builders’ Hardware Department. Prefer location in or 
near New York City. Married and with A-1 references. Address Box 
H-907, care of Harpware Acre, New York City. 


HA 
with s 





HARDWARE MAN WHO HAS HAD 12 YEARS’ wholesale and 
retail experience, store management and arrangement, window trimming, 
etc., would like connection with retail hardware store, Ohio, Indiana, or 
middle western state. Willing to invest after a year’s service if mutually 
agreeable. Address Box H-896, care of Harpware Ace, New York City. 





Has-also had De 
Address, “Hard- 


Position wanted by an experienced Hardware man. 
partment Store experience. Buying, selling, displaying. 
ware”, 6750 Vinewood Avenue, Detroit, Mich. 


SALES ACCOUNTS WANTED 

















HELP WANTED 


In our Farm Implement and Contractor Tool Department, 
a high grade salesman who understands this line. Address 
giving reference and experience. 


FOWLER & SELLARS CO. 


HARDWARE 
White Plains, N. Y. 


HARDWARE LINES 


Salesman having 15 years’ personal contact with Hardware 
Jobbers and Retailers desires to represent, in New York 
City and Metropolitan area, reliable manufacturers of 
Hardware staples. Address Box H- 904, care of Hardware 
Age, New York City. 




















EXPERIENCED HARDWARE CLERK in small town in Western 
New York. One having some experience in sho oP work preferred. State 
experience and salary expected. Address Box 879, care of Harpware 
Acz, New York City. 





SIDE LINES WANTED for hardware, mill supply and auto supply 
trades. Have covered entire Metropolitan territory for ten years, represent- 
ing well establishd lines. Address Box H-884, care of Harpware Acr 
New York. 
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Classified Opportunities 





SALES ACCOUNTS WANTED 


SALES REPRESENTATIVES WANTED 





. MANUFACTURER’S AGENT CALLING ON MANUFACTURERS, 
jobbers and department stores in Chicago, Milwaukee, and surrounding 
territory desires one or two good additional lines. Cheap warehouse 
space if wanted. Established 10 years, with good Dun Bradstreet 
ratings and highest trade references. Address Box H-874, care of Harp- 
warE AcE, New York City. 


SALESMEN WANTED TO CALL ON THE RETAIL TRADE, with 
a following in the Metropolitan district and the suburbs, also New Jersey; 
to represent live wire house carrying a complete line of builders’ hardware 
and tools. Must have a car to carry samples. Only experienced hard- 
ware men need apply. Address Box H-875, care of HARDWARE AGE, 
New York City. 





Resident Sales Agent, located at Havana, Cuba, desires agencies of 
hardware lines. Interested in furniture, hardware, wood screws as well 
as the general line. Commission basis. M. F. FERNANDEZ, P. O. Box 
2002, Havana, Cuba. 


MANUFACTURERS AGENT calling on Hardware and Department 
store trade in New York State—twenty years’ established trade connections 
—want one or two good additional lines—commission basis—reliable and 
responsible. Address Box H-909, care of HARDWARE AGE, New York City. 


SALES REPRESENTATIVES WANTED © 


EASTERN MANUFACTURER OF A WELL KNOWN LINE of rim 
locks, padlocks, and builders’ hardware is looking for sales representatives, 
referably residing in Buffalo, Kansas City, Missouri and Columbus, Ohio. 
Sootnn and commission to the right men. State experience and qualifica- 
tions. Address Box H-892, care of Harpware Ace, New York. 


COMMISSION SALESMEN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and house: 
represented. Address Box H-638, care of Harpware Ace, New York. 

















WANTED—Hardware and Sporting Goods salesmen of mechanical 
ability to call on retail trade in eastern territory. Leading line Gasoline 
Pressure Stoves, Camp Stoves, Water Heaters, Radiant Heaters, Lamps 
and Lanterns. Must give Bond and drive own car. Address Box H-784, 
care of Harpware Ace, New York City. 


AN OLD ESTABLISHED MANUFACTURER of Coaster Wagons 
located in Wisconsin is making numerous changes. We have many vacancies 
in our sales force and are particularly interested in salesmen for Ohio, 
lova, Illinois, Indiana and Minnesota. We offer first class merchandise, 
straight commission and exclusive territory. Please give full particulars 
in application. Address Box H-886, care of Harpware Acr, New York. 


SALESMEN WANTED—By a manufacturer to sell full line of High 
Quality Cutlery and Tools to Retail Hardware Trade. State age, experi- 
ence, reference, territory preferred. Would you consider other territory? 
Address Box H-911, care of HArpware AGE, New York City. 














EXPERIENCED BUILDERS’ HARDWARE SALESMEN to repre- 
sent eastern manufacturer of locks, padlocks, etc. To cover Pittsburgh 
territory and Western New York. Drawing and commission to right 
man. Address Box H-876, care of Harpware Ace, New York City. 








tunities. 


Sales Representatives Wanted 


In a recent issue of this paper under the classification of 
“Sales Representatives Wanted,” were twelve different adver- 
tisements for salesmen calling on the retail hardware trade. 


It looks as if hardware concerns knew where to “go” for 
hardware salesmen, doesn’t it? 


And by this same reasoning it looks as if these concerns 
reckon that men know where to “go” to find these oppor- 


It’s a good paper that serves the trade “both ways,” isn’t it? 
Try it and see. Address— 


Hardware Age, 239 West 39th St.,New York 


“‘Classified Opportunities Section’”’ 








Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 


your sales. 
Made only by 
AntTI-Borax Compounp Co. 
Fort Wayne, Ind. 


Saunders Type 


(Ai 
(80) 


Barnes Type 


Sell PIPE CUTTERS 
that give Real Service! 


Stand up under toughest work. 

ign. Made of highest quality materials. 

Equipped with knife blade cutter wheels. 
Write for new Oatalog. 


Improved 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago, U. 8S. A. 











Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five ars of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 











Plain or enameled 
in colors 


STRATTON 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 


























= 1 Neg Se aNNOT etree: 
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INDEX TO ADVERTISERS 








THB ADVERTISERS INDEX is 





asa i an 
No allowances will be made 


dd not as a part of the advertising contract. Wyery care 
for errors or failure to insert. 


will be taken to index correctly. 





Acme Bho O06 66 cccescvesss 
Addison-Leslie Co. 
PONG: 1S, 6 d's 6 0500 sedate 


Alaska Freezer Uo.........+... 
Allen Manufacturing Co...... 
Allith-Prouty Co. 
TRE, OG. ooo v0 cc nccnns 
Altorfer 
Aluminum Cooking Utensil Co. 
Goods 


Products Co...... 
Aluminum Wares Association. . 


Aluminum Manufactur- 


ing Co. 


Aluminum 


American Chain Co........... 
Flyer Mfg. Co..... 
American Fork & Hoe Co.... 


American 


American Gas Machine Co.... 
American Handle Co......... 
American National Co........ 
American Ring Co............ 
American Saw & Mfg. Co..... 
American Screw Co.......... 
American Sheet & Tin Plate Co. 
American Steel & Wire Co.... 
oe eee 
American Telephone & Tele- 

TAS ek caer biaeaee:ee as 


American 


American Thermos Bottle Co., 
RS ee a en er 


Ames Shovel & Tool Co...... 
Anti-Borax Compound Co..... 
Apex Stamping Co............ 
eS err 
Armstrong Brus. Tool 
Armstrong Mfg. Co........... 
Armstrong Mfg. Co.......... 
Arrow Electric Co.........+. 
se ee eer 
ee RS PEM sos it kcdo cas 


Babcock Co., The W. W.... 
Peete BERS. Cassi sivsstsvies 
Bassick Co. 
oe eee 
Bentia & Call Co.cccccscssese 
ty i Re - See ea ee 
Berghman Co. 
NE Ma. MDa vides syed 
Berry Brothers, Inc........... 
Bethlehem Steel Co........... 
Dette Wag) Gisos8 evicsis c's 
Billings & Spencer Co........ 


Birtman Electric Co.......... 
Bissell Carpet Sweeper Co..... 
mete Wile Gigs ssc sas xse ks 
Blaisdell Pencil Co........... 
Bommer Spring Hinge Co.... 


ee i seUossaet 26-27 


104 





Bowen Products Co.......... _ 
Beach Bite; Co, Un SB. .0 55. —_ 
Brainerd BGs, Cols ass ics sins -- 
Bridgeport Screw Co......... —_ 
Bright Star Battery Co........ 35 
Brown & Sharpe Mfg. Co..... 110 
PTUO TEINS. ReSuawaees ca0.005 — 
Buckeye Alum. Co............ — 


Buffalo Wire Works Co., Inc... — 
Burnley Battery & Mfg. Co.. — 


Re Be Ass ice 5. be deh ans = 
Cc 
ee 113 
Carborundum Co. ...6...+5. _— 
a res —_ 
Century Electric Co....... —. = 
Chain Products Co........... _ 
Challenge Refrigerator Co..... 96 
= eer ae —_ 
Chamberlain-Haber Chemical Co. — 
Caer’ Bema, Si ioo skies es — 
Chevrolet Motor Co........... _ 
Chicago Flexible Shaft Co..... 10-11 
Chicago Roller Skate Co....... —_ 
Chicago Solder Co............ 16 
Chicago Spring Hinge Co..... 107 
Contain BE, eiieiks csiccsess —_ 
Clayton & Lambert Mfg. Co... — 
Clemson Bros., Inc........... oo 
Cleveland Stone Co., The...... —_ 
Cleveland Twist Drill Co...... _— 
Cleveland Wire Spring Co..... — 
Coates Clipper & Mfg. Co..... —_ 
Ce WRN Ei degen secies 108 
Coldwell Lawn Mower Co..... 4 
CHORE FVGIGR oo cc cscs esavses 100 
Columbia Tire & Rubber Co.... — 
Columbian Rope Co........... 1 
Congoleum Nairn, Inc......... —_ 
Consolidated Electric Lamp Co. 42 
Continental Screen Co......... _ 
Cook Company, H. C......... — 
ee 2 Serre — 
Corbin Cabinet Lock Co...... _- 
Corbin Screw Corp........... 110 
Corcoran Mfg. Co.........%. = 
Condley & Hayet. ees. sccessess —_ 
Crmpnant Teed Coy oc scxcvsecees - = 
Crown Cork & Seal Co........ i 
Cyclone Fence Co............. —_ 
D 
Dazey Churn & Mfg. Co...... _- 
De Jur Products Co.......... —_ 
De Laval Separator Co....... _ 
Detroit Door Check Co........ -- 
Detroit Torch & Mfg. Co...... _ 
Detroit White Lead Works..... — 





Devoe & Raynolds Co., Inc... 
ONIN CB, ccsasccesspeecescs 
Diamond Calk & Horseshoe Co. 
Dierks Lumber & Coal Co...... 
Rete “Ga, Ri Bocecsaseccccss 
ee ee 
Display Material Co............ 
Disston & Sons, Inc., Henry... 
Dixpn Crucible Co., Joseph.... 
Domes of Silence Co., Inc..... 
Domestic Elec. Refrig. Co...... 
Donley Mfg. Co., The........ 
Dorian Ce., THO. ciéiccsccccce. 
BNE SEE, Wisse sarddcces cae 
Duluth Show Case Co......... 


DuPont de Nemours & Co., 


OE ee eee er ee 
Eagle-Picher Lead Co......... 
Eastern Tool & Mfg. Co...... 
Eclipse Machine Co............ 
Economy Plumber Co......... 


Edison Lamp Works of Gen- 
Se PbO Mis x50 0saeeennses 


Se ee ee 
Electric Sprayit Co., Inc...... 
SO TRUE Tish os 4069050 
Evansville Tool Works......... 
RVOIOE TOs RMR icc ccvevsves 


F. & N. Lawn Mower Co., The 
Fairbanks, Morse & Co........ 
Fansteel Products Co., Inc.... 
Fate-Root-Heath Co. 
Faultless Caster Co........... 
Federal Washboard Co., The... 
Fitzgerald Mfg. Co..........+. 
Folsom Arms Co., H. & D..... 
Fort Wayne Eng. & Mfg. Co.. 
Foster Bolt & Nut Co......... 
PURER TERE. Abs 6 v's 008 sce dee 
French Battery Co............. 


G 


ee = ie ee eer 
Gendron Wheel Co............ 
General Fireproofing Co........ 
General Weatherstrip Co...... 
General Wheelbarrow Co....... 
Geneva “Mie. “CO. cccscccccsce 
Gilbert & Bennett Mfg. Co.... 
Gold Medal Products Co...... 
Gold Seal Elec, Prods. Co..... 
Goodell-Pratt Co. 
Good Housekeeping ........... 


Goodrich Rubber Co., B. F., 
WED cwdencvanussbveteuseecs — 
Graff-Underwood Co. ......... 110 
Grand Rapids Hardware Co.... 107 
Grountlnse, Tac. icc cactets 109 
Greenfield Tap & Die Corp..... 2 
Greenlee Tool Co............. 3 
UN PEO SOG re oi ea eee 99 
a eee _ 
H 
Meter & Gey W. Secvik vse ees 101 
Hercules Chemical Co......... os 
Hercules Powder Co.......... as 
Herschel Mfg. Co., R......... _— 
Hibbard, Spencer, Bartlett & Co. — 
Hillerich & Bradsby Co....... 118 
eS ee eee 116 
Hollands Mfg. Co............ = 
ge ER ee ater ee ee 20 
Hoppe, Inc., Frank A......... — 
ay a ee 33 
SEU SEPOOR: 6.3553.5834 b00085 —_ 
Muewteld Co., BB. Bic. vcciss. -- 
gt et eee eee — 
Hunt, Helm, Ferris & Co..... — 
Hurley Machine Co............ — 
Hygrade Lamp Co............. 40 
I 
Imperial Bit & Snap Co........ _ 
Independent Lock Co......... 108 
Indiana Rolling Mill Co....... 103 
Indiana Steel & Wire Co...... 7 
Ingersoll Watch Co............ _— 
International Silver Co......... — 
International Toy Corp......... os 
Irwin Auger Bit Co.......... — 
Rees Go... Th. icesse Sei aeb es — 
Ives Manufacturing Co........ — 
Te TORS, 50s 5evesanices cs a 


Jennings Mfg. Co., Russell..... 109 
Johnson Arms & Cycle Works, 
BUCE nwnesescees scimetess cvwe 110 
K 
Kelly Axe & Tool Co......... 5 
Keuffel & Esser Co........... _ 
Keystone Mfg. Co............ oo 
Kilborn & Bishop Co.......... 116 
Kimtell Bros. Cocsissssecsese aaa 
Klein & Sons, Mois sivieccvcces 43 
Kohler Die & Spec. Co........ = 
Kokomo Stamped Metal Co.... — 
Kraeuter & Co. .cccsccsccasese — 








THE DASH (—) INDICATES THAT THE 


ADVERTISEMENT DOES NOT APPEAR IN THIS ISSUE 
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THE ADVERTISERS INDEX is published as a convenience and 
No allowinces will be m 


def 


for errors or failure 


of the advertising contract. 
to insert. 


Every care 


will be taken to index correctly. 





L 


Lamson & Sessions Co........ 
Landers, Fray & Clark........ 
Landreth Seed Co., D........ 
Lendzion Leather Goods Co.... 
Letellier Laboratories, Inc..... - 
ee Ba ee a= 
Libby-Owen Sheet Glass Co.... 
Ee eee er 
Lowell Specialty Co........... 
Lucas & Co., Inc., 
ee aS ee 
Lupton’s Sons Co., David..... 


M 


McDougall-Butler Co., Inc..... 
McKinney Mfg. 
Magazine Repeating Razor Co.. 
Malleable Iron Fittings Co... 
Mansfield Tire & Rubber Co... 
Marlin Firearms Co........... 
Martin-Senour Co......sccsecss 
Martia Varnish C6.. .5....000. 
ge a ees eee 
Maydole Hammer Co., David.. 


Meisselbach Mfg. Co., 
Be fo ckah oa oe dee beeeees 


NE SG. sk ocksdsseed ‘ 
Peereacratt CO io kscss sc vicses 
Metal Specialties Mfg. Co..... 
etal Ware Corps. 02 css cess 
Milbradt Mfg. Co.......cceees 
er 
Milwaukee Circulating Pump Co. 
Modern Grinder Mfg. Co..... 
Moline Pressed Steel Co...... . 
Moore Drop Forging Co....... 
Moore Push Pin Co........+0. 
Peeret, Tee CMBR oc 6s ki 2 sive 
Morse Twist Drill & Machine 

Co. 
Mueller Brass Co..........0+- 
Muralo Co. 
Murphy’s Sons Co., Robert.... 
Murphy Varnish Co........... 
mearray Raver Co... isecsae 
Myers & Brothers Co., 


Inc., 


Se eee 


Enameling & Stamping 


National 
National 

Co. 
National 
National 


Lamp Works......... 
SE RMS ce ekagcuwees 
PE Beeb 65 sea ceeee — 
National Sign Stencil Co....... 
New Haven Clock Co......... 


National 





New Jersey Zinc Company..... 
New York Wire Cloth Co..... 
Niagara Metal Stamping Co... 
Nichateen Fie Cis cece cee. 
Norcross & Sons, C. S........ 
North Bros. Mfg. Co.......... 


Oakes Mfg. 
Oliver Iron & Steel Co........ 
Oneida Community, Ltd. 
One Minute Mfg. Co.......... 
OREO TEBIG CO. 04.06.66. 0:6 000 
RUGS, Ey (ORs 6a0 son's cn 
Cuborde & Ca., Co Sic. ess. 


8 6 eres 
Page Steel & Wire Co....... 

NE cas orgt a veaasniwy once 
Palm Fechteler & Co.......... 
Patent Novelty Co............ 
Peck, Stow & Wilcox Co...... 
Penn. Lawn Mower Works..... 
Perfection Stove Co., Inc...... 
Peters Cartridge Co............ 
OE 6 ee 
Philadelphia Lawn Mower Co.. 
ee SR, Re cic is ccccectscs 
Pitcher Co., Inc., Hugh........ 
Pittsburgh Plate Glass Co...... 
Pittsburgh Steel Co........... 
Plumb, Inc., Fayette R........ 
Plymouth Rubber Co.......... 
Popular Science Monthly..... 
Porter, Inc., H. 
Pratt & Lambert, Inc.......... 
Pressed Metal Prods. Co....... 
A;:.. 


PURO BORD GOs oe .o0isis cen ks vc 


Progressive Mfg. 


Pyrex Sales Division.......... 


Desde e068 GS, . ccccsviisives 
Reed & Prince Mfg. Co....... 


Remington Arms Co., 
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A Cold Chisel 
That Retains Its 
Tough Cutting Edge 


This Green Line Cold Chisel does more 
than cut—it retains its cutting edge. 
Guaranteed to stand up even when used 
on granite or cast-iron drain pipe. 


It’s made of a Special DROP FORGED 
Alloy Steel known as 


KILBORN STEEL 


—the toughest and most durable steel 
known. Finished in a beautiful DUCO 
green. 

Made in 24 different sizes, 3/16ths. to 
1%4 inches. We also make 13 other styles 
of Chisels in different sizes. 

THE CREEN LINE includes Punches, 
Box Hooks, Drills, Cold Chisels, Screw 
Drivers and many other tools all equally 
dependable. 


Send for Complete Catalog. 


THE KILBORN & BISHOP CO. 
New Haven Conn. 


Manufacturers of the 


“GREEN LINE TOOLS” 


Reg. U. 8. Pat. Office 






2305 Davis St. 








Poultry Supplies 










Here is a wonderful seller ! 


The only feeder that will successfully care 
for both large and small flocks. Saves time 
‘and labor and prevents waste of feed. A de- 


light to the poultryman. 


Made in two sizes with 32 and 54 feeder holes. 
Also made with extra hoppers which fit snugly 
on top and further increase the capacity. 


Stock a few and watch them move. Write 
for Catalog of Moe’s Big Line of Supplies. A 


profitable line to sell. 


WoOEFT & COMPAN 














Even the best of us can 
profit by observing what 
the other fellow is doing. 
This is particularly true in 
the hardware business. We 
have often been told of the 
successful outcome of some 
merchandising idea that 
was prompted by a Hard- 
ware Age story. 





IT’S NEVER TOO LATE 


TO LEARN! 


After you read your copy 
of Hardware Age, go 
through it again and see 
how many of the merchan- 
dising ideas, stories and 
editorial hints you can try 
in your store. Remember, 
something new is always 
interesting. You'll find 
plenty that is new in Hard- 
ware Age. 


HARDWARE AGE 


239 West 39th Street 
New York, N. Y. 
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North Chicago, Il. 
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baseball 


solf 


‘[wWo OPPORTUNITIES TO INCREASE SALES 


The preeminence of Louisville Slugger Base- 
ball fies has long been established. Ty Cobb 
has helped to establish it .... by using a Louis- 
ville Slugger for twenty-one years. Babe Ruth 
helps to maintain it every time he takes his 
place at the won The reputation of Louis- 
ville Slugger Bats has grown up along with that 
of the many famous professionals who use no 
other bat. 


Years of study of woods .... of experience in 
their scientific treatment and manufacture... . 
of control of the sources of the best woods 
have brought Louisville Slugger Bats to their 
present high state of perfection. ‘ 


That same experience and scientific knowledge 
has been carried into the manufacture of Grand 
Slam Golf Clubs. The very fact that the makers 
of Louisville Slugger Bats make Grand Slam 


BATS 


Golf Clubs is, alone, a guarantee of the high 
grade of the golf clubs. 


Baseball was never more truly the national 
game than it is today. Each season recruits 
thousands of new enthusiasts and enlarges the 


market for baseball goods. 


With large and small cities building country 
clubs and municipal golf links, the popularity 
of golf and the A for golf eeh 0 grows 
by leaps and bounds. 


Merchants find it particularly advantageous to 
carry Grand Slam Golf Clubs along with Louis- 
ville Slugger Bats. Each helps to sell the other. 
Each is a guarantee of the high quality which 
makes for success on the diamond and on the 
fairway. Write for new catalogs and descrip- 
tive booklets. 


LOUISVILLE SLUGGER GRAND SLAM GOLF 


CLUBS 








